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BEAVER MODEL-A 
Heavy Duty Pipe & Bolt Machine! 


@ RIGHT-HANDED. Conforming to standard machine tool 
design, with chuck to the left and the controls to the right of 
the operator like a lathe—for right-hand operation. 

@ ALL CONTROLS IN FRONT. 
tips. 

e@ 50° GREATER WORKING SPACE. 12 inches between 
chuck jaws and die-head (when fully extended), Other leading 
competitive machine have but 8 inches. 

© POWER IN ABUNDANCE, Cut and thread 2% to 12- 
inch-pipe with geared tools and drive shaft. Motor develops 
2.3 hp. 

© FULL RANGE —\, to 2-inch. 

@ UNIVERSAL MOTOR. Standard equipment is a_heavy- 
duty Universal motor to operate on any 110 volt electric light 
line, AC or DC, 25 to 60 cycle. 220 volt Universal motor optional 
at same price. Other motors are available—full information 
upon request. 

e@ CUTOFF.  Ball-bearing, self-centering, wheel-and-roller cut- 
off for pipe and bolts standard equipment . . . knife cutoff 
(for pipe only) optional at same price. 

@ STANDARD CHUCK. An all-steel 3-jaw universal chuck of 
standard make is used. Capacity—'% to 2-inch. 

@e AUTOMATIC CHUCK WRENCH EJECTOR. An im- 


portant safety feature! 


@ GEAR DRIVEN. All gear driven—positive power! 


-at the operator’s finger 





x dp BEAVER © 


PIPE T@LS 


e@ BOLTS up to %-inch can be cut off with the wheel-and- 
roller cutoff. Threads solid rounds up to 2-inch. 


@ ADJUSTABLE OPENING DIEHEADS are solid ring type 
—no “hinge” to become fouled with fine chips. All four die 
segments move as a unit—insuring uniform adjustment and 
even distribution of cutting on all four segments. Fully adjust- 
able for standard, oversize or undersize—no tools required for 
adjustment. 


@ INTERCHANGEABLE DIE SEGMENTS. Any individual 


segment may be replaced without buying a complete set. 


@ REAMING. A _ multi-fluted, 4% to 2-inch, cone reamer 
swings in and out of working position. 

@ OIL PUMP—ACCESSIBLY LOCATED. The impeller 
blade type oil pump is on the outside—you can get at it for 
occasional cleaning without tearing the machine apart. Oil 
pump is reversible. No check valves. Concealed oil lines—will 
not get knocked off. Double jet oil flow. 

@ STANDARD BASE-MOUNTING MOTOR. Connected by 
means of flexible coupling to helical all-gear drive. 

@ REVERSIBLE. At the controller type switch. Motor and 


switch heavily guarded to protect them from damage. 


@ RACK - AND - PINION FEED. Inverted _rack-and-pinion 
(protected against chips because inverted) operated by larg- 
handy starwheel from the front of the machine—by operator’s 
right hand. Hand wheel and carriage, due to idler gear, move in 
the same direction. 
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valley sales but. intelligent guid- electric tool sales. You can check no back order headaches, you're 
ance will bring sustained success- yourself against the “keys”. lucky. But if you do, better make 
ful selling. That is the experience They'll be listed in the July issue. 4 note now not to overlook the 
of a Newark distributor who bases @ Thinking of a physical reconver- July story about how one distribu- 
his sales program on careful, con- sion or a new building? Whether tor eased the problem. 
tinuous analysis of sales. An ar- you're planning it now or for the e@ Of course, this listing just 
ticle in July details how he equips future, you'll be interested in the touches on the contents. There'll 
salesmen with every available pro- building activities to be reported be numerous other articles In July 
ductive sales aid. next month. —all written to interest you. 
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Gun ° fil 


Adds the 
Master Mechanic toa 
Your Prospect List 





MASTER mechanics and plant engineers know that measured, 
uniform lubrication pays real dividends by reducing produc- 
tion costs. 


Gun-Fil Lubricators are a natural door opener to this group for they assure 
predetermined, constant feed to moving bearings. 


This new Graco development extends lubrication periods up to 20 times. 
Actually makes it practical to lubricate twice-a-day bearings weekly. 


Graco Gun-Fil lubricators knock out waste by lubricating only while the 
bearing is moving. The positive adjustable valve automatically stops feed- 
ing when the bearing rests. Graco Gun-Fils save up to 80% of lubrication 
man hours. 


. 


The brilliant color flag and supply indicator tell instantly the requirments 
of each bearing and the type of grease or high viscosity oil needed. 


There are real profit possibilities in selling Graco industrial lubricating 
equipment. Gun-Fil is typical of this complete—superbly engineered line. 
Write today for Graco’s Industrial Lubricating Catalog No. 1303. 





Gun-Fil Lubrica- 
tors are individ. FOR PLUS PROFITS, SELL INDUS- “ 
ually packaged. TRIAL LUBRICATING EQUIPMENT. ~| 











MOUS Tay, 
Chr. = 


voltag rites 
Ea Meta 









) fj CO New Catalog 
. Mail this coupon today and get 


your copy of the new GRACO In- 


x daremakhne IN dustrial Catalog. It's _ filled with 


‘ sales possibilities. 
LUBRICATING AND SERVICE , 
. Name 
/. EQUIPMENT pall _seintancnesticeastaia 
Address 


_oRaY COMPANY, INC. si — 
" A e., - 5 Mi li 13, Minn State 
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THE CLUTCH THAT GETS THE 


v 
“Om POWER FOR ITS ~. gh 
A ROLLIN 


A circle of hardened steel balls, forced into a wedge shaped groove by a sliding 
cam, develop the power transmitting pressure on the friction disc. The cam and 
groove contours use the basic mechanical principle of the inclined plane, or 
wedge, to multiply the force exerted on the shifter collar into a much greater 
force on the friction disc. 





Dodge Rolling Grip Friction 

en Caen Ceagting This new achievement of Dodge Transmissioneering gives outstanding flexibil- 
ity and ease of control, without any sacrifice of positive drive. Rugged, compact, 
easy to adjust and low in cost, the Rolling Grip Clutch is suited to a wide 


range of power transmission and machinery applications requiring from 1 h. p. 













to 20 h. p. 
THE SYMBOL 
The Rolling Grip Clutch is available from THAT CAME TO LIFE 
Dodge distributors’ stocks. Call the Trans- The man who wears this sym- 
——— a cmcper onan - puis of asarvice which given a 
territory—tor information out this an 0 ee ee oe 
problems in efficient mech- 
ae ee other new developments by Dodge. Look for anical transmission of power. 
his name in your classified telephone direc- a 
tory under Power Transmission Equipment. pep ne ng ap moons 





Dodge Rolling Grip Friction 
lutch, Bolted Plate 
Mechanism 





Dodge Rolling Grip Friction 
Clutch, Gear Tooth 


Mechanism Copyright, 1946, Dodge Mfg. Corp. 





CRAMATIZING DODGE ADVANCEMENTS, THIS AD 
IN INDUSTRIAL MAGAZINES SENDS PROSPECTS TO DODGE DISTRIBUTORS 
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He knows there's a lot 


SMART? - - - Sure he’s smart. 
the three EORM-A-GASKETS: 


FORM-A-GA 
not brittle. 
even when sut 


FORM-A-GASKET 
le layer Tabi) 
isassembles easily- 


A-GASKET No. 3 (a liquid) does not dry 
It will not run when heated even to 40 


eratures down to 70° below zero. 


It dries hard but 


ts fast but not too fast. 
f ynions 


374) Ce paste) se 
ssure-tight, leak-proo 


It’s a swell product for making Pre 


faces are warped. 
han No. 1. It dries to @ 


ts a little slower t 
It resists plenty 


No. 2 \a paste) se 
sh your finger nail. 


tough, pliab which you can PY 
of pressure 


AVIATION FORN- 
position in a short time. 
it become hard Petale| brittle at cial 


d product! 


yet d 
but it sets itself into 


a ey oo will 


It's a 


great, all-aroun 


PERMATEX COMPANY, INC. 
BROOKLYN 29, N. Y., U. S. A 
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H ere’s a sales feature that will help you serve your 
customers better, and at the same time simplify stock- 
ing and inventory problems. 


Ordinary 3/4” drive sockets are often too short 
to work on protruding bolts; deep ones may require 
too much clearance. Plomb’s all-purpose series, with 
attachments of exclusive désign, takes care of most 
needs - and takes care of them better and more 
efficiently. 

Like all tools in the complete Plomb line, these 
sockets and attachments are expertly made from 


finest steels. They’re light but strong, accurate, and 
well balanced for speed and safety. 


Carry the complete Plomb 3/4” drive series to 
attract more customers. Send for complete details 
today. Plomb Tool Company, 2215G Santa Fe 
Avenue, Los Angeles 54, California. 


4602 


PLVMB 


FINE HAND TOOLS 


Write for complete catalog 
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OPENING SIZES IN INCHES 


PLOMB’S LINE 
IS COMPLETE 


3/4" square drive 
tools include — 


RATCHET 

HINGE HANDLE 

SLIDING BAR 

“L’”’ HANDLE 

EXTENSIONS 

UNIVERSAL JOINT 

ADAPTORS 

21 SOCKETS FROM 7/; 
23/3 OPENINGS 

TWO BASIC SETS 


Start your customers on Plomb 
3/, drive assortments now. For 
as.little as $10.00 they can buy 
a drive attachment and the 
most essential sockets for trans- 
portation and farm implement 
work. They'll come back to you 
ifolamololoibatelalel Mcclol i Mer MalsistelsieR 












They fit to a ims 


WwW 
ee Accuracy in manufacturing, and accuracy in physical 
make-up is important in forged steel pipe fittings. One defec- 
tive fitting can be the cause of expensive shut-downs and 
troublesome replacement. 

W-S forged steel pipe fittings are made from select drop 
forgings — each run is analyzed for chemical and physical prop- 
erties. They are carefully machined on modern production 
equipment and subject to rigid inspection. Every possible pre- 
caution is taken to insure long, trouble-free service. 

W-S screw end fittings in 2000, 3000 and 6000-pound classes, 
and socket welding fittings for use with standard weight, extra 
strong, double extra strong and schedule 160 tubing, are avail- 
able in Carbon Steel, Carbon-Molybdenum Steel, Chromium- 
Molybdenum Steel, and in several types of stainless steel. 

Types — 90° elbows, 45° elbows, tees, laterals, crosses, 
couplings, caps, bushings and reducers are made in sizes from 
¥g” to 4” inclusive. 

Full details may be had from Bulletin No. A-3. Call or write 
Watson-Stillman Company, Roselle, N. J. 


@ 1277 Sold Through Leading Distributors 





Yi yyy. 
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Designers and Manufacturers of Forged Steel Fittings, Valves, Wire Rope Shears, Hand Pumps, Jacks, Pipe Benders and Hydraulic Equipment 
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LOOKING UP 10 Joss 


BECAME A HABIT AT THE CONVENTION 


Looking to THOR for Bigger Volume and Profits 
in Portable Electric Tools Has Long Been the 
Habit of Successful Industrial Distributors 









= 





iong@e in ew and 6 
Cor wention, May 5-6, 


PORTABLE POWER 


ONLY THOR DISTRIBUTORS SELL TOOLS. FOR EVERY CUSTOMER’S EVERY JOB 
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mse 
THOR’S BOARDWALK GREETING 1té “ yi : 
i supply distributors. duringstripla. Jy 3 





INDEPENDENT PNEUMATIC TOOL COMPANY 
600 West Jackson Boulevard, Chicago 6, Illinois 


Birminghom Boston Buffalo Clevelond Detroit Los Angeles Milwaukee New York 
S. Lovis Solt Loke City Son Francisco Toronto, Coneda London, England 
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DANIELS PRECISION REAMERS 


(Accurate to 
.0002”) 


IN HANDSOME, HANDY SETS 


The moment you set eyes on these beauti- 
fully finished tools in their compact, conven- 
ient hardwood cases, you'll appreciate that 
they'll sell on sight. 

Daniels Reamers represent your customers’ 
ideas of everything a reamer should be. For 
sustained performance and low cost per cut- 
ting hour you can recommend them without 
reservation. 

There are small, inexpensive sets for the 
toolmaker’s and machinist’s own kit, large 
sets for the tool crib, carbon and high speed, 


straight and spiral fluted, hand and chucking 

reamers for every need — in individual trans- 

parent plastic tubes for perfect protection and 

easy selection without unwrapping. 
Distribution will be strictly selective, mill 

supply only. Write, now, 

for descriptive bulletin 

and price list. There’s 

new volume and profit 

for you in Daniels 

Precision Reamers and 

Reamer Sets. 


N.J. DANIELS TOOL CO., INC. 


67 WASHINGTON STREET, HAVERHILL, MASSACHUSETTS 
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Economical Package Pump 


Saves SPACE and MONEY 


By combining pump and motor into one compact unit, Allis-Chalmers 
engineers created the “Electrifugal” pump — that requires one-third less 
space. But... more than that . . . it costs you /ess to buy — less to install 
— less to operate — and has a wide range of applications. 

The “Electrifugal” pump is a popular member of the complete Allis- 
Chalmers line of centrifugal pumps and motors: single or double suction 
— multi-stage — capacities to 170,000 gpm. 








MORE QUICKLY INSTALLED 


Comes completely assembled. Just bolt 
down four supports, make pipe and 
power connections — and start pump- 
ing! Operates in any position. 


MORE QUICKLY SERVICED 
Easy to get at rotor, impeller, packing 
and all moving parts. Take it apart 
and put it together fast. Down time 
reduced to a minimum. 


YOU SAVE ON MAINTENANCE 
Ample bronze wearing rings — seal 
cage and valve—shaft sleeve and de- 
flector — five packing rings — pre- 
cision workmanship and other qual- 
ity features add up to longer life, less 
maintenance cost. 


UNDIVIDED RESPONSIBILITY 
Allis-Chalmers builds both pumps and 
motors — backs them up with unsur- 
passed experience and reputation in 


both fields. Call your A-C office or 

TIGHT SQUEEZE! — But this ‘“Electrifugal” pump was built dealer for help on any pumping prob- 
® forclosequarters. Allis-Chalmers engineers lem . . . or write for bulletin No. 

have developed and perfected the close-coupled pump through 20 years of experi- © B6018. ALLIS-CHALMERS, MILWaUu- 


ence. Built in stock sizes from 34 to 25 h.p. KEE 1, WISCONSIN. 
A 2037 


ALLIS CHALMERS 
One of the Big 3 in Electric Power Equipment- PUMPS 








Biggest of All in Range of Industrial Products 
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FOR 
SENSATIONAL NEW 
AIR SCREW DRIVER 


It’s the same picture everywhere— great acceptance greets the arrival and 
use of the new ARO Model 7000 Air Screw Driver on the assembly lines 
of scores of industries! 

No other tool like it! This pneumatic powered screw driver is no 
bigger than the average cigar. Weighs only 8 oz....is 4%’ long and %” 
in diameter. Capacity No. 1 to No..6 screws. Starts automazically—no 
manual throttle. Drives the screw instantly when tool is applied. 

Similarly, ARO Tools speed up and improve efficiency of countless 
other production jobs including all typés of screw-driving, nut-set- 
ting, drilling, grinding and other operations. Backed by ARO-engineered 
accuracy... built for dependability. Write for catalog. The Aro Equip- 
ment Corp., Bryan, Ohio. 


Specify ARO 


PNEUMATIC TOOLS 
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PRODUCTS THAT SELL 
... AND STAY SOLD 


You can see Wood's quality ... it is evident at a glance. But long- 
time users everywhere will tell you that Wood's products for power 
transmission stand up under hard usage . .. demonstrating that Wood's 
quality is not the surface kind that weors off, but the built-in type 
that lasts and lasts. 











For 89 years, Wood's have been serving industry efficiently and well. 
Specialized production experience plus consistent advertising that creates 
confidence and builds business, make the Wood's line a profitable one to 
‘at. handle. Some attractive distributor territory still open; write us today for 

~* full details. 


P WOOD’S PRODUCTS 
} FOR POWER TRANSMISSION 
Pulleys « Clutches « Hangers « Pillow Blocks 
Couplings « Bearings ¢ Collars 
LONG LIFE V-Belt Sheaves and Complete Drives 


LINE 


aM elel Dktol Laeel otha Tie 


2 


RG, PENNA. 


SBURGH. PA aa Gl an ee YHIO DETROIT, MICH 






BRAWN HE N Mi NEWAR N 
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ne THE DUFF-NORTON MANUFACTURING COMPANY 
rT PITTSBURGH, PENNA. fey -Wilaele) ammeltl 4:16 


THE WORLD'S MOST COMPLETE LINE OF JACKS 


DUFF-MORTOM 
JACKS VY Rachet Jacks 4 Screw Jacks eo Air Power Jack eb aclacll iia lela a7 
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Does LINK-BELT make 
Dall bearings? 

YES [x] |} NO 
Does LINK-BELT make 
roller bearings? 

YES [x] |} NO 
Does LINK-BELT make 
mounted bearings? 

YES [x] |} NO 
Does LINK-BELT make 
unmounted bearings? = 

YES [x] |} NO 





























_ Manufactured b | 
— Precision Made FNK-BEET COMPANY 
Chicago 9, Indianapolis 6, Philadelphia 40, ~ 
Performance Proved cleee . Los a 32, seattle 4, Yetta 8. 
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ing and Sales Promotion, helping our 
ed Carbide cut 
Carboloy Cement 
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advertising in technical magazines, is 
making 37 million “contacts” in 1946. 
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BALANCED CONSTRUCTION § 





WHICH TEXROPE 
Super-7 
DO YOU NEED? 


Pick the right TEXROPE 
Super-7 V-Belt — it'll 
give you the most in efh- 
cient power transmission 
and economy. 

TEXROPE Super-7 V-Belts 
result from the cooperative 
research of two great com- 
panies — Allis-Chalmers 
and B. F. Goodrich — and 
are sold exclusively by A-C. 











ALLIS @ CHALMERS 
TEXROPE V-BELT DRIVES 
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Heat-Resisting Super-7 

Stands temperatures up to 180°. The 
TEXROPE V-Belt for most drives. 
Oil-Resisting Super-7 

Neoprene cover protects core against 
moderately oily or greasy conditions. 
Oil-Proof Super-7 

Made of Neoprene throughout. Use 
it when the belt must swim in oil. 
Static-Resisting Super-7 
Recommended where explosion haz- 
ard exists. Static-conducting element 
throughout cover won't wear off. 
Super-7 Steel 

Twin steel cables, to pull extremely 
heavy loads with minimum stretch. 
GET THEM — through your Allis- 
Chalmers district office or dealer. 


Makes 


TEXROPE 
V-BELTS 


Run Cooler... 
Smoother... Longer 


Look at this cross-section of a TEXROPE Super-7 
V-Belt, This balance between rubber, cord and 
fabric — the weight of cover — position of 
load carrying cords — thickness of cushion — 
width and depth of belt — have been carefully 
engineered. They've been proved on the ma- 
chines of American industry through 20 years 
of successful operation. 

This long experience has developed other ad- 
vantages, too: 50% Stronger Cords, of long 
staple hard-twisted cotton — Tough Duplex 
Cover to take the wear, seal out dirt and grit — 
Thick Cushion of cool-running improved Buna-S 
to protect the cord structure from shock. 


YOUR V-BELT DRIVE HEADQUARTERS 
Call your Allis-Chalmers office or dealer for TEX- 
ROPE Super-7 V-Belts — for full range of 
standard, “Magic-Grip” and Vari-Pitch sheaves 
— for Speed Changers and complete V-Belt 
Drive engineering help. ALLIs-CHALMERS, 


MILWAUKEE 1, WISCONSIN. 
A 2034 


HEAR THE BOSTON “POPS”: 
Every Saturday Evening, American Broadcasting Co, 
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DESIGNED FOR LONG SERVICE AND DEPENDABILITY 


ooo 5 WHT CONVEYOR BELTS! 


Increased postwar demand for construction 
materials, coal, and ores will me heavier 
tonnages than ever before... which means 
heavier strains on mining equipment and 
— on conveyor belts. " 

at’s why it will Pay you to install a 
BWH Conveyor Belt. Tough, rugged, de- 
pendable, built to stand up day-in and day- 
out under grueling punishment, BWH will 
cut maintenance time and costs. Made by the 
famous ROTOCURE process of continuous 
vulcanization—which eliminates trouble 
Spots and increases operating life—BWH 


Belts have created records for durability. 
So when you want a conveyor belt that can 
take it, look to BWH for dependable rug. 
gedness... BWH disteibutoes fc for depen 
able service! 


HAVE YOU A JOB WHERE STAMINA, COUNTS? 


Bring us eel t problems... we're specialists 
ia solving , Conga Eee gene nearest BWH airbutr, 
or write ah OWN a 


Boston Woven Host & ruBBER COMPANY 


Distributors in All Principal Cities 


WORKS: CAMBRIDGE, MASS., U. S. A. © P.O. BOX 1071, BOSTON 3, MASS.. 
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YOUR CUSTOMERS ARE SOLD 
on READING'S LOW-COST 
PERFORMANCE 


For the past 40 years, hundreds of industrial hoist users— 


























a cross section of your own hoist market, have been buy- 
ing the fast, low-cost materials handling of Reading 
Multiple Gear Chain Hoists. 


And year after year they KEEP ON buying these same 
advantages because READING HOISTS continue to give 
them fast materials handling at less cost. 


To you, these satisfied users mean a profitable, made-to- 
order market—a market of easy sales and good profits 
that is yours when you handle the Reading Hoist Line. 


There may be a Reading franchise open in your territory. 
Write us today and we'll send you full details. 


HAVE YOU SENT FOR THIS NEW 
CHAIN HOIST CATALOG ? 
It suggests how to improve hoist operations in your 
prospect's plant and gives you construction details, 
applications and uses of the Reading Chain Hoist Line. 
If you haven't sent for it, or would like another, drop 
us a line. 





TO HELP YOU SELL READING HOISTS Information and sales talk on Reading products 


te reach your customers EVERY DAY. National advertising in many 
eee” \wes er ee : 
Z a CAA industrial publications helps you to easier, larger profit sales. I 
oS <= _.S) 








READING CHAIN & BLOCK CORPORATION o@ 2107 ADAMS ST., READING, PA. 
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y JOHNSON 






Quick 
Deliver 





Johnson 


ON UIW IRS AIL 
BRONZE BARS 


@ Here is great news for the Industrial Supply 
Distributor. Due to increased facilities we are now 
able to fill all your demands for Johnson UNIVERSAL 
: Bronze from stock. Once again you can give your 
customers the type of service which they expect 


Something New! _— and appreciate. 


The demand for Johnson UNIVERSAL Bronze has 


Every Johnson UNIVERSAL grown by leaps and bounds. Your customers have 
Bronze Bar now carries the found that when they purchase UNIVERSAL Bronze 
size, stamped on the bar. they get the highest quality available . . . that when 
This will eliminate confusion they install it they gain years of smooth, efficient 
and help prevent mistakes. bearing performance. 


Why not check your stock right now? Make sure 
you have a complete assortment of sizes . . . both 
solid and cored. Get ready for this profitable, greatly 
expanded market NOW. 


BRONZE 


SLEEVE BEARING HEADQUARTERS 
535 S$. MILL STREET NEW CASTLE, PA. 
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O™ of the biggest advantages in 
selling Goodyear Industrial 
Rubber Products is the “chain re- 
action” you get in sales of other 
Goodyear products. 


For example, a large southern 
distributor sold the State Public 
Works Commission several lengths 
of Goodyear Emerald Cord Air 
Hose “on trial” a few years ago. 
This hose proved so superior, lasted 
so much longer, it became the stan- 
dard specification. But that’s not all. 


So impressed was the Commission 
with Goodyear quality, it now buys 
a large proportion of its steam, 
welding, sand and water suction 
hose; conveyor, transmission and 
V-belting, as well as all its water 
hose from this Goodyear distribu- 
tor. One product sold another! 


To this repeat-order-quality, add 
the mass sales power of Goodyear 
advertising, the technical assistance 


Emerald Cord~T.M. The Goodyear Tire & Rabber Company 


oodyear Products 
sell euch other” 


—say successful distributors 


of the G.T.M. — Goodyear Tech- 
nical Man — Goodyear’s fair profit 
policy and it’s easy to see why 
Goodyear [ndustrial Rubber Prod- 
ucts are one of the best profit- 








makers any supply house can 
handle. To find out about a fran- 
chise in your territory, write: 
Goodyear, Akron 16, Ohio or Los 
Angeles 54, California. 


GOODYEAR INDUSTRIAL RUBBER PRODUCTS 


@p)-Specified 
EMERALD CORD AIR HOSE 


for light. medium and heavy duty 


non 








THE GREATEST NAME IN RUBBER 
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GEM-SET. ,,,, 


CUT-OFF 
WHEELS 


“THRRRIFTY" 


Here at last is an excellent 
low cost diamond cut-off 
wheel, opening up a host of 
new sales opportunities: for 
Bay State distributors. These 
wheels have been especially developed for 
economically cutting quartz, glass, tile, cer- 
mics and all types of hard, brittle, non-metal- 
lic materials. The diamonds are anchored 
with such security that considerably higher 
surface speeds are now possible, offering 
FASTER, more ACCURATE and COOLER cuts. 


Send for folder which lists materials suit- 
able for cutting, and prices. Ask also for a 
Distributor Discount Schedule. 


BAY 


Sy 
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AMPCO TWIST DRILL COMPANY 


FACTORY AND MAIN OR 8 oe a On — 


¢ as, le Michegare 
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...-pours profits for you, too, 


when you offer 
PALMETTO Packings! 


STEEL, America’s basic industry, should rank high on your list of 
PALMETTO prospects. Pipes, pumps and vaives are vital parts of 
every steel plant . . . and all of them need packing. 


For years now, PALMETTO Packings have been a favorite with 
“Giaht Steel." Long-wearing and quickly replaceable, these superior 
packings minimize maintenance time; cut shut-down production 
losses. 














PALMETTO Packings are easy to sell, because they are easy to 
select . . . the line is simple, yet complete. It attracts new customers, 
makes sound sales and leads to “repeats.” 


For steel, or any other industry, PALMETTO is the packing to recom- 
mend. Write today for complete information. 





Manufactured by 


GREENE, TWEED & CO. 


Bronx Bivd. at 238th St., New York 66, N. Y. 
Plants at New York City and North Wales, Pa. 


PALMETTO 
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| Ex-Cett-O 
makes 


Standard and 
Special Multiple 
Way-Type 
Precision Boring 
Machines 


Multiple Drilling 
and 
other Special 
Purpose 
Machines 
* 
Precision Thread 
Grinding 
Machines 
ae 
Precision 
Lapping 
Machines 


Broaches and 
Broach 
Sharpening 
Machines 


Continental 
Cutting Tools 


Tool Grinders 


Hydraulic 
' Power Units 


























Grinding 
, Spindles 
} : : 
, | Drill Jig 
o Bushings 
naustric rane: 
| Drill Chip Breakers 
. - \ = 
ee = Inspection Fixtures 
gd gq Zi ne EX-CELL-O for PRECISION > 
Fuel Injection 
Equipment 
Tool Tips, published regularly by Tool Tips is a free and an invaluable . ae 
, ‘ ‘ P R. R. Pins a 
Ex-Cell-O since 1925, is “devoted to source of information to all who are Bushings 
minimizing the cost of production”. interested in recent developments in ° 
E , , , f —* If Pure-Pak 
very issue contains a variety of use- nfetal working. you are not now Paper Milk 
ful hints to help you produce more receiving Tool Tips, write Ex-Cell-O Bottle Machines 
o 
accurate parts at lower unit cost. on your company letterhead today. Atco eci 
o—— Miscellaneous 


> Cra ae Te) CORPORATION Production Parts 


DETROIT 6, MICHIGAN 
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FOR 
GREATER 
VOLUME, 


INCREASED 
PROFITS... 


DETROIT 





BAND SAWS 


BARNES are the band saws you can sell your 
customers with complete confidence. For over a 
quarter-century Barnes Band Saws have rigidly 
maintained high standards of quality and depend- 
ability, and superior metal cutting performance. 
As a result, these band saws have today reached 
an all-time high in customer acceptance through- 
out the industry. 





This widespread preference for Barnes Band Saws 
insures easier selling, more repeat sales, greater 
volume, and increased profits for those selected 
distributors now handling the Barnes line. For all 
the facts on Barnes products, write us today! 


BARNES FACTORY-TRAINED SERVICE MEN 
... offer close cooperation with the Barnes Distributor. 
They are available at all times to assist your customers 
who may have special metal sawing problems. 


x ESTABLISHED 1919 


—W. 0. BARNES CO., INC. 
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APPEARING recutarty 


IN MAGAZINES LIKE THESE 






































WILL HELP INCREASE YOUR 


WILL REGISTER MORE THAN PROFITS rrom 


4,000,000 | 
PROFITABLE IMPRESSIONS DURING 1946 FASTENERS DURING 1946 


(B) BUFFALO BOLT COMPANY 


NORTH TONAWANDA, N.Y. + SALES OFFICES IN PRINCIPAL CITIES 
Export Sales Office: Buffalo International Corp., 50 Church Street, New York City 












TODAY'S NEED BUILDS TOMORROW S 


MORGAN # VISES 
STEEL 
The benefits that industry gets in using MORGAN 
VISES are based on the good sound construction of 
these tools. Special semi-steel castings, tested and 
proved by actual breaking strain, assure a vise that 
will stand up under today’s constant, heavy produc- 
Combination Pipe tion demands. MORGAN VISES have a solid footing 
Coachmakers in industry because of their known reputation for doing 
the bigger jobs better—keeping production flowing 
smoothly while keeping down costs, and staying on 
Solid Nut the job with little or no maintenance expense. They 
Continuous Screw retain their initial rigidity, strength, accuracy, and 
Quick Action precision after years of hard service. Our distributors 
Lightning Grip have been supplying MORGAN VISES over the years 


and reaping a rich harvest—let us give you the Morgan 
Story to get you started on future good business. 


Machinists’ Bench 


Woodworking 


v9) 


MORGAN VISE COQ. 112 8.50. CHICAGO 6,U.5.A. 
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DIRECT 
DRIVE 
FLEXIBLE SHAFT 





A AN 


STANDARD -THE WORLD OVER 


a | 
re 


c 
—o 
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Why let the other fellow walk off with the nice, steady, profitable volume in 
lamp bulbs and fluorescent tubes when they're “natural” supply items for you? 


CHAMPION Lamps make it easy for you to get your share of this business 
and to sell those good accounts you couldn’t sell before. i 


CHAMPION Lamps have the quality that keeps them coming back to you 
for lamp replacements. 


CHAMPION Lamps are easy to handle and to sell. No red tape, contracts or 
restrictions. Nothing to hinder you from getting maximum volume and profit. 
Try them and see. 
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Over 100 Products to Help Machinery Serve Better! 
SOLD THROUGH JOBBERS 





ANNOUNCING 
New, Improved 
IDEAL Electric MARKER 


This brand new, streamlined 
marker is full of improvements 
that make permanent marking on 
all materials easier and faster 
than ever before—Lighter weight 
and better balanced. 30% more 
power. Marking Stroke adjustable 
- to suit various materials and con- 
ditions. More rugged, sturdy 
construction, built to last. 
Permanently marks all 

metals, tools, parts, 

dies, etc. 

Manufacturers 

of most com- 

plete line of 

Markers and 

Etchers. 


PROMPT DELIVERY 





y/, * 
41 14 datslant, 
In Modeth Machine Shops! 


Pictured above; (1) Live ceNnTERS, help speed production by making it 
possible to turn heavier loads, take deeper cuts, at higher speeds. (2) 
ELECTRIC TACHOMETERS, a new step in accurate machine speed measurement. 
(3) GRANITE SURFACE PLATE, for absolute accuracy to .0001 inch when laying 
out drill jigs, dies and fixtures. (4) DEMAGNETIZERS, remove metallic dust, 
flakes, fine chips, from tools, finished parts, etc. (5) GRINDING WHEEL DRESS- 
ERS, true and clean surfaces of grinding wheels. (6) BALANCING WAYS, 
improved model for static balancing, straightening, truing operations. 
(7) “MACHINE SHOP” METAL ETCHER, marks all smooth-surfaced iron and 
steel permanently. 


These are only a few of more than 100 IDEAL products 
supplied by more than 200 IDEAL Service Engineers 
through warehouses and wholesalers in principal indus- 
trial centers. Let us tell you how IDEAL can build 
bigger volume, quicker turnover and greater profits. 


a 


Machinery Products Division 


IDEAL INDUSTRIES, Inc. 


(Successor to Ideal Commutator Dresser Co.) 


1000 PARK AVENUE SYCAMORE, ILLINOIS 


Branch Offices in Principal Cities Consult your Local Telephone Book 
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a /, THE FIRST AUTOMATIC-FEED, 7 
. se 


CONTAINED SOLDERING UNIT! 


Houses the solder! Measures the solder! 
Ejects the solder! Speeds the soldering! 


Every shop—every plant where soldering is a repair 
or production line operation—is a prospect for the 
Eject-O-Matic. 


Eject-O-Matic—the only automatic-feed soldering iron 
—brings soldering up-to-date, makes it a streamlined 
operation, takes another delaying kink out of the 
production line. 


Eject-O-Matic is the ideal soldering tool for the elec- 
trical worker, home craftsman, radio ham. 


THESE UNIQUE FEATURES ASSURE QUICK ACCEPTANCE 

 Automatic-feed to Non-fouling Tip 

e Micrometer Control of Amount of Solder Ejected 

e Light Weight Anti-fatigue Balance 

© One-hand Operation—Facilitates Production 

* Safety, Utility Base—Can Be Mounted on Bench 
For further details, discounts 
descriptive literature, etc., 


write direct to manufactures 
Sales Department 


MULTI-PRODUCTS TOOL co., 123 Sussex Ave., Newark 4, New Jersey 
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SUPER 
] 


Check These New Super 
Features For Lower 
adeleltiaitels Mn Gel tie 


ILI 


Bit-Holding Mechanism is inside where it 
can’t interfere with free chip flow or assem- 
bly in tool block. 


The heavy cross section of well supported 
Carbide insures the successful making of 
deep cuts and heavy feeds without cracking. 


3 Absence of brazing strains due to mechani- 
cal holding of tip. 


Tool life is doubled due to compound an- 
gles used. When the Carbide bit is ejected, 
it rises in the holder, permitting a light re- 
grinding cut on top, end, and side, produc- 
ing a new, sharp cutting edge with the 
absolute minimum loss of Carbide. 


Se No steel is removed in grinding, insuring 
rapid and economical reconditioning of 
the tool. 


e Replaceable Carbide bit is extra long for 


longer life. 


Each holder can be used for machining 
any material. Replaceable Carbide bits are 
furnished in proper grade for each job. 


Carbide Tipped “Jools 
21650 Hoover Road, Detroit 13, Michigan 
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SELL 


WHIRLWINDS 


Brushes come 
le of .014” wire 








GRINDERS 
Whirlwind Brushes come 


FOR: 


in 4” to 8” wheel 
or rough cleaning, 
buffing, .005” wire 


in six wheel sizes 


from 4” to 12”, in three thicknesses, and in 
-014", .0118” and .005” wire. Adaptors fit 
them to almost any arbor or spindle. 


SANDERS 

Whirlwind Wire Cup Brushes come in 4”, 6” 

and 6” sizes, made of .020” and .022” wire for 

tough cleaning jobs. Brush has 5%”, 11-thread 
Sander spindle. 


bushing; threads on 


You can sell Van Dorn Whirlwind Wire 
Brushes to practically every plant on your 
list . . . and get plenty of repeat business 
. . . by pushing these two, big features: 
(1) An exclusive, patented lock which 
anchors each tuft in place to stay; (2) 
Crimped wire which gives extra life and 
spring . . . maintains an even, compact 
brushing surface. RESULT: Whirlwind 
Wire Brushes last longer . . . save time 
and labor on brushing, cleaning, buffing 
and burnishing jobs .. . give you a big 
money-maker to sell! 


Whirlwinds quickly remove rust, scale, old 
paint, light weld spatter, oxidation, grease 


FOR POWER SPECIFY 


“Longer Life— 


Better Brushing Surface 
Save Customers Money, 
Make Them Easier to Sell, 
Build Steady 


Repeat Business! 


or tar... clean castings, tanks, structural 
metal... produce a fresh surface that holds 
paint when repainting is needed .-. . do 
high-speed buffing and fine burnishing or 
finishing. You can sell Whirlwind Brushes 
for practically any grinding spindle . .. and 
particularly for Van Dorn Bench Grinders, 
Portable Grinders and Sanders. 

So many prospects . . . so much repeat 
business . . . make Van Dorn Whirlwind 
Wire Brushes red-hot profit-makers for 
you! Give these brushes an extra push 
with your customers, NOW! The Van 
Dorn Electric Tool Co., 717 Joppa Road, 
Towson 4, Maryland. 


*Trade-Mark Reg. U. S. Pat. Of. 


(IV. OF BLACK @ DECKER ure. oo.) 


PORTABLE ELECTRIC TOOLS 
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4 4 “We want 
"COST-CUTTING 


MACHINE TOOLS!” 


83% 


20” DRILL PRESS 


12 models—1 te 6 spin- 
dies. 260 te 5200 R.P.M. 
Hend or power feed. 


BAND SAW 
14” end 16” medels. 
200 te 5300 S.F.M. 


WAETAL CUT-OFF MACHINE thdG 
Cuts all materials. Head operates 


ef any angle. Ram glides 21/4” 2 
“on 8 ball bearings. —e eal 


Waiker. 
urne 


company, inc. 
PLAINFIELO, 1.2. 


a recent survey by” 
“American Machinist’ found 
all industry. cost-conscious 


. : ABILITY TO CUT COSTS IS THE 


No. | Selling Feature of 
WALKER-TURNER MACHINE TOOLS 


@ W-T Machine Tools cut production costs because: they 
require low capital investment, are economical of power, 
simple to operate, and have high production capacity. Their 
versatility and portability multiply their usefulness. 


Production STAMINA is another! 


In spite of their low prices, Walker-Turner Machine Tools 
have the stamina, due to sound design and quality materials, 
to stand up to heavy production schedules. The war record 
of scores of thousands of these sturdy machine tools is proof 
of that. 


... and their wide speed ranges 


To give just one example, the Walker-Turner Radial Drill 
has a spindle speed range of 110 to 8300 R.P.M. The speed 
can be adapted to the material—at substantial tool and 
production savings. 


YOUR PROFIT IS ASSURED 
BY THE IRONCLAD W-T POLICY 


In force for 8 years, the Walker-Turner Distributors’ Policy 
has been adhered to without a single deviation written or 
implied. It means full profit and complete protection. 


WALKER-TURNER COMPANY, INC. «+ Plainfield, New Jersey 


MACHINE TOOLS 


ORILL PRESSES — HAND AND POWER FEED e 
METAL-CUTTING BAND SAWS e POLISHING LATHES © FLEXIBLE SHAFT MACHINES 


RADIAL DRILLS 


RADIAL CUT-OFF MACHINES FOR. METAL ®© MOTORS © BELT & DISC SURFACERS 


MILL SUPPLIES. © JUNE, 1946 





Sizes and T 
ne 


Your Customers Wa™! 


Oliver bolts, cap screws, rivets and other fasteners 
are produced by modern, precision manufacturing 
methods, under strict quality control. They are 
accurate to size, cleanly threaded, well-formed. They 
meet your customers’ most exacting specifications. 

You make no mistake in standardizing on OLIVER 
Industrial Fasteners! 
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JUSTIFIABLY FAMOUS 


qyatterte 


Shiinyheads 


Add value to your product by specifying the justifiably famous line 
of Shinyheads, securing extra sales appeal and extra quality. 


Here’s character which you can distinguish at a glance: 


Hexagon heads—full finished—completely machined—top and 
bottom ... bearing surface washer faced. 


Top of head chamfered . . . sides parallel and smooth, mirror- 
finish. Clean-cut and precise.- 


Threads uniform and accurate to close tolerance dimensions 
for perfect fit to standard gauges. 


More and more buyers simply specify Shinyheads. Justifiably Shiny aie ds 
famous—Shinyheads have earned the reputation as “America’s best a 7 oe Serene 
looking cap screw’ —they are also America’s most popular cap screw. 


The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD * > CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS « MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS « HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS - AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS ¢ FERRY PATENTED ACORN NUTS 
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“MAGIC-GRIP” 
SHEAVE 


GOES ON EASY 


There's plenty of clearance in the bushing of the pat- 
ented “Magic-Grip” sheave. It slips easily on even 
oversize shafts . . . never requires filing, reaming or 
hammering. Think of the time and money ¢hat can save! 

Sheave and bushing come completely assembled... 
one precision-made unit ready to mount. Slide it on 
the shaft to exact alignment. Then — tighten three 
cap screws with the handy wrench furnished. That's 
all! Any one can do the job—quickly, easily, accurately. 


—GRIPS TIGHT 


The sheave is locked on the shaft with the powerful 
gtip of a vise. No slip, no backlash or wobble. Yet it 
can be removed as easily as it goes on. 

“Magic-Grip” sheaves save time and money the first 
time they are installed . . . are indispensable for ap- 
plications requiring frequent sheave changes. Yet they 
cost no more than standard sheaves of comparable 
heavy-duty construction. 

YOUR V-BELT DRIVE HEADQUARTERS 
Call your nearest Allis-Chalmers office or dealer for 
TEXROPE “Magic-Grip” sheaves, Texsteel, Texdrive 
and Vari-Pitch sheaves, Speed Changers and famous 
TEXROPE Super-7 V-Belts. Full range of types and 


sizes. ALLISCCHALMERS, MILWAUKEE 1, WISCONSIN. 
A 2035 


ALLIS © CHALMERS 
TEXROPE V-BELT DRIVES 


HEAR THE BOSTON “POPS”: Every Saturday Evening, American Broadcasting Co, 
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IT’S EASIER TO SELL A COMPLETE LINE! 






















@ You won’t miss many chain orders... if you handle 
the Rex line of drive and conveyor chain belts. 


For Rex chains are manufactured in every available 





size and type... a complete line that permits you to 


specify the right chain for every type of job. 


Whether it’s a slow-speed, light-load drive, a high- 
speed, heavy-duty drive, an elevator chain or what 
have you, there’s a Rex chain that will exactly fit the 
specifications. You'll never have the unhappy experi- 
ence of saying, “Sorry, I don’t handle that type 


of chain! , 


And, the Rex 444 catalog is a real sales help! It 
simplifies the task of chain selection and aids in proper 
chain application ... gives complete information on 
horsepower tables, chain working loads, attach- 


ments, and many other valuable facts. 


CHAIN BELTS 
REX Berra an 


of MILWAUKEE 


Rex Chain Belt and Transmission Division, Rex Conveyor 
and Process Equipment Division, Milwaukee 4, Wisconsin. 
Baldwin-Duckworth Division, Springfield 2, Massachusetts 
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with 
Couplings 


by PARKER 





You'll save at every stage with Parker Tube 


Couplings. Here’s why: 
INSTALLATION is simplified—because the parts are 


self-aligning—and completely interchangeable, too. variety of types—in stecl, brace, stain- 
less or aluminum—and in sizes from 


Parker Couplings are available in a wide 


OPERATION with Parker Couplings will give you 26" to 174", ennmens on heavy weight: 


, , You'll find complete information in our 
sustained, trouble-free service. The famous patented new catalog 201-C—yours for the ask- 


design insures a pressure-tight, leakproof, vibration- tp te pee pe ee 


to The Parker Appliance Company, 
protected joint. 17325 Euclid Avenue, Cleveland 12, 

Ohio. In Canada, Railway & Power 
MAINTENANCE is a routine matter, easily accom- Engineering Corporation, Ltd., Mont- 
plished—even in tight spots. You can disassemble a saints 
Parker Coupling so fast that servicing requires only a 


few minutes of down time. 


THE PARKER APPLIANCE CO. 


<_< es - ‘A 
S33 Gy Btn, Se lie Sy 5 | 


FLUID POWER PRODUCTS FOR ALL INDUSTRY 
MILL SUPPLIES © JUNE, 1946 











For New Installations 
or Replacement Needs 








[ nto the manufacture of these pumps is incor- 


porated the same attention to design detail and the familiar standards 
of accuracy, that characterize our machine and tool equipment. 

Extensive laboratory and testing facilities enable us to maintain a 
constant check on materials and workmanship. Daily experience with 
hundreds of pumps in our plant and the added experience gained 
from pumps we install on new machines, gives us first-hand know!l- 
edge indispensable to the manufacture of efficient, reliable, long-lived 
pumps. 

For complete information get a copy of our latest pump catalog. 
Brown & Sharpe Mfg. Co., Providence 1, R. I., U. S. A. 


GEARED - VANE - CENTRIFUGAL - MOTOR DRIVEN 


PDAWN ¢ CHARDE 


* Note Registered Trade Mark 
all over 


STANDARD GASKETS 


CUT FROM THE ONLY 


ALL PURPOSE SHEET PACKING 


When DURABLA* STANDARD GASKETS are 
ordered all you need to know is the flange 
size and the thickness of DURABLA SHEET 
PACKING to be used (derived from our 
tables of temperature and pressure). You do 
not have to specify what type of sheet to 
use, as DURABLA makes only one type—the 


only all purpose sheet packing. Substantial 
savings in purchasing routine; stock-keep- 
ing; replacement time on the job result from 
specifying DURABLA, whether it be stand- 
ard gaskets; sheet packing from which you 
cut your own gaskets; or especially cut 
gaskets made to meet your special needs. 


Address DURABLA Engineering Department 


for Information and Bulletin: Reference 656. 


DURABLA MANUFACTURING COMPANY 


114 LIBERTY ST. 


NEW YORK 


IN PRINCIPAL CITIES. FOR CANADA REFER: CANADIAN DURABLA LIMITED, TORONTO 
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PROO 


When you cite a case study like this— 
where cutting speed was increased a 
spectacular 2500%—you do it realizing 
that it’s an exceptional example. Its value 
lies in helping you show prospects how 
a@ new approach to a problem can result 
in improved methods, using improved 
tools...to bring about sensational reduc- 
tions in production costs. It is positive 
proof that it will pay prospects to inves- 
tigate modern tools like Atkins “Curled- 
Chip” Saws ... with their greater cutting 
speed, greater cutting accuracy, longer 
cutting life...to let you make an on-the- 
job demonstration, with the assistance 
of an Atkins Cutting Engineer. 


rapidly, accurately and at low 


| cost with A 





ins “Curled- 


illustration shows one of many | 
kinds of a performed 


too! 
Chip” Milling Sa 
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It will pay you to stock and recommend KENNEDY Extra-Value 
Valves. You will find that their many superior features make 
them sell readily and earn repeat orders. Write for Catalog and 
complete information. 


THE KENNEDY VALVE MFG. CO.° ELMIRA, N.Y. 
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MILWAUKEE 


AL BRUSHES 


TR 
INDUS Needs 


for All Industrial 


THAT GREATLY INCREASED 


A Go| ‘74 Bi ttih 
y 


T HAT particular "extra" in ability that was so necessary 

_ = in equipment during the recent past years of all-time 
high production, is a definite MILWAUKEE Industrial Brush 
quality. 3 


Such quality stamps itself in the minds of men—it has meant 
an acquaintanceship with MILWAUKEE quality by Indus- 
trial Men that has grown beyond previous bounds. 


For today, in the new sales era that is now in its beginning 
this all means a greatly increased field of buyers—one that 
will pay off in profits that add up to worthwhile earnings. 


We are at your service—ready to cooperate in full—and 
our production facilities are in shape to give you the 
full MILWAUKEE quality that industry knows so well. 


wip rushes THE MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE, WISCONSIN 


MibwaUKee inate tases iia 
The Key to Industrial Brush Problems 


FLUE BRUGHES - FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - FOUNORY BRUSHES 
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I Your Industrial Buyers 


/ Are always on the lookout for ways to increase 
output without cutting quality. They are reading 
this advertisement in leading trade papers. You 
can profit by featuring Corbin Screws to this 


interested audience. 








“No Moisture Rejects .. . 


4 


since using Corbin-Phillips Screws 


Reeves-Ely mention three other CORBIN-PHILLIPS 
advantages which you may like to consider: (1) appear- 
ance of the assembled product (the Phillips recess looks 
well at any angle); (2) the ease of assembly; (3) the 
elimination of burred slots. 


Big savings are often found in small detail . . . and this 
was the case at Reeves-Ely Laboratories, Inc. In this 
photograph the girl is assembling a crystal unit about 
which the customer writes: 


“As this crystal unit must be sealed to prevent the moisture 
from getting into the case, we find the Phillips head screw 
allows us to bring the cover much tighter on the gasket, 
therefore eliminating moisture rejects.” 


Deeper seating under greater pressure is a normal re- 
sult with CORBIN-PHILLIPS Screws. The Phillips 
recessed head grips and holds the driver firmly... the 
operator drives the screw swiftly and easily, without 
“Wobble Worries”. 


No “Wobble Worries” with CENTERED DRIVING 


Eliminate “Wobble Worries” —the con- 
stant nagging fear that the driver will 
slip out of its slot and damage the work. 
Use CORBIN-PHILLIPS Screws and 
Centered Driving, where driver and 
screw are centered firmly without any 
possibility of slipping. This is one easy 
way to up production and Jower costs. 


Big savings are directly traceable to the use of CORBIN- 
PHILLIPS Screws... and big savings are needed in 
mass production today! Let’s talk it over. 
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Executive Offices: Pittsburgh, Pa 


eliit Atlonte: Boston: Chico 
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Tomorrow S Competition 
Will 
Fxiltal S¢ Selling ¥ 


says Harry C. Ewens 


\ a. THE DEMING PUMP SCHOOL 
FOR DISTRIBUTORS’ SALESMEN 


@ Now in its third successful year, the Deming Pump 
School continues to serve as a springboard to factual 


selling of pumping equipment. 


"Factual selling" explains Harry C. Ewens, Director 
of the School, "is putting yourself in the customer's 


shoes and helping him select the best pump for the job." 


Among the subjects covered in the intensive, four days' 


course are fundamentals of hydraulics and practical 


solutions of problems involving shallow well pumps, 
wells and well screens, deep well reciprocating pumps, 
jet pumps, deep well turbine pumps, motors and related 


electrical equipment. 


An 85-page textbook in a durable, looseleaf binder, is 
the "diploma" awarded every "graduate" of the 
Deming Pump School. Distributors’ Salesmen from all 
sections of the United States and Canada have 
attended the School. Unquestionably, these men are 
better prepared to meet tomorrow's challenge from 


pump buyers who demand factual selling. 


THE DEMING COMPANY «+ SALEM, OHIO 


DEMING 


PUMPS AND WATER SYSTEMS 
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YOUR INDUSTRIAL DISTRIBUTOR gets what you need 
from the stock rooms of a thousand factories. You get the 
goods from him by merely a phone call. His warehouse takes 
the load off your inventories. 


He acts as your Procurement Agent for hard-to-get items and 
routine requirements alike. From scattered sources all over 
the country, he brings together specialized stocks selected with 


foresight and familiarity with your needs. 


He supplies or adapts available products to your emergencies; 
gives technical advice to simplify maintenance and replace- 
ments. He knows the quick way out of every “jam” from 


daily working experience with the problems of other plants. 


He is acquainted with mew products and new developments 
that can expedite your manufacturing operations by introduc - 
tion of time and labor-saving equipment. 


He has the inside line on supply-sources unknown to you, 
and exceptional influence with first hands in all lines in get- 
ting emergency shipments and special accommodations. 


He knows no hours short of 24-hour delivery schedules. Calls 
for help he meets as personal obligations. Breakdowns and 
“bottlenecks” merely challenge his resourcefulness. His creed 
is SPEED in coming through for you! 


ALLEN has been working with and through the Industrial Distributor since 1910. We have advocated and by example 
supported the indispensable service of the Distributor these 36 years. Now again, we urge every Purchasing Official 
to center his buying activities in the local Distributor, — to direct his purchases to the FOCAL POINT of all indus- 
trial supply-lines, incoming and outgoing. And anew we pledge ourselves to uphold the most economical marketing 
system evolved by Industry,— the system made possible by the central figure to whom we owe so much, — 


the Industrial DISTRIBUTOR. 


DISTRICT OFFICES 


Chicago, fll. Detroit, Mich. 
6204 No. Hoyne Ave 


Sheldrake 2041 


New York City 
30 Church Screet 
Cortland 77-5705 


Philadelphia 
‘Warringson, Pa. 


Doylstown 6352 Randolph 3050 








San Francisco, Calif. 
320 Market St. 
Douglas 4725 


Columbus, Ohio 
$06 Dime Bank Bidg. 84 Wetmore Road 
Lawndale 0297 


Richmond, Va. 
6 South $th Street 
Richmond 2-3093 
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Se. Louis, Mo 
9726 Lenor Drive 
Flanders 6043 


Meriden, Cona. 
309's Broad Sereet 
Meriden 4141-R 


Syracuse, N. Y. 
145 East Pleasant Se 


Los Angles, Calif. 
17344 Vanowen Sc 





Stoneham, Mass 
6 West Hancock Se 
Stoneham 0451-W 


THE ALLEN MEG. COMPANY 


Harrroryn, CONN. U/.§.A. 
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You Name it = 


They Drive it 


MORE PROSPECTS BECAUSE THEY DRIVE 


Positive Clutch for versatility. 
Dives cand tenluy tc Tika tt wears 
screws up to #12, machine screws and 

” diameter. ve clutch lets free spindle idle 


90° Angle Drive —Designed for work in 
close quarters and around corners. Has adjustable 

— head transmits full power to spindle. 
Drives ~ 


tapping screws up to #12 or machine 
screws and nuts up to ” . Weighs 4% 
lbs. Measures 1034” overall. 


You can sell Black & Decker Electric Screw 
Drivers and Nut Runners for practically 
every type of assembly work . . . with sizes 
for the most delicate screw driving operations 
or driving and tightening nuts and bolts u 

to 1” diameter or lag screws up to 3/,” to 6”. 


Decker Power Drivers assure top-speed pro- 
duction with greater accuracy and uni- 
formity . . . with a minimum of operator 
strain and fatigue. Right now, we are hard 
pushed to keep up with the demand for Power 


Gi 


Drivers and occasionally they may be hard 
to get. But it will pay you to line up prospects 
among your customers for these time savers, 
and also build repeat sales on bits, socket 
wrenches and other attachments with those 
who are already using Power Drivers. 


Meanwhile, you’ll get strong sales help from 
our 60-page illustrated “Power Assembly 
Tool Data Book” . . . containing detailed 
information on the three time-saving, cost- 
cutting assembly tools shown on this page, 
as well as other models. The Black & Decker 
Mfg. Co., 617 Penna. Ave. Towson 4, Md. 


LEADING DISTRIBUTORS EVERYWHERE SELL 


Black’ Decker 


PORTABLE ELECTRIC 


TOOLS 
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4538 West National Avenue 


Your smart move is “THRU-THE-AIRI”“ 


No waste effort—no delays! Move materials 
“thru-the-air,” and swift electric power does the 
work—lifting, moving, “spotting” Joads—all 
with effortless push button control. 


Costly? Not at all! You'll be surprised how 
economically P&H Zip-Lift Electric Hoists bring 
you al] the advantages of “thru-the-air” handling. 
And because they cost so little to maintain... 
because they eliminate rehandling . . . because 
they let workers make the most of their energies 
. .. these modern wire-rope hoists soon repay 
the initial cost! 









Milwaukee 14, Wisconsin 


In many plants today, hook-, jib-, and trolley- 
mounted Zip-Lifts are handling materials all the 
way from raw to finished state. Have you con- 
sidered similar savings for your plant? It’s a 
smart move to talk it over with a P&H Hoist 
Engineer .. . or write for free Zip-Lift Bulletin! 
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Retails 





VOLUME ITEM No. 2 


BMC 
OFFSET SCREW DRIVER 


for regular ond Phillips-head screws, 
The ideal tool for work in close 
quarters. Either finger or lever turn- 
ing. Four-inch, hex-wrench handle 
provides ample leverage for securely 
setting or removing stubborn screws. 
Provides good visibility around screw 
hole. Tool-steel shonk hardened for 
long wear. 
Yo" —Y%" ~%" 
Phillips: Point No. 1, 2,3 

Retails for 65¢ each, or 3 for $1.50 


REAP VOLUME PROFIT ON QUICK SALES to 


factories, farms, homes, garages and hobby workers 


New! Different! Offering sensational ad- 
vantages over old-style wrenches, the 
BMC Pressure Lock Wrench can be sold 
in quantities to factories, shops, garages. 
It’s really six tools in one—a tool that 
fits as it grips, and it holds . ... with 
more than a ton pressure, even when the 
hand is removed. Release with the flick 
of a finger. Sell it as a wrench. Sell it as 
a pliers. Sell it as an ideal tool for posi- 
tioning small pieces for drilling, threading, 
bolting, riveting or welding. 


It’s a tool of sturdy quality, suitable for 
the finest mill-supply outlets, auto equip- 
ment, hardware, plumbing or electrical 
stores. 


Write today for wholesale set-up. Take advantage of 
rapidly developing sales, backed by a comprehensive 
line of displays, dealer helps and national advertising. 


Thousands of Uses as 
@ Adjustable end 
wrench 

® Pipe wrench 

® Gripping tool 

@ Multi-leverage pliers 
@ Hand vise 

® Locking clamp 


THREE SIZES 
No. 7 — Max. jaw opening 
%”. Retails fpr $2.75. 
No. 9 — Max. jgw opening 
1”. Retails for $3.50. 
No. 11 — Coming soon with 
1¥2” jaw opening. 


BMC MANUFACTURING CORP. 
10 Griswold St., Binghamton, N.Y. 





LEADERS WITH THE DISTRIBUTORS FOR OVER 40 YEARS 


We fell the Buyer: 7 
"HE PROFITS MOST & 
WHO BUYS FROM dg 


DISTRIBUTORS". - - 
CAR MOVERS 

























Baaslf?” S.IP-PROOF 


ADVANCE SAFETY CAR WRENCH 


ADVANCE SLIP-PROOF SPURS 


SPURS are the vital part of every Car Mover. 
Advance Spurs are made of fine tool steel—each 
sawed to length—surface ground before tempering— 
drawn in oil to relax steel structure which imparts 
toughness and long life—tested for strength. They 
properly grip the rail and save time and effort, and 
fit any Car Mover. Packed in sets of 1% to 1 dozen. 










ADVANCE comeany APPLETON WIS. 
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Here are the reasons why 

mill supply -and machinery 

dealers are taking on the 
line of 


BOICE-CRANE 


POWER TOOLS 


® The tremendous demand for Boice-Crane Power 
Tools. 


The terrific number of leads from a_ con- 
tinuous national advertising program which are 
turned over to representatives. 


@ The Boice-Crane Purchase Priority Plan opened 
up enormous new possibilities not afforded other 
manufacturers or their dealers. 


@ No other line offers the advantages of such low 
prices on quality tools. 


@ Boice-Crane Power Tools embody many exclusive 
features which are in fast growing demand. 


®@ The Boice-Crane line is most complete, including 
many items not found in any other. 


® As the world’s largest manufacturers of certain 
types of equipment, Boice-Crane, with mass pro- 
duction methods, have effected tremendous sav- 
ings which can be passed on to the buyer. 


®@ Boice-Crane national advertising calls regularly 
on all of your customers and potential buyers. 


The flexibility and sturdiness of Boice-Crane 
Power Tools is well known because of their 
enviable record of performance in plants every- 
where. 


It is generally recognized that every dollar in- 
vested in Boice-Crane Power Tools does the work 
of two spent on oversize machines. 

A Boice-Crane franchise offers 
you a real opportunity of making 
big profits. 


When more normal deliveries become possible 
there will be a few territories open to mill sup- 
ply end machinery dealers. Write, phone or 
wire for details if you would like te be con- 
sidered. Literally bundles of hot inquiries from 
your territory will be turned over to you at 
thet time. 


BOICE-CRANE 
COMPANY 


939 Central Avenue, 
Toledo 6, Ohio 


BOICE-CRANE ae BOICE-CRANE 
BAND SAW @ ee DRILL PRESS 





BOICE-CRANE | BOICE-CRANE | 
| THICKNESS PLANER TILTING-ARBOR SAW 


BOICE-CRANE © _—BOICE-CRANE 
SPINDLE SANDER _ SAW-JOINTER _ 


BOICE-CRANE BOICE-CRANE 
SPINDLE SHAPER SIX-INCH JOINTER 





BOICE-CRANE BOICE-CRANE 
GAP-BED LATHE BELT SANDER 
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DICK POWER 
TRANSMISSION EQUIPMENT 


STEEL PULLEYS — V-BELT DRIVES — 
BALATA BELTING... the line that offers 
big volume and attractive profits for 
distributors 


Definite features of design, construction and 
performance contribute to the acceptance of 
the Dick line by distributors and users alike. 
To the user, Dick Transmission Equipment 
means savings in horsepower, manpower and 
maintenance; to the distributor, Dick equip- 
ment provides the means of rendering a valu- 
able power transmission service—a profitable 
volume business that can be handled easily. 


While Dick equipment is standardized as to 
sizes it offers exclusive and specific advantages 
which are powerful sales features. Because 
these are Dick features, the Dick line is of rec- 
ognized high value to Dick distributors. 


POWER TRANSMISSION EQUIPMENT 
is linked to your needs 











fh, 


Rz«J DICK COMPANY, inc. 


PASSAIC, NEW JERSEY 


San Francisco, Cal. * Chicago, Ill. © Seattle, Wash. 
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YOUR CUSTOMERS SPECIFY CLEVELAND WHEN THEY KNOW ABOUT. 








Stamina 
Toughness 
Long Life 


built into Cleveland 








LAY 
as applied in the Kaufman process 


Fasteners you can depend on to stand 
the strains of heavy ecnetinaiton work, 








iteon of heavy construction machinery, metal working machines, auto- 
motive equipment and farm machinery recognize their responsibility in using 
dependable high quality fasteners. You profit by following their example — use 
Cleveland High Carbon Heat Treated Screws for their unusual strength and 
uniform accuracy. Specify Cleveland Top Quality Fasteners 


TATAN UI) Sie Covoland Gap Sere Company 
Top Clualuly D 2917 SAGs. 79TH STREET °* CLEVELAND 4, ong 
F A ST e w i # 4 y) or Fe os Chicago and Philadelphia : 


lobber for Clevelond: Fasteners 








MADE BY THE ORIGINATORS OF THE KAUFMAN PROCESS FOR GREATER STRENGTH AND ACCURACY 
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Throughout industry Blackhawk Porto-Power is recognized 
as the outstanding all-purpose hydraulic tool for maintenance 

and production work. Watch Blackhawk for sensational new 

Porto-Power announcements, and get set for big profits. 


A Product of BLACKHAWK MFG. COMPANY, Depr. 71766, Milwaukee 1, Wis. 
*Reg. U. S. Pat. Office 


There is only one Dorto-Power - ..it is made by 


LACKHAW 
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For utility, economy and efficiency you can't beat 
c spring lock washer as a bearing. It acts as a 
thrust washer... prevents the assembly working 
loose...and at the same time is available at the 
lowest cost. 

But there is a difference in lock washers. Try a 
Diamond G with Controlled Tension! Tension built 
right in it, and you'll know why. Diamond G Lock 
Washers provide positive spring tension... plus 


a full surface to act as a thrust bearing. This per- 
mits full tightening of bolts or screws, safe- 


guarding against excessive vibration, shock 


and wear. 

Remember, for safety it’s Diamond G! For 
quality, it’s Diamond G! For quick deliveries it's 
Diamond G! Write today for samples and the new 
folder giving you complete details on the new 
ASA and SAE specifications on spring lock washers. 


GEORGE K. GARRETT CO., INC. 


1421 CHESTNUT STREET, PHILADELPHIA 2, PA. 
MANUFACTURERS OF 


DIAMOND <> PRODUCTS 


Pan = 1 @)) an 4AP AND RETAINER RINGS 
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AVE you considered the 
| number of different kinds 

of grinding wheels any one 

of your customers uses? Or 
the number of dresser and cutter 
sales possibilities represented by this 
variety of grinding wheels? It’s 
an angle worth checking! When 
you're talking dressers remind your 
customers that each grinding wheel 
does its best work when faced 
and trued with the right tool—and 
point out to them that you can sup- 
ply their exact needs with DES- 
MOND’S “made the job” 
Dressers. Try this suggestion . 
see how it will boost sales and earn 
customer’s confidence. We'll send 
a complete catalog on DESMOND 
tools, plus distributor information 
on request. Write! 


for 








DESMOND DIAMOND HAND TOOLS AND NIBS 
DESMOND DIAMO-CARBO DRESSER 
BEST ALL-AROUND TOOL ROOM DRESSER 





DESMOND SHERMAN DRESSER 





DESMOND BALL 
BEARING DRESSER 


DESMOND HUNTINGTON DRESSER 





DESMOND 
HUNTINGTON CUTTER 
DESMOND CRACKERJACK DRESSER Made in All Sizes 


Most every customer needs more than one 


srinding wheel 


dresser ... and you can 


supply any of their requirements with 


- rad. DRESSERS « CUTTERS 


To meet calls for 
specific types of vises, . 
look into the SIM- 
PLEX line. All SIM- 
PLEX Vises feature 


the exclusive “Steel 
Slide” for added 
strength and longer 
life—and_ they’re 


available in types to 
meet most every Ccus- 
tomer’s needs. Write 


for the SIMPLEX 


Catalog. Swivel 











DESMOND- 
STEPHAN 


MANUFACTURING CO. 
URBANA OHIO 


Drill Press and 
Milting Machine Vise 


Base Type 
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Ou 
Dont Have to 
Build a better 


Mouse trap 


... it’s easier than that 
to attract a horde of customers 


Even though a better mousetrap might have the world 
beating a path to your door... then again, it might 
not. But when you carry the line of Standard Pressed 
Steel products, you're assured of an ever-increasing 
amount of customers, continued orders and re-orders 
—that’s how easy it is. Backed by our extensive ad- 
vertising in business papers throughout the many spe- 
cialized fields of industry, plus our wholehearted 
distributor-cooperation, plus the outstanding quality 
and good service to be obtained from Standard 
Pressed Steel products ... you'll find these the easi- 
est and most convenient lines to handle! 





There is still some territory open. Why not write to us 
. now... for our attractive dealers’ proposition? 


“Unbrako" and ‘Hallowell’ products are sold entirely through distributors. 


Reg. U.S. Pat. Off. 
OVER 43 YEARS IN BUSINESS 


STANDARD PRESSED STEEL CO. 


JENKINTOWN, PENNA , BOX 519 + BRANCHES BOSTON + CHICAGO «+ DETROIT + INDIANAPOLIS + SIT LOUIS « SAN FRANCISCO 
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COMPRESSION FITTINGS 


EREVER =o 1a a 


Is USED 


..» IMPERIAL 


HAS THE FITTINGS 


Whenever your customers use copper, steel, alu- 
minum or other thin-wall metal tubing, look to 
Imperial for the tube fittings! For in the broad 
Imperial line you'll find the right fitting for vir- 
tually every tubing connection job. There are 
over 1500 sizes, types and styles to choose from. 
And to speed tubing work Imperial has the tools 
to go with them—for cutting, flaring, bending, 
swedging, reaming, etc. A great combination 
that makes it easier to do faster and better work 
—means extra business for you. 


For All Kinds of Tubing . . . There are Imperial 
Fittings for use with all types of seamed and 
seamless metal tubing, including copper, alumi- 
num, thin-wall steel, Monel, stainless steel,-etc. 


To simplify the selection of tube fittings 
Imperial recently published a series of 
Basic Data Sheets on tubing connec- 

tions. These. sheets tell how to rec- 
ognize the various types of fittings 
—tubing with which each is used— 
typical applications — advantages 
of each fitting—and stock fittings. 
Large color illustrations show each 
fitting before and after assembly. 
Ask for Bulletin 345. For tools, 

ask for Folder 347. 


Widely used for connecting gasoline, oil, vacuum 
and air lines and for other !ow and medium pres- 
sure applications because of their efficiency and 
simplicity. 


FLARE FITTINGS 


Make joints that will withstand high pressures 
and severe tensile pull without failure. Pioneered 
by Imperial. 


HI-DUTY FITTINGS 


Protect against vibration breakege. No flaring 
necessary. A 2-piece coupling — exceptionally 
easy to assemble. Extensively used on machin- 
ery, tractors, power units, general purpose work. 


FLEX FITTINGS 


Ideal for applications where there is consider. 
able vibration, minor tube movement, or possi- 
bility of mechanical shock. Can be used in place 
of flexible lines in many instances. 


INVERTED FLARE FITTINGS 


Used for automotive and general purpose work 
—low, medium and high pressure. 


Pioneers in Tube Fittings 
and Tube Working Tools 


THE IMPERIAL BRASS MFG. CO., 517 South Racine Avenue, Chicago 7, Illinois 


MPERIA 
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A line of bearings that has just what the job needs. Plus a system of 19 


carefully spotted warehouses to give Fafnir Distri butors the bearin gs they 


need... when they need them. The Fafnir Bearing Co., New Britain, Conn. 


FAFNIR 


BALL BEARINGS 


MOST COMPLETE LINE IN AMERICA 
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versatile 
flexible 


This low-cost 16” DURO Band Saw 
has a wide range of uses — and 
many special features 


Ideal for quick-changing times—here is 
an efficient machine for cutting tubing, 
extruded shapes, bar stocks, metal 
sheets, casting gates, plastics, brake lin- 
ings, hard rubber, slate, fibre and many 
other materials. Can. be adjusted to ob- 
tain standard wood cutting speeds by a 
slip of a lever. Some of its special features 
include: Heavy machined cast iron trun- 
nion; special roller blade guides which 
reduce blade crystallization and lessen 
blade breakage; new design which per- 
mits all adjustments to be made from 
front while saw is in operation; New 
Departure Ball Bearings; Upper wheel 
mounted in machined dove-tailed ways 
with adjustable steel gibs; many other 
advantages. Metal cutting speeds: 230 
and 596 R.P.M. Wood-cutting speeds: 
2300 and 5960 R.P. M. 

Send for Catalog—for full details and prices 
on the DURO 16” Metal Cutting Band Saw. Also 
lists specifications and prices of complete line 
of DURO single and multi-spindle Drill Presses, 
Circular Saws, Jointers, Routers, Shapers, Grind- 
ers, Lathes, Scroll Saws, Flexible Shaft Units and 
Portable Electric Drills. 


URO VOOILS 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO.. 2675 N. KILCARE AVE., CHICAGO 39, ILL. 


ALSO MAKERS OF DURO HAND TOOLS 
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In designing this ultra-modern aluminum hand 
truck, its nationally known manufacturer tested 
all types of wheels. The Thermoid Tread-Lock 
Industrial Wheel was their final choice be- 
cause its lubricated-for-life precision-built 
bearings and cut-resistant tread made it by 
for the easiest to push or pull. 


Many other manufacturers and users of indus- 


Patented "Breather Holes" in 
the casting allow the rubber to 
expand under pressure and con- 
tract when the pressure is removed. 


Patented Lifetime Self-Lubrica- 
tion System. Hourglass design 
forces grease centrifugally to the 
sealed, precision-built bearings, 
which are lubricated for life. 


Variety of Sizes. Standard di- 
ameters are 6", 8”, 10” and 12”. 
Fit all standard size axles. Spe- 
cial sizes in quantity can be 
made to order. 


Cut-Resistant Tread stays true, 
easy to push or pull. Silent. 


trial vehicles are also adopting the Thermoid 
Tread-Lock: Industrial Wheel for installation 
on new equipment and for modernization of 
old. Because it requires no greasing or ad- | 
justing,, and because it can ‘take’ the 
roughest treatment—the Tread-Lock saves 
maintenance dollars. 


It’s easier on all types of floors—silent and 
labor-saving, too. 


For further information, 
write for the folder “Industrial Wheels” 





Thermoiq -Grizzly 


WHEEL SALES 


DIVISION OF THERMOID COMPANY, WRIGLEY BUILDING, CHICAGO 11, ILLINOIS 
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{LENOX FAMILy 


OF 
METAL CUTTING SAWS 


Hachmasleh —UNBREAKABLE HAND 


BLADES — made of Molybdenum High Speed Steel 
— backs toughened so as to give them flexibility, and 
teeth edges hardened for durability. 











Nigh Speed — Genuine 18-4-1 High Speed Steel 
a as Power Blades, possess excellent cutting 
properties, great wearing and abrasive resistance 
qualities. 


Wo -Sp ced — Hand and Power sizes. Molybde- 


num 8 Speed Steel Hack Saws — have unusual 
toughness in relation to their hardness, keen cutting 
edges, high efficiency. 


Standard graves, hand sizes, the ordinary 


grade of hack saws made better. Can be furnished in 
the solid all hard type or the hard edge flexible 
back style. 


. 





i Hard Edge Flexible Back—our special heat- 


treating method tempers only saw teeth, producing 
an unusually hard cutting edge — used for hard and 
soft steels and non-ferrous metals. 


D vemaslen Narrow Metal Band Saw Blades in 


100 foot coils for use on Do-All, Grob, Tannewitz and 
other band sawing machines — for accurate contour 
work and straight cutting. Packaged in our Safety 


Ship -a-lotth —File-hard teeth designed with 


extra long gullet — ideal for soft sticky metals, hard 
and soft woods, plastics, and like material. 


Wood 6 BAND SAWS — Saws which re- 
tain their keen ge longer — give more cuts per 


saw — cut straighter and last longer than the ordinary 
Wood Band Saw. 








AMERICAN SAW & MFG. CO. * SPRINGFIELD, MASS. 


Oe bee 
[SREEEEEEREEESEEEEEEREBERES 
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recommend Ghicago Rawhide 


GEARS and PINIONS 


Vhtany tines nore resilient than mela 


mitt 


ELIMINATE DESTRUCTIVE VIBRATION 
CUT NOISE ¢ SAVE MACHINES UNDER SEVERE SHOCK LOADS — 


Tough, resilient Chicago Rawhide gears and pinions are 

industrial lifesavers. They eliminate the metal-to-metal contacts which 

cause breakdowns, transmit power with an extremely high re 

degree of gear efficiency, save maintenance costs FEATURE yA PRODUCTS 
by taking the wear from larger gears and 


eliminate fire hazards due to sparking. 


A complete catalog is available. 


CHICAGO Rawhide MFG. CO. 


1205 ELSTON AVE. « CHICAGO 22, ILLINOIS 
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T IS 
Reoe 


The time is drawing to a close when 
“anything” will sell. in the days ahead, 
buyers are going to become increasingly 
critical of what is offered them. That is 
why you will want a line that is known 
and accepted ...a product with an 
established reputation like GORHAM. 
* * * Selection of the right product /S 
important. GORHAM has proved to be 
the line for sound and sustained selling. 
GORHAM Tool Bits are the answer to 
industry's need for intricate and difficult 
production work. More and varied appli- 
cations are being found every day... 
all pointing to bigger and better sales for 
the distributor with the GORHAM line. 
Choose wisely: Choose GORHAM! 





1. Gerham STANDARD for the 2. Gorham M-40-B for heavy 3. Gorham GORMET for more 
commercial field cuts in hard material abrasive materials 


GORHAM TOOL COMPANY 


00 WOODROW WILSON AVENUE 


Ww 
DETROIT 3, MICHIGAN 
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“Best wheel evet used. 
life, better finish than 


cutting, longer . 
competing wheel 
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clip between 
thumb an — pememal 2. Pull out band saw 
with right hand. .. _— & length 4. Push clip back to 
end of saw. The en- 
tire operation takes 
but a fraction of a 
minute—anditis safe. 


Anyone who has ever handled a band saw coil knows that the opera- 
tion can be as dangerous as uncoiling a snake. With the slightest 
fumbling the whole roll may suddenly spring to life, go “haywire” and 
get completely tangled up and injure the operator. The job of coiling 
it up again is one not soon forgotten. 


“Something should be done about it!’ A Disstoneer* said that. Fol- 
lowing his suggestion the Disston Safety Reel for flexible-back metal- 
cutting band saws was developed . . . changing a difficult and dangerous 
Operation into one that’s almost as simple as pulling out a length of 
metal tape rule... and with equal safety. 


Another clear cut cate of Dission leadership 


ESTABLISHED 1640 


ns @ man who combines the eupedence of Disston 
ae ape enaincuting Sg knowledge, to find the be orale coal fos tool for 

TY Pr and other materials—and 

bs ant Cost 6 PRODUCTION—not only on special work Froud 


REG US PAT OFe. 


The Disston Safety Reel for flexible-back 
metal-tutting band saws holds 100 feet of 
band saw. is enclosed in a tough con- 
tainer which protects the saw and makes 
storage easy. All widths up to and including 
4" are supplied on the new Safety Reel. 


Advertisements featuring the 
new Disston Safety Reel for 
flexible-back metal-cutting 
band saws appear in the June 
8th issue of Business Week, 


HENRY DISSTON & SONS, INC., 623 Tacony, Philadelphia 35, Pa., U.S. A. the June 15th issue of Modern 


Industry, the June 6th issue 
of American Machinist and 


MN 
°o 


ADD, 


MAIL COUPON 


HENRY DISSTON & SONS, INC. 
623 Tacony, Philadelphia 35, Pa., U. S. A. 


ing send full particulars regarding the new Disston Safety Reel for flexible-back metal-cutting 
saws. 


NAME 





POSITION. 
FIRM NAME. 
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the June issue of Mill and 
Factory. 


1 HENRY DISSTON & SONS, INC. 


Lin Tacony, Philadelphia 35, Pa, U.S.A. 


Branches: Boston, Chicago, Detroit, Memphis, New 
! Seattle, Portland, Ore. Sea Prancisco, 
Iv: . B. C. Canadian Factory: Toronto. 
h Australian Factory: Sydney, N.S.W. 








These are the 

QUAKER RUBBER products 

that are sold by 
Mill Supply 
Distributors 


Industry must have rubber products. It can’t operate 
without these necessary items. Every factory, foundry, 
mill, mine, transportation company, utility or institu- 





REG.U.S.PAT.OFF. 


QUAKER 
INDUSTRIAL RUBBER 
PRODUCTS 


These are the kinds of rubber goods 
that Industry wants, and can get 
through the Mill Supply Distributor. 





Transmission Belting 
Agricultural Belting 
Conveyor Belting 
Elevator Belting 

Air Drill Hose 
Chemical Hose 
Creamery Hose 

Fire Hose 

Fuel Oil Hose 

Garden Hose 

Gasoline Hose 

Tank Car and Tank Truck Hose 
Sand Blast Hose 

Spray Hose 

Steam Hose 

Suction Hose 

Oil Suction and Discharge Hose 
Water Hose 

Road Contractors’ Hose 
Welding Hose 

Tubing 

Rod Packings 

Sheet Packings 
Gaskets 

Washers 

Pump Valves 

Moulded Articles 


(Partial List Only) 








tion finds Industrial Rubber Products essential for their 
successful operation . . . the very kind of products that 
Quaker manufactures. 


Quaker BELTS that deliver power on 
hard transmission drives; Belts that convey 
thousands upon thousands of tons of all 
kinds of materials. ° 


Quaker HOSE of every conceivable de- 
scription: Air, Water, Steam, Fire, Oil, etc. 
Quaker PACKINGS A proper type of 
Rod and Sheet Packing to meet any service 
condition. 

Quaker MOULDED ITEMS Under the 
classification of miscellaneous or moulded 
items Quaker manufactures thousands of 
odd shapes, unusual sizes, gadgets, ex- 
truded parts, tubing, etc. 


The Quaker line is complete. The Distributor who 
handles Quaker products has complete coverage on 
Industrial Rubber Goods. It is a quality line that brings 
repeat business from industry. Many Distributors have 
been on Quaker’s books continuously for 15, 25 and 
yes, 50 years. They remain with Quaker because it is 
profitable to them to do so. 


You should know more about Progressive Quaker, 
and why Quaker is the rubber line for you to handle. 


We will gladly talk it over whenever you say the word. 


“If there is a way to get it done— Quaker will do it” 


QUAKER RUBBER CORPORATION 


Manufacturers INDUSTRIAL RUBBER PRODUCTS 


PHILADELPHIA 24, PA. « NEW YORK 7 + CLEVELAND 15 « CHICAGO 16 « HOUSTON 1 


Western Territory 


QUAKER PACIFIC RUBBER COMPANY -« SAN FRANCISCO 8 « LOS ANGELES 21 
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Make American's Engineering Research 


Laboratory your own “Information Center” 00 


will give you the 
that will do your j 
lowest cost, with most 

American engi 
you the answers to ques 
physical stre etals, 
heat-resistance, 

suitability 


.. and total time-savings that ca 
high as 50%. Write 


AMERICAN SCREW COMPANY, pRovipeNce 1: RHODE ISLAND 
n: 589 ©- Itinols Street Detroit 2: $02 grephense® Buliding 





prty pistriBUTORS 


72 
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Only with, F. LiA; T; drive can your customer. be-ahoays — 


sure that belt, tension is correct for: maximum machine 
production without excess wear on belt:and bearings. 

On Flat Leather Automatic Tension drive, the 
pivoted base Tegulates tension. automatically. No danger 
of over-tensioning — no need for frequent maintenance 
to guard Bo possible slackening. 

And using? *Resbarch’’ Leather Belting further re- 
duces your customer’ 3 troubles, “It’s the. ideal belt for 
close-coupled drives — has extra: pliability and high 
co-efficient of ‘friction. 


Belt wear and maintenarice are the bugaboos of other - 


short-center drives. When you explain that the F.L.A.T: 
drive practically takes caré of itself, giving dependable 
and trouble-free service, you'll wt arcceptive.audience. 


Cy. 


fronfl Craton & Knight's: 


tomplete line . 


INTEREST 1S GROWING — HERE’S HOW 
TO TURN IT INTO SALES 


Increaséd advertising and enthusiastic selling of 
F.L.A.T, drive have created widespread market interest. 
More and more firms are reporting success with it, 
This year’s Graton & Knight advertising is develop- 

ing this interest further. Reprints of these ads... use 
of the Graton & Knight Leather Belting Catalog (which 
stresses short-center drives) .. . will help you get this 
new business for yourself. 

_ For complete sales data, write Graton & Knight Com- 
pany, 339 Franklin Strect, Worcester 4, Mass. 


manufactured under one control from green hide to finished ing 


product. Graton & Knight distribgtors are listed under “Graton & Knight” in “Belting” 
section of Classified Telephone Directory and THOMAS’ REGISTER. 
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FOR YOU— 
AND YOUR CUSTOMERS 


This ad, currently appear- 
ing in leading industrial 
papers, is part of our con- 
sistent sales promotion 
campaign on Brightboy— 
pioneer and leader in the 
field of rubber-cushioned 
abrasives. 

By informing and con- 
vincing your customers, 
this campaign embraces 
unusual territorial fran- 
chise opportunities for 
you—complete in profit- 
building detail. Write us 
for this information, and 
detailed description of 
Brightboy’s wide work 
adaptability. 
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Back of this trade mark are 62 years 
of lubricant manufacturing experience 


Each of those 62 years of Keystone experience marks a 
definite forward step . . . a progressive series of develop- 
ments with a single objective—the production of the 
highest quality lubricants that science could devise. 
Today, Keystone Specialized Lubricants comprise a 
complete line of greases and oils for every application 
and for all operating conditions. 


VARIETY ... There are Keystone Lubricants in types 
and consistencies ranging from solid brick form to light 
penetrating oils. They include all densities of cup and 
pressure gun grease... many different viscosities of 
liquid greases . . . for every condition of speed, bearing 
pressure, temperature. moisture... and for all methods 
of application. 


SERVICE... Keystone quality and variety are supple- 
mented by Keystone Service, which includes a complete 
plant survey of all lubrication requirements, thus assur- 
ing the right lubricant for each job. This service is 
provided by the more than 260 Keystone Industrial 
Supply Distributors in the United States, Canada and 


Alaska, in cooperation with the Keystone Lubrication 
Engineering Staff. 


ENDORSEMENT... Keystone Specialized Lubricants 
are recommended by leading equipment manufacturers 
.. endorsed by the Mutual Fire Prevention Bureau 
.. and used for greater economy and efficiency in thou- 
sands of plants, of every size, in every field of industry. 


There is a Keystone distributor near you who will be 
glad to cooperate with you to make Keystone Special- 
ized Lubricants available to your customers. 


All Keystone Specialized Lubricants 
are described and their specific 
applications covered in the new 
Keystone Application Guide, which 
also contains the handy, time-sav- 
ing Keystone Selectors of Bearing 
and Gear Lubricants. A copy will 
be sent to you free upon request. 


\ 


pate A eet : 


KEYSTONE LUBRICATING CO., Est. 1884 
21st, CLEARFIELD AND LIPPINCOTT STS., PHILA. 32, PA. 
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The MARVEL System of Metal Sawing provides’ not 
only the most advanced and most complete line of 
metal sawing machines built, but also a complete 
metal-cutting blade service which includes: 


(Ist) MARVEL High-Speed-Edge Hack Saw Blades—posi- 
tively unbreakable, composite blades with a high speed 
steel cutting edge welded to a tough alloy steel body. 
Hardened “eyes” permit -greater blade tension. Extra 
strength makes practical greatly increased speeds and 
feeds—in fact, these blades make possible today’s fast 
automatic hack saw machines. 


(2nd) MARVEL High-Speed-Edge Hole Saws—hole saws with 
strength for use on drill presses and lathes. Diameters 
from %" to 44%" with high speed steel pilots. Cut big 
holes at low cost in steel to 114" thick. 


(3rd) MARVEL Metal-Cutting Baid Saw Blades for all 
popular makes of metal-cutting band saws. These top 
quality blades are individually boxed to eliminate damage 
to teeth or loss by rust, kinking. shipping or handling. 
Specify Marvel Band Saw Blades for top performance. 


ARMSTRONG-BLUM MFG. CO. 


“The Hack Saw People” 
5700 Bloomingdale Ave., Chicago 39, U. S. A. 
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WiTERMS OF WOMAN Cire 
NO, PRICE. COULD, BE! 700. wicw! 
PD vel GENERAL FIRE EATINGDISH. 















It Is Your Guide to Dependable Fire 
Protection for Car, Truck, Boat, Plane, Home, or Factory 


Wherever you see this display, you will | Countless lives, as well as millions of 
find YER, Detroit's dependable ap- dollars worth of property, are lost 
proved fire extinguishers. Made by an through fire every year. Your car, truck, 
boat, plane, house, or factory could be 
next, Investigate the low cost of General 

; h ; Fire Extinguishers. A General Detroit 
ee Yen, Detroit extin- edtinglabst at hand is a guarantee of 
guishers represent the ultimate in fire dependable, efficient fire protection, Get 


yours now before it’s too late. 


organization with more than 40 years’ 
experience in producing fire-fighting 


protection. 









IF IT’S Yen, IT’S DEPENDABLE (THE GENERAL DETROIT CORP. 


AY £0 0e 2D) 2) 2 2): +-1 0) , MD ©) > 30) Ue oe 810) 
NEW YORK CHICAGO DALLAS 
West Coast Affiliate: The General Pacific Corp. 
Los Angeles San Francisco Seattle 
Paceman or Alesken Protector Red wor Heeteme 
5 Got 24 Gel 5 Gel. 24 Gel. 24 Get Distributors in Principal Cities 









General Detroit factures a complete line of portable fire 
extinguishers—che right extinguisher for every fire hazard. 





MILL SUPPLIES © JUNE, 1946 ; 17 





Talk of the Trade 


AT THE CONVENTION: Bob Black (Black & Decker) wanted to avoid 
moving a microphone around at the speakers’ table so he had a lapel mike 
installed . . . It worked fine before and after the’'meeting but not during 
the session. 


OUT FOR A STROLL: E. E. Rempfer (Industrial Supply Co., Minneapolis) 
was enjoying an early morning stroll along the boardwalk when he was 
accosted by a bluecoat who demanded that Eldy return the lantern he had 
. . . Eldy said he was willing but couldn’t remember where he acquired it 
. . « The policeman got nowhere with an argument, finally giving up and 
taking the lantern himself. 


FOR THE SPOUSES: There was very little drinking done at the convention 
in the morning . . . The bars didn’t open until 10:30. 


CIVIC PRIDE: Although not a native of Texas, Harold Young (The Murray 
Co., Dallas) showed the true Lone Star spirit . . . He was willing to take on 
anyone when it came to discussing the merits of a state . . . And his side- 
kick, Karl J. Rechenberg, was right in there backing up Hal .. . Karl, 
incidentally, won numerous 50-cent bets on the correct pronunciation of his 
last name . . . Now he’s looking for someone to collect the bets. 


ABSENTEES: For the first time since 1921, Don Brisbin (Columbus 
McKinnon Chain Corp.) was forced because of illness to miss a convention 
. . . Also conspicuous by their absence were two old timers, Bill Bridges who 
retired this year from Buhl Sons, Detroit, and Pete Boylan who retired after 
years of service with Pattison Supply, Cleveland. 


JUST A-SITTIN’ AND A-WAITIN’: After accepting an invitation to a 
parlor for a drink, Norm Good (Clipper Belt Lacer) believes his experience 
entitles him to a card in the waiters’ union . . . Norm’s host first apologized 
because he was out of Scotch temporarily . .. Norm said he preferred bourbon 
. . . He got nothing . . . Finally the Scotch supply was replenished but the 
host then expressed his regrets that he had run out of soda... Norm said 
he never drank soda; he wanted water .. . He got nothing for an hour and 
then the host finally got back to him with rye and ginger ale. 


FROM THE SOUTH: In coming up from the deep south, one distributor 
started to tip his pullman porter but found he had no change . . . He finally 
fished out a dollar bill and handed it to the porter with the request: “Give 
me four bits.” ... The porter scratched his head, delved into his pocket and 
brought forth a hand full of change . . . “Boss,” he said, “you helps your- 
self—I dunno what four bits is!” . .. E. H. (Call me Bing) Miller (W. J. Riley 
Supply, Monroe, La.) distributed wallets . . . When he relinquished his job 
as president of the Southern Association, Harry Leu (Harry P. Leu, Inc., 
Orlando, Fla.) told a story about appearing before a Georgia judge on a 
charge of speeding . . . The arresting officer, Harry said, told the judge the 
real charge “is that he was flying too low.” 


SURPRISE: Mr. and Mrs. Bion L. Pieree (Pierce Hardware, Taunton, 
Mass.) were greeted on their arrival in Atlantic City by their daughter, 
Cynthia . . . They thought she was in Orlando, Fla., but Cynthia had attended 
the last convention in Chicago and enjoyed it so much she decided to cut 
short her southern stay. 


ORIGINAL: Claude Lesk (Bay State Tap & Die) distributed calling cards 
describing him as “A salesman traveling for a Well-Known House”... A 
drawing on the card showed a man with a brief case hurrying for a Chick 
Sales’ edifice. R. W. B. 
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s... Distributors can be sure that, 
AND HERE’S wherever their salesmen call in valve-using industry, the prospects are 
being reached by some magazines included in Jenkins complete cover- 
age of over 800,000 readers. 





That’s why the Jenkins Distributor “walks in” with a well-known 
THAT IT PULLS! product — well-known to those who influence buying behind the scenes, 
as well as to the man who gives the order. 
OVER 5000 REQUESTS have already come in What’ ‘ P : . 
fhe coprints of Jenbine Piping Layouts. They are 1at’s more, every Jenkins advertisement is built to be seen, to be 
oflered regularly in double spreads in “Power” and read, to be remembered. Watch Jenkins 1946 advertising hit a new 
appt phage nae nat ei i a high in interest among valve users . .. and help put more sales potential 
responded - “following through” to win and hold than ever into the Jenkins franchise! 
tood-will. Jenkins Bros., 80 White Street, New York 13; Bridgeport; Atlanta; Boston; 
OVER 20,000 SETS of Jenkins Valve Record Philadelphia; Chicago. Jenkins Bros., Ltd., Montreal; London, England. 
Sheets have already been sent out in answer to direct 
requests. They are offered in Jenkins advertising in 
Fortune, Business Week, and three other magazines 
teaching top management, as a help in finding and 
replacing wornout valves. Another successful promo- 
tion to this important buying influence! 

Wherever it appears, Jenkins advertising pays off 
e Jenkins Distributors, in new prospects, new busi- 
ness leads! 


™ 


LOOK FOR THIS 27%. 





DIAMOND MARK 








SINCE Vaus 304 eee 


JENKINS VALVES 


For every Industrial, Engineering, Marine, Plumbing- 
Heating Service...In Bronze, lron, Cast Steel and 
Corrosion-resisting Alloys . . . 125 to 600 lbs. pressure. 


Sold Through Reliable Industrial Distributors Everywhere 



























REPUBLIC’S | 
5-POINT POLICY of 


and 
LINE dire 
who 


A line of rubber items sufficiently com- “ 


pe ~~ 
i {9 plete to permit effectively supplying the 


A’ requirements of the trade solicited. our 


an t 


QUALITY ol 


A quality of product uniformly good findi 
and capable of delivering service results mou: 


ISA that should reasonably be expected. B isca 


butic 


PIONEER IN®THE.-DEVELOPMENT. OF ot J nen 
price basis inducing and making pos- Tc 


THE BELT CONVEYOR SYSTEM “FOR sible- aggressive competition with reason- respi 


able profit ‘return. requi 


MATERIALS HANDLING: REPUBLIC’S FREEDOM by tl 


territ 


FIVE-POINT POLICY IS A PIONEER Freedom from competition from his” f° Ran. i, 


source of supply, either direct. or. indirect, , requi 


FACTORY-DISTRIBUTOR DOCUMENT among the trade covered by his day to day . the d 


solicitations. : 
maxi 


THAT HELPS YOU SELL THE BELTS SELLING sales 
Selling helps of b! + two j 
NEEDED. that his obesiarct nar hee son Oe ok page 
vantage of specialized training and a knowl- “Acc 


edge of the product sold. Th 


REPUBLICRUBBER NY °°" 7 |= 


This message is directed 
DIVISION SAS turer: 
to the salesmen of Re- == 
LEE RUBBER & TIRE CORPORATION public Distributors from aa 


YOUNGSTOWN 1, OHIO coast to coast. net 


REPUBLIC INDUSTRIAL PRODUCTS Sg LEE DELUXE TIRES AND TUBES Sen SiG bend: bing are 








signe: 
YOUNGSTOWN, O. . CONSHOHOCKEN, PA. 
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W. F. CROWDER, Editor 
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R. W. BARNETT, Managing Editor 


BETTER SELLING 


Atlantic City, May 6,7 and 8. As a subject for attention, 

it was particularly timely as we again enter a period when 
better selling becomes of prime concern to all distributors 
and manufacturers. The need for revitalization and better 
direction of selling efforts was stressed by many of the men 
who addressed the Convention. 

As one speaker put it, we demonstrated during the war that 
our economic system has the capacity and ability to produce 
an undreamed of volume of goods. The job ahead, however, 
will not be production but distribution. And distribution means 
finding and developing markets, and it means selling the enor- 
mous output of our mines and factories. A better job of selling 
is called for than we have ever done before. Otherwise, distri- 
bution may become the bottleneck to our goal of full employ- 
ment and an expanding standard of living. 

To distributors this is a serious challenge and a heavy 
responsibility. More intensive selling and more efficient selling 
requires advance planning—planning that involves the analysis 
by the distributor, in cooperation with his salesmen, of the 
territory, customers, and lines handled by the firm. What are 
the industry requirements of the area? What are the customer 
requirements? With the objectives revealed by this analysis, 
the distributor has a big job of organizing his sales force to 
maximize its effectiveness, thus assuring market coverage and 
sales penetration. Proven approaches to the solution of these 
two jobs of sales management were set forth in detail in the 32- 
page feature section of the May issue of Mitt Supp ties, 
“Accent on Selling.” 

That better selling is a joint responsibility of both manufac- 
turers and distributors was recognized throughout the program 
of the Convention. In the sale of an ever increasing volume of 
industrial supplies and equipment, the best efforts of both 
members of the two-man team are required. Both manufac- 
turers and distributors outlined their programs of action de- 
signed to help them do a better selling job. 


T was the theme of the Triple Mill Supply Convention in 


For manufacturers, the Sales Methods Committee of the 
American Supply and Machinery Manufacturers’ Association 
are answering “The Challenge to Sales Management” in a 
series of eight reports under the above general heading: (1) 
selection of salesmen, (2) training of salesmen, (3) keeping 
salesmen informed, (4) proper placement of salesmen, (5) 
direction of salesmen, (6) salesmen incentives, (7) ten com- 
mandments of good management, (8) winning the distributor 
to a program of increased sales productivity. The first three in 
the series have already been published and distributed to the 
members of the Association. The reports are backed up by an 
action program designed to put the recommendations into use. 

Among distributors, the New Activities Committee of the 
National Supply and Machinery Distributors’ Association, for 
example, sets as the overall objective of its activities the devel- 
opment of a larger volume of profitable business through the 
Industrial Supply Distributor. To accomplish this objective, 
the activities of the Committee are designed to: (1) assist dis- 
tributors improve their own efficiency, (2) strengthen rela- 
tions with manufacturers of industrial supplies and demon- 
strate the ability of the distributor to serve them effectively, 
(3) demonstrate to industrial buyers that it is to their advan- 
tage to purchase their requirements from distributors. This 
program of research, publication and action is well under way. 

Yes, both manufacturers and distributors are approaching 
their problems with intelligence, cooperativeness and energy. 
They are aggressively attempting to put their own “houses” in 
order so that they can meet the challenge to distribution. The 
success with which they meet it will depénd on how seriously 
and how conscientiously each manufacturer and each distrib- 
utor carries through individually the strengthening and revitali- 
zation of his own sales efforts. Progress can certainly be made 
through cooperative action, but, in the last analysis, each firm 
has a job to do on all phases of its own selling. This will 
require receptiveness to new ideas and work. The time to start 
is now. 
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Materials Handling 


Distributor salesmen have a real service to perform for their 
customers—the plants and factories of American industry— 
in the days ahead. The drive for lower costs will become 
foremost in the thoughts of manufacturers. Distributor sales- 
men have the opportunity and are in a position to make 
a real contribution toward the solution of this problem. Many 
of the tools, equipment and supplies they sell provide the 
means for cost reduction. War time applications and tech- 
nological improvements should be extended to the medium 
and smaller sized plants that.do not have the facilities to keep 
abreast of the newest developments. The salesman can do 
this job and at the same time win a host of friends and 
customers. 

To pick one opportunity at random, let’s look at the costs 
of materials handling in the average plant. Studies made at 
the U. S. Naval Ordnance Materials Handling Laboratory 
reveal the following facts: 

(1) The flow of materials through the plants accounts for 
23 percent of industry’s payroll—the largest single 
labor cost inside the plant. 

(2) Products handling consumes 60 to 70 percent of pro- 
duction time. Actual production takes only 30 to 40 
percent of total production time. 

With ever rising costs of materials and labor, here is a 
neglected field of cost reduction that is demanding the atten- 
tion of industrial management. It has been reliably estimated 
that materials handling represents as much as 30 percent of 
the total costs of manufacturing. Here is an area of oppor- 
tunity for the distributor salesman. Wherever factory labor is 
manhandling materials, piece-by-piece, savings are possible. 
Distributor salesmen of- many firms are in a position to sup- 
ply the “know-how” and to sell the whole range of mechanical 
handling equipment that will cut production costs. 

To do the job successfully, salesmen need to know their 
products and know applications. But in making the result- 
ing sales, they will be rendering a real service to their 
customers that will mean repeat business. 


“salesmanship. 


Star Salesmen 


Jack Lacy, Lacy Institute, Boston, writing in the May 1 issue 
of Sales Management lists three factors that make a star 
salesman tick. He points out that in 90 percent of the sales 
organizations in America about one-third of the salesmen 
produce two-thirds of the sales. These figures indicate that 
the members of the top group, one-half the size of the other, 
are selling an average of four times as much per man as 
the members of the larger body. Why can one man working 
under identical conditions sell fout times as much as another? 
What are the abilities that enable a star salesman to sell? 
Lacy lists three things that are necessary: 

“First, is a thorough knowledge of the product or service. 
The salesman must be versed in the advantages of his propo- 
sition, must know the shortcomings of competitive products. 
He must understand the conditions that prevail in the markets 
in which he sells. He must have a good working knowledge 
of the needs and problems of his prospects and customers so 
that he can help them use his proposition most advantageously. 

“The second requirement is that he must be willing to 
work. He must be willing to make the calls when it is hard 
to do so; must be ready to put forth the physical and emo- 
tional effort required to keep at the grind day in, day out. 

“These two attributes determine the quantity of a man’s 
If he adds to his technical knowledge, he 
increases the appeals he can use in favor of his product. 
If he works harder, he increases the number of times he 
advances those appeals. Either is an increase in the quantity 
of his salesmanship and this automatically means an increase 
in the quantity of his sales. 

“The third element controls the quality of his salesman- 
ship—the attribute that determines the effect he produces on 
prospects and customers while using his technical knowledge. 
This third element may be termed personality. 

“The combination of these three elements, working to- 
gether, determines a salesman’s value to himself and to the 
company he represents. If any of the elements are deficient 
or out of balance, he will not be able to reach his peak.” 
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Triple Mill Supply Conference did Jiiviboters and manufacturers for the 
eee competitive battle; eeeerence of 1,300 delegates sets record 


C LEARLY SHOWING that their thinking already has been reconverted from 
wartime to peacetime problems, 1,300 delegates gathered at the Triple Mill 
Supply Conference in Atlantic City last month to thoroughly study and dis- 
euss one subject: SELLING. From the time the gavel was sounded for the 
opening session on Monday morning, May 6, until it was rapped for adjourn- 
ment on Wednesday, all emphasis was on ways to increase marketing efficiency. 

In some ways the industry’s first post war convention was like those of pre- 
war years: Not a single government official was on the program; and some 300 
delegates were accompanied by their wives who were entertained at a card 
party and tea. 

Overall, however, the convention was of a new type: Meetings were held 
only in the morning; a contact lobby providing the time and place for dis- 
tributors and manufacturers to meet with each other was established; lengthy 
committee reports were dispensed with; and more manufacturers’ field men 
were in attendance, furnishing a means of contact for distributors and manu- 
facturers’ home office officials. 
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| Joint Meetings Stress 
“BETTER SELLING’ 


PLAN, WORK, PRAY AND 
FIGHT, KEMPHERT URGES 


To meet the problem of “full consump- 
tion of full productivity”, W. W. Kemp- 
hert (Standard Products Division, Worth- 
ington Pump & Machinery Corp.) advised 
manufacturers and distributors to plan. 
work, pray, fight and earn, in a talk on 
“Effective Sales Training”. The challenge 
to sales management, Mr. Kemphert 
stated, is “to create the demand” and 
“expand the market”. 

The “$64 question” arising from the 
problem, Mr. Kemphert said, is “How can 
the American and machinery 
manufacturers and their distributors in- 


supply 


crease their sales 25 percent to 50 per- 
cent in 1948 over the 1939 level and how 
can the manufacturers and their distrib- 
utors reduce their distribution costs 25 
percent?” The answer to the first part of 
the question, said Mr. Kemphert, is to 
increase and improve the training of the 
sales organization. The answer to the 
second part lies in a more efficient opera- 
tion in rendering services and to make 
sales and services more productive of de- 
sired returns. 

Mr. Kemphert sees the solution to the 
problem of expanded sales and reduction 
in distribution costs as starting in the 
improved selection and training of sales- 
men and in applying proper methods of 
distribution in the industrial supply and 
machinery business. This includes, he 
added, the “proper handling of the dis- 
tributor sales meeting and its effective 
follow-through.” Emphasizing the im- 
portance of prospective manufacturers’ 
salesmen understanding distribution 
methods in the industrial supply and 
machinery industry, Mr. Kemphert 


DUGDALE PREDICTS "BATTLE 
ROYAL" FOR BUSINESS 


“BUSINESS PROFITS do not come from mak- 
ing things, but only from selling the 
things that business makes.” 

By keeping this truism in mind and 
by recognizing that distribution methods 
and outlets are changing continually, 
American business can successfully meet 
the gigantic selling job that lies ahead. 
advised H. K. Dugdale, executive vice- 
president .of the Baltimore advertising 





sions held 





SPEAKERS agree competitive market lies ahead, 


declare challenge to sales management is to create 


the demand and expand the market; Two joint ses- 








Manufacturers face training prob- 
lem—W. W. Kemphert 


warned that unless the salesman had this 
understanding, he might be the best 
product engineer and give the best prod- 
uct presentation and “yet fail to reach his 
maximum results in sales productivity 
through distribution channels.” 
Besides training in product applica- 
tion, product presentation, method of op- 
eration and fundamentals of selling. Mr. 
Kemphert stressed the distributor sales 
meeting and its effective follow through 
by manufacturer’s men. These considera- 
tions, Mr. Kemphert concluded, present 
the manufacturer dealing through distri- 
bution channels with a two-fold training 
problem: (1) to train his salesmen for 


direct selling in product application, 


agency, VanSant. Dugdale & Co. 

Mr. Dugdale envisioned a “battle 
royal” for business by 1947 but predicted 
that the honeymoon state of easy orders 
and push-over sales will continue for 
only two or three years. “And then.” he 
continued, “unless we have taken the 
necessary precautions we will be headed 
straight for another collision with the 
economic forces of supply and demand.” 

To prevent such a collision, Mr. Dug- 
dale warned that the science of distribu- 


product presentation and method of op- 
eration, and, (2) to train his salesmen in 
indirect selling through actual demon- 
stration in effective methods of imparting 
information to distributor salesmen on 
product application, product presenta- 
tion, method of operation, conduct of sales 
meetings and their successful follow- 
through. 

Mr. Kemphert offered a 15-point pro- 
gram for training manufacturer’s sales- 
men after the required period of basic 
training in product application, product 
presentation and method of operation. 
This program, he said, covers primarily 
a semi-engineered standard product but 
it can be applied to standard items by 
leaving out references to engineering de- 
tails. The points are: (1) Outline simple 
fundamentals of engineering on the spe- 
cific product; (2) Present the product; 
(3) Analyze the market; (4) Dramatize 
the application through visual presenta- 
tion; (5) Develop the inquiry; (6) Solve 
the problem; (7) Present salient features 
of the product; (8) Outline factory sup- 
port; (9) Develop sales tools; (10) Out- 
line first aid mechanical service, repairs, 
spare parts; (11) Develop method of 
operation, plan of sales attack; (12) Con- 
duct the distributor sales meeting; (13) 
Discuss policy and method of operation; 
(14) Follow up distributor sales meet- 
ing; (15) Keep distributor’s salesmen 
continuously informed. 


tion must be regarded as being equally 
as important as any of the other sciences 
necessary to the country’s total economv. 

“Old fashioned selling methods will 
not survive in the new era,” Mr. Dugdale 
asserted. “They will pass out, along with 


Old selling meth- 
ods will not sur- 
vive—H. K. Dug- 
dale. 


















old fashioned manufacturing methods. 

“If sales aggressiveness and know-how 
have been necessary to success in the past, 
rest assured that they will be even more 
essential from now on.” 

Now is the time, Mr. Dugdale said, 
to start critically scrutinizing present 
sales plans and methods and reshaping 


































Mutual under- 
standing and co- 
operation are 
needed — J. H. 
Ruddell 









































To osBTAIN real sales performance there 
must be mutual understanding and coop- 
eration between manufacturers and dis- 
tributors and each must assume his right- 
ful share of responsibility J. H. Ruddell 
{The Central Rubber & Supply Co., In- 
dianapolis) declared. 

“Stimulate the interest of your distrib- 
utors” Mr. Ruddell advised manufactur- 
ers, “and your share of sales is assured.” 
He cited ten steps manufacturers should 
take to reach a high plane of profitable 
distribution. His ten points: 

1. Have a written sales policy. 


THE INDUSTRIAL DISTRIBUTOR has recog- 
nized the importance of his role in facili- 
tating the progress of goods from the 
manufacturer to the consumer in the mar- 
ket of the future and is seeking to im- 
prove his performance in that market, ac- 
cording to Russell C. Duncan (R. C. 
Duncan Co., Minneapolis). The distrib- 
utor hopes to achieve this improvement, 
Mr. Duncan said, through the adoption 
of a program designed to raise his own 
standards which will make him of greater 
value to the manufacturers he represents 
and will secure even stronger customer 
support. 

Mr. Duncan pointed out the manufac- 


























Take a bird’s eye 




















view of operations 
—R. C. Duncan 





them in the light of tomorrow’s require- 
ments. The most pressing requirement 
facing the sales branch of business, in Mr. 
Dugdale’s opinion, is a needed reduction 
in the relative percentage costs of dis- 
tribution and selling. Such a reduction 
could be accomplished, he added, by ap- 
plying intelligent and scientific methods 
to distributing, selling and advertising. 

Mr. Dugdale deplored the almost com- 
plete exclusion of courses in selling and 


RUDDELL LISTS TEN STEPS FOR MANUFACTURERS TO TAKE 


2. Don’t compete with distributors. Dis- 
tributors resent any sales policy by which 
a manufacturer reserves the right to sell 
direct to the most profitable accounts. 

3. Refer to distributors any sales in- 
quiries and requests for information re- 
ceived direct. 

4. Encvurage buyers to rely on dis- 
tributors. In advertising, direct buyers to 
distributors. 

5. Support distributors’ sales activities 
with sales promotion and advertising 
campaigns designed to create acceptance 
of the product by the user. 

6. Provide training programs for dis- 
tributors’ salesmen; conduct organized 
sales meetings under the direction of com- 
petent men. 

7. Create incentive and sales interest 
with seléctive or exclusive distribution. 


DISTRIBUTORS RAISING OWN STANDARDS—DUNCAN 


turer, in producing an item, should see 
that it includes the “extra something” 
which will make it more acceptable and 
that it is sold through the proper distrib- 
utor. In addition, Mr. Duncan stated, the 
producer must support the product’s sale 
with powerful advertising and must send 
out factory trained men. 

The distributor’s responsibilities are 
equally important, Mr. Duncan continued. 
It is essential that the distributor train his 
sales personnel—salesmen, counter men, 
city desk men, phone order men, and any 
others who may have even an occasional 
contact with customers. Any shortcoming 
on the part of any one of these individuals 
may mean the loss of a sale, Mr. Duncan 
said. 

Mr. Duncan divided his program into 
two parts, one calling for cooperation of 
manufacturers and one calling for inia- 
tive on the part of distributors. Manufac- 
turers, Mr. Duncan revealed, will be 
asked greater assistance through product 
education films, with ideas for interesting 








distribution in America’s colleges and 
universities, declaring the training of the 
necessary army of business-getters de- 
volves upon the businessmen of America. 
“From here on out it is a job, and it has 
to be done,” he said. 

Scientific selection and training of 
salesmen was advocated by Mr. Dugdale 
who asserted that records show that com- 
panies that employ such methods out-sell 
those who use rule-of-the thumb methods. 





8. Suggest resale schedules. They tend 
to maintain fair competition. 

9. Provide distributors with direct mail 
advertising and envelope stuffers. Stuffers 
should carry the distributors name promi- 
nently featured on the front. They should 
show the user how little time and effort 
is required to purchase the product 
through the distributor. 

10. In establishing margins distinguish 
between the stock-carrying distributors 
and those who merely act as agents. 

“Our industry”, Mr. Ruddell concluded, 
“needs to take cognizance of the fact 
that successful distribution depends al- 
most wholly on good selling. Distributors 
who merely ‘carry’ a line may be en- 
couraged to sell it, provided the manufac- 
turer likewise becomes interested sufh- 
ciently to sell rather than offer for sale.” 





and dramatic sales meetings, with recog- 
nition of the distributor’s value to custom- 
ers in manufacturers’ advertising and 
with streamlining of packaging. Distrib- 
utors also will seek more equitable rela- 
tions by inviting manufacturers to discuss 
dissatisfaction with them before any 
change of distributors. They will ask 
manufacturers to distinguish between 
full service distributors and office-in-the- 
hat operators. Further, they will ask a 
review of manufacturers’ policies in han- 
dling of original equipment manufactur- 
ers. 

The part of the program calling for 
initiative on the part of the distributor, 
Mr. Duncan remarked, calls for distrib- 
utors to “take a bird’s eye view of their 
own operations”. This means they should 
study sales meeting methods, courses in 
general salesmanship adaptable to indus- 
trial supply requirements. The program 
calls for research to develop modern mer- 
chandising technique for distributors and 
it encourages development of manage- 
ment data for distributors. 
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MANUFACTURERS and distributors must 
get together to clear up “the bottleneck 
of distribution,” according to W. Gibson 
Carey, Jr. (Yale & Towne Mfg. Co.) 
who spoke on “Top Management’s Re- 
sponsibilities.” 

“Terming distribution a ‘bottleneck’, 
however, is not a slap at distribution as 
we knew it before the war or during it,” 
he said. “But, if we are to have the tre- 
mendously stepped-up production looked 
for in the next few years (facilities for 
which are already at hand), distribution 
must get out and sell what we produce, 
and, as a consequence, must enlarge and 


DISTRIBUTION MUST GET OUT AND SELL, CAREY DECLARES 


modernize its selling teams.” 

Mr. Carey highlighted the responsibil- 
ity of management in selecting key men 
and welding them into a team. He ad- 
vised management to be objective in its 
handling of personnel. 

“TI realize,” he said, “that objectivity 
toward people is difficult. It is contrary 
to our emotional reactions and at vari- 
ance with our habits of daily intercourse 
in our outside friendships. We do not 
necessarily enjoy being with people be- 
cause of their productive worth, yet this 
quality must be our main consideration in 
selecting men for advancement.” 


CALDWELL STRESSES STUDY OF POTENTIAL VOLUME 


A CAREFUL sTupyY of customers and their 
potential volume will bring results in 
sales, W. E. Caldwell (Cleveland Twist 
Drill Co.) declared, in his talk on “Bet- 
ter Marketing”. ; 

Mr. Caldwell pointed out that the sub- 
ject could be discussed from so many 
angles that it would absorb too much time 
and consequently he limited his discus- 
sion to his experience with the sale of 


SIMPLIFICATION, BETTER PACKAGING URGED BY 


We are approach- 
ing a buyers’ mar- 
ket — Lioyd B. 
Mize 


ADMITTING AT THE OUTSET that there is 
ample room for improvement in the dis- 
tributor’s approach to the problems of 
merchandising, Lloyd B. Mize (Indus- 
trial Supply Corp., Richmond) proposed 


his company’s product. 

He pointed out that his firm has dis- 
tributors send men into the factory for 
special training and “this training is 
strictly business every minute they are 
with us.” Experience has shown, Mr. 
Caldwell continued, that it is better to 
have no more than three men at one time. 

Mr. Caldwell praised the use of educa- 
tional films, pointing out that his com- 


several.things the manufacturer could do 
better in working with distributors. 

“Some few of you, whose products are 
no longer consumed on a three-shift basis 
in industry, realize that on your products 
we are approaching a ‘buyers’ market’, 
end sound planning of a year ago is pro- 
ducing results,” Mr. Mize said. 

The factors deserving manufacturers’ 
careful consideration in their effort to be 
more helpful to distributors, according to 
Mr. Mize, are: 

1. Product simplification and stand- 
ardization ;—Cut down on present number 
of types, styles, and sizes. 

2. Simplification of price data;—Be- 


DODD SEES NEED FOR SCIENTIFIC ATTITUDE 


MANuFactvrers and distributors of in- 
dustrial supplies and machinery must in- 
culcate the “scientific attitude” in de- 
termining, analyzing and selling their 
products in post war markets, said Alvin 
E. Dodd, president of the American Man- 
agement Association, in a brief, extem- 
poraneous talk which supplanted a pre- 
pared address on “Mobilizing for Ade- 
quate Distribution”. 





Pointing out that the eventual catching 
up of supply with demand will increase 
competition, Mr. Dodd stressed the need 
for manufacturers and distributors to de- 
pend “less on intuition and more on test- 
ing” to improve and perfect their mar- 
keting methods. New manufacturers and 
new distributors will heighten the chal- 
lenge of competition for future markets, 
he stated, and the proper use of the data 
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Distribution must 
enlarge its selling 
teams—W. Gibson 
Carey, Jr. 


Mr. Carey listed the characteristics of 
his ideal executive. A key man, he said, 
must be objective, must have a high sense 
of justice, must be consistent, loyal and 
dependable, and must exercise foresight. 
All these, blended with originality of 
thought and an analytical ability, go to 
make the executive, and are qualities, he 
acknowledged, that are hard to spot. 


Training must be 
strictly business 
—W. E. Caldwell 


| 


pany has never been denied the privilege 
of showing its film to the proper people in 
an industrial plant. 


cause distributors must maintain catalogs 
and price data from hundreds of manu- 
facturers, ease and speed of reference are 
essential to distributor salesmen. 

3. Better Packaging;—Well packaged 
merchandise is easier to stock and handle, 
and has more ‘sales appeal. 

4. Better sales promotion;—More ef- 
fectively planned and executed sales lit- 
erature is sorely needed. 

5. Better representatives;—They can 
be more carefully selected and directed. 

6. Workable sales policies; — They 
should be specific and comprehensive, 
leaving nothing to conjecture, which often 
leads to misunderstanding. 


Depend more on testing 
—Alvin E. Dodd 






obtained from the field must be made 
by manufacturer and distributor alike in 
maintaining or increasing sales volume. 
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A CONVENTION innovation this year 
was the “contact lobby”. Each after- 
noon hundreds of distributors and man- 
ufacturers gathered in the Claridge 
Hotel, sought out each other and dis- 
cussed mutual problems. While not 


ideal because of the limited available 
space, the “lobby” was generally ac- 
claimed as an improvement over pre- 
vious conventions. Here are a few pic- 
tures snapped in the “lobby” as dele- 
gates discussed business. 


William L. Wahl (Farquhar Machin- 
ery Co., Jacksonville); J. B. Wallis 
(Farcuhar Machinery), and J. A. 
Gardner (Cincinnati Tool Co.). 





J. A. Beasley (Tidewater Supply Co., 
Norfolk) and D. E. Tessendorf 
(Worthington Pump & Machinery 
Corp.). 





E. Aikenhead (Aikenhead 
Hardware, Ltd., Toronto) and T. M. 
Masson (Aikenhead Hardware). 


Harry A. Burdorf (The Lunken- 
heimer Co.); V. A. Vail (Noland Co., 
Inc., Newport News, Va.), and E. E. 
Owens (Noland Co.). 





W. L. Reynolds (L. A. Benson Co., Baltimore); R. L. 
Towles (Benson Co.); T. D. MacLafferty (Carboloy 
Co.), and Charies Jordan (Charlies Parker Co.). 


H. P. Mackin (Goodyear Tire & Rubber); George Daw 
son (American Pulley Co.); R. H. Jackson (Americaf 
Pulley); Ralph Bingham (Bingham Tool & Supply Co 
Cincinnati), and- John Muller (American Pulley). 








H. E. Masback (Masback, Inc., New York); Robert E. Sweeney (Buhl T. R. Cottrell (A. Schrader’s Son) 
Sons Co., Detroit); H. W. LaGanke (National Screw & Mfg. Co.), and and R, A. Parachek (Mill & Factory 
Daniel S. Doyle (Buhl Sons), Supply Co., Toledo). 





Jack E. Cole (Raybestos-Manhattan, Inc.); George W. Marshall, Jr. (Ray- 
H. V. Waterman (Hendrie & Bolthoff bestos-Manhattan); R. S. Mars (W. P. & R. S. Mars Co., Duluth), and 
Mfg. & Supply Co., Denver) and A. J. Ernest C. Low (John A. Roebling’s Sons Co.). 
Glesener (A. J. Glesener Co., San 
Francisco). 


Harvey Ramsey (Parker Cable); E. L. Cahn (Dixie Mill Supply Franz Stone (Columbus-McKinnon Co.); 
Co., New Orleans); H. W. Richardson (Williams & Wilson, Ltd., Walter H. Gebhart (Henry Disston & Sons 
Montreal), and O. E. Marthinson (Gray-Mills Corp.). Co.), and J. S. Disston, Jr. (Henry Disston). 





O. L. Hale (W. S. Nott Co., Minneapolis); W. G. Huit 
(Hooven & Allison Co.); Adam J. Muth (Pidgeon- 
Thomas Iron Co., Memphis), and Lee Mitchell (Hooven 
& Allison). 


. 


J. Lloyd Masson (Wimberly & Thomas Hardware Co., 
Birmingham); W. John Anderson (Chattanooga Belting 
& Supply Co., Chattanooga), and Elton Hey (Union 
Hardware & Metal Co., Los Angeles). 











ALL ABOARD for ATLANTIC CITY 


Chiliy ocean breezes forced the spe- 
cial train passengers to wear their 
top coats when they arrived in At- 
lantic City. 


Comfortably settied in the club car of 
the special train, this group of dis- 
tributors and manufacturers had am- 
ple time to meet old and new friends 
before arriving in Atlantic City. 


THE CONVENTION, as any delegate will 
testify, was hard on the leg muscles. 
Here are some samples of how the At- 
lantic City conventioneers managed to 
take weight off their feet. 


Howard Williams (Mau-Sherwood 
Supply Co., Cleveland) finds the bar- 
ber’s chair a perfect place to relax. 


Wit 103 persons aboard, “The Central 
States Mitt Suppiies Special Train” 
pulled out of Chicago at 4 p.m. Saturday 
and puffed to a halt in Atlantic City at 
9 a.m. Sunday, completing the first or- 
ganized movement of Middle Western 
Distributors. 

Among the passengers were distribu- 
tors and manufacturers from the north, 
south and west. They occupied nine 
Pullman cars, including a diner and a 
club car. 

Included among the special train rid- 
ers were 24 wives of distributors. Each 
lady received a corsage as a special gift 
from Mitty Supp irs. 


Mr. and Mrs. George W. Morgan, 
Jr. (Morgan Vise Co.) find a sofa 
ideal for resting up before invad- 
ing the contact lobby. 


Arrangements for the special train 
were made with the Pennsylvania Rail- 
road by Mitt Suppuies, working with 
J. H. Ruddell (Central Rubber & Supply 
Co., Indianapolis), president of the Cen- 
tral States Mill Supply Association, and 
William Pedersen (Pedersen Bros. Too! 
& Supply Co., Chicago), president of the 
Chicago Mill Supply Association. 

Space reservations were handled by 
Miss Anne Greene, executive secretary 
of the Central States Association. 

There were fewer people in the group 
for the return trip and, as a consequence, 
four special cars were hooked onto a 
crack train to take the distributors home. 


Jerry Garvin (Gary Screw Co.) and 
J. F. Bennett (Couch & Heyle, Inc., 
Peoria) sit to talk things over as 
they wait for an elevator. 











F ORTY-FIRST ANNUAL meeting of mem- 
bers of National Supply and Machinery Dis- 
tributors’ Association devoted to analysis of 
problems facing the industry and discussion 


of action programs of committees. 








NATIONAL 
ASSOCIATION 


Reviews Current Problems 


DO A BETTER SELLING JOB 


For MEMBERS of our industry, V-J Day 
brought something more than the end of 
hostilities; it brought the realization that 
it would be necessary to evaluate our efh- 
ciency, revitalize our operations and more 
than all else, prepare to do a better sell- 
ing job, declared Eugene F. McCarthy, 
retiring president of the National Supply 
and Machinery Distributors’ Association 
(Beals, McCarthy and Rogers, Inc., Buf- 
falo, N. Y.) as he turned over the presi- 
dential gavel of the National Association 
to William M. Patterson (president, 
Frick and Lindsay Co., Pittsburgh, Pa.). 

“Of paramount importance to every 
distributor today is the maintenance of 
his margins of profit,” Mr. McCarthy as- 


serted. “If we are to continue to operate 
successfully, our margins must be pre- 
served. As long as the OPA is continued 
in existence with a free hand to juggle 
margins along with ceilings, we must be 
on the alert to fight each new attempt to 
throttle distribution. So far the most, 
and only, effective way to fight the OPA 
has been through members of the Con- 
gress. I know that a great many of our 
members have cooperated with our recent 
requests to protests to their senators and 
congressmen but others have not. Believe 
me, these requests are not unnecessarily 
frequent nor are they based on a mere 
hope that such action may produce re- 
sults. We know that well-written letters 


Evaluate efficiency and revitalize 
operations, urges Eugene F. Mc- 
Carthy. 


and telegrams and phone calls get real 
results—so the next time you are asked 
to contact your senators and congress- 
men, do so at once and do not hesitate to 
state your views clearly and forcibly.” 


MANUFACTURER-DISTRIBUTOR RELATIONS CAN BE IMPROVED 


“INDUSTRIAL DISTRIBUTORS func- 
tion as the sales representatives of 
manufacturers and the conditions 
under which they operate are in 
many instances governed by the 
contracts and agreements they 
make with their sources of sup- 
ply,” stated R. C. Neal, chair- 
man, Committee on Manufactur- 
ers’ Relations of the National As- 
sociation (R. C. Neal Co., Inc., 
Buffalo, N. Y.) in his remarks on 
his committee’s activities. 

“In an industry where relations 
of this nature exist,” he con- 
tinued, “successful and profitable 
distribution is largely dependent 
upon two basic factors-—first, the 


Distributors’ obligations 
to manufacturers are 
definite and inescapable, 
warns Ray C. Neal. 


overall policy of the manufacturers we refiresent, and second, 
the kind of cooperation they extend to us in the functions we 
perform as their sales representatives. 

“In making that statement as the premise of my remarks, 
I do not mean to imply that distributors lack responsibility for 
the efficient execution of their part in this contractual rela- 
tionship. Quite the contrary is true. Their obligations are 
definite and inescapable. But the point which must be con- 
stantly borne in mind is the fact that the distributor’s ability 
to carry out those obligations, to meet competitive conditions, 
to render the service required and expected by manufacturers 
in our promoting the sales of their products and to render 
the service industrial users anticipate, rests upon sound trade 
relations.” 

In answering the question: What can the manufacturer and 
the distributor do to foster better trade relations, Mr. Neal 
listed the responsibilities of (1) the manufacturer and (2) 
the distributor. 














Manufacturers’ responsibilities: 


(a) Manufacturers should clearly state and adhere to a defi- 
nite sales policy which covers all of their relations with their 
distributors. 

(b) Manufacturers should not engage in direct competition 
with their distributors. 

(c) Manufacturers should incorporate selective distribution 
in their merchandising program instead of placing their lines 
with so many outlets that none of them can develop profitable 
volume. 

(d) A well-planned advertising campaign to inform users of 
the manufacturers’ product is a desirable adjunct and it should 
encourage industrial users to rely upon the distributors’ serv- 
ices. 

(e) Manufacturers should develop a program for training the 
distributors’ salesmen. 

(f) Provide adequate margins that equitably compensate the 
distributor. 

(g) Set up differentials favorable to distributors who carry 
stocks. 

(h) Utilize their rights to suggest resale schedules. 

(i) Use the facilities of distributors for carrying stocks in- 
stead of setting up independent warehouses. 


ESTABLISH POTENTIALS 


“It Is TO THE distributor’s own advantage 
to establish potentials on every major 
line,” is the belief of H. E. Torell (man- 
ager, Supply Department, Syracuse Sup- 
ply Co., Syracuse, N. Y. 

Mr. Torell outlined the steps followed 
by Syracuse Supply in setting potentials 
by lines. “The first stage in our procedure 
is to ‘pump’ the manufacturer. Having 
created the product, he must know some- 
thing about the usage. This sounds easy 
but it produces some of the most puzzling 
answers or lack of them. 

“Many manufacturers have no meas- 
ured gage of potential at all, others sim- 
ply state they would like a large volume 
of business, if they can get it, but will set- 
tle for anything. 

“How big is large and how little is 
small are left for future continuous de- 
bate. 

“What we need to know is this— 

(1) What has been the sales experience copper, etc. 





“There is gold in them thar hills,” 
asserts H. E. Torell as he points 
out it is to the distributor’s own 
advantage to establish potentials 
on every major line. 


terial, such as steel—cast iron—brass and 


(j) Provide distributors with catalogs; sales, engineering and 
technical assistance including attractive envelope enclosures 
featuring the distributor’s name. 

(k) Package their products in quantities which make for 
efficient handling. 


Distributors’ responsibilities: 


(a) The distributor after he accepts the franchise for the 
sale of any commodity accepts with it the responsibility of 
adhering closely to the sales policy adopted by his supplier. 
(b) It is a distributor obligation to maintain the type and 
kind of sales force which can adequately represent the prod- 
ucts of a manufacturer. 

(c) Distributors should handle and push only one or a very 
limited number of competitive lines of products. He should not 
expect more cooperation than he is willing to give. Handling 
several competitive brands of merchandise leads to order tak- 
ing, not constructive selling. 

(d) If a well-planned advertising campaign and program for 
training distributor’s salesmen is developed by the manufac- 
turer, it should be used by the distributor. 

(e) After adequate margins are provided by the manufacturer, 
distributors should hold them inviolate at all times for any 
potential order no matter how large. 


data and arranges initial stock selections. 
A big help in establishing potentials is 
a substantial well-rounded initial stock, 
but on a new line this is only practical if 
the manufacturer is willing to adjust in- 
ventory after the guesswork has been 
eliminated. 

“Our regular procedure is to prepare a 
work sheet for each of our several sales- 
men’s territories on every major line. This 
work sheet lists every customer the sales- 
man regularly calls on. The preferred 
time of this census taking with us is the 
period between Christmas and New 
Year’s. This whole procedure is admit- 
tedly time consuming—it takes us ap- 
proximately four full days to complete 
the estimates which are then tabulated 
and totaled. We view this time and ex- 
pense in much the same light as our an- 
nual physical inventory check-up—in fact, 
inventory and potential market are closely 
related. We are convinced, however, that 
the job pays. There’s gold in them hills.” 





of other distributors in a territory com- 
parable to ours? 

(2) Has a survey been made anywhere to 
establish a relationship between use or 
consumption with the common indices, 
such as— 

Connected load of electrical energy— 
Number of employees in a given indus- 
try— 

General population— 

Or with reference to published produc- 
tion rates of any commonly used raw ma- 
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“Second, our territory men are given a 
summary of available data on the product 
and its use and submit individual opin- 
ions on how it will sell in their territory, 
with specific reactions from a few typical 
accounts. From this combined estimate of 
sales potential in all salesmen’s territor- 
ies, we project a total dollar value to 
compare with our Purchasing Depart- 
ment’s findings. 

“Third, our departmental group prod- 
uct supervisor is given all the available 
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Systematic direction of salesmen’s 
activities improves performance, 
advises H. F. St. George. 





























BELIEVES MANUFACTURERS CAN DO A BETTER JOB 


WITH OWN REPRESENTATIVES 


C. E. GoLtwitzer (secretary-manager, Pratt-Gilbert Hardware 
Co., Phoenix, Ariz.) discussed the operating problems of an 
industrial distributor in an area such as that served by his firm. 
He pointed out that there was plenty of space in Arizona 
between salesmen’s calls. In fact, a salesman might jump as 
much as 50 miles between customers. The distances involved 
make it difficult to work with manufacturers’ representatives 
unless plenty of time is aliowed. In the first place, he pointed 
out it would be helpful if 3 weeks’ notice of arrival were given. 
Furthermore, it is advisable to break up the calls into 2 or 3 
visits per year as it would take 6 weeks to cover the territory. 
Mr. Gollwitzer stated his opposition to the use of poorly 


Manufacturers’ representatives 
should give us three weeks’ notice 
of arrival, declares C. E. Gollwitzer. 


selected and poorly directed manufacturers’ agents by manu- 
facturers. He reported that in dealing with some agents, who 
may be handling many lines, the distributor may run into 
direct selling by. the agent if the distributor doesn’t buy all the 
lines. On the positive side, he said he believed that if manu- 
facturers would survey the potentials of their territories, they 
would find they could do a better job by using their own rep- 
resentatives. 


SUCCESSFUL SALES MEETINGS REQUIRE ADVANCE PLANNING 


R. H. Russert (J. Russell & Co. Holyoke, 
Mass.) pointed out the features of a suc- 
cessful sales meeting and gave his ideas 
on manufacturers’ sales policies. “The 
most important requirement for a suc- 
cessful sales meeting,” said Mr. Russell, 
“is to have the stage set properly. In the 
first place, select a good speaker; second, 
demonstrate the use of the product and, 
third, use pictures to show applications.” 

Multiple distributors, Mr. Russell went 
on to point out, are the curse of modern 
distribution. The alert industrial dis- 
tributors know that they are partly to 
blame for this condition and they seek 
a cooperative cure with their manufac- 
turers. He cited three causes for multi- 


Multiple distributors are the curse of modern distribution, asserts R. H. 
Russell and he cites three causes of the evil. 


ple distribution. “First, there is the pol- 
icy of defense accounts,” he said. “Some 
manufacturers appoint distributors in- 
discriminately to pre-empt the outlet in 
an attempt to keep competing manufac- 
turers out of the particular market. Other 
manufacturers appoint too many distrib- 
utors for the potential of the area in an 
attempt to get one good one. 


“Or they appoint one distributor and 
if he doesn’t turn out as well as the man- 
ufacturer thinks he should, he appoints 
another. This may be repeated several 
times. But in each instance the manu- 
facturer doesn’t withdraw his stock from 
the distributors he feels aren’t doing a job 
for him. This tends, over a period of 
years, to weaken the entire distribution 
picture in the area for the particular 


product.” He then suggested cures. 

Mr. Russell went on to point out that 
he thought manufacturers should know 
the potentials of their products in a given 
area. Then on the basis of these facts, 
they should, on a selective basis, appoint 
a few good distributors and work with 
them. He indicated that if the potential 
business on a line was sliced too thin, it 
ceased to be attractive to any distributor. 


SCHEDULE SALES CALLS FOR IMPROVED EFFICIENCY 


H. F. St. Georce (vice president and manager, Industrial Sup- 
ply Department, Shadbolt & Boyd Co., Milwaukee, Wis.) out- 
lined the policy of his firm in scheduling salesmen’s calls. 
Salesmen’s records are the keys to effective organization of 
their time and efforts. 

(1) City salesmen register in when they come in each morning 
and also sign out. They are in from 8 to 9 every morning and 
the telephone girl who has the register on her desk knows 
where they are, facilitating the handling of incoming calls. 
(2) City salesmen make out master sheets of customers they 
will call on daily. 

(3) City salesmen set up call sheets for 30 days in advance. 


Country men have 60-day schedules. 

(4) Country men notify company of their routing, the hotels 
they stay at in each town, and the names of three accounts they 
call on in each town. It is thus possible to reach them at any 
time. 

(5) All salesmen file daily call reports by customers. 

(6) As the mail comes in each morning, it is sorted to segre- 
gate inquiries for quotations, etc. 

(7) Inquiries are passed to proper city salesmen for personal 
handling. Each salesman works with his own accounts. 

(8) Mail girls send out inquiries to country salesmen because 
they know where the salesmen can be reached. 
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Also on the Calendar 


iF ADDITION to the three associations’ meetings and the 
contact lobby, conventioneers had many other activities on 
their calendars. Special events included a tea and bridge 
party for wives of delegates; the Past Presidents’ Dinner; 
New Members’ Breakfasts, and a meeting of the New Activi- 
ties Committee of The National Association. 





As added insurance that attendance would be good at the 
tea and bridge party, the committee arranged to award 
nylon hose as table prizes. 





Waiting for their fourth at bridge are Mrs. Walter 
Skillen whose husband is president of the Union 
Mfg. Co.; Mrs. E. J. Wilcox, whose husband is 
vice-president of the J. H. Williams Co., and Mrs. 
Howard F. Brenholtz, whose husband is vice-presi- 
dent of the Harris Pump & Supply Co., Pittsburgh. 


One of the winners of nylons was Mrs. R. M. 
Shannon, wife of the vice-president of Bostwick- 
Braun Co., Toledo who is receiving the award 
from Mrs. Jack Kelly, hostess. 


On the eve of the official opening of the convention, 
former leaders of the three associations gathered for the 
traditional Past Presidents’ Dinner. Here’s W. T. Todd 
(Somers, Fitler & Todd, Pittsburgh) and H. P. Ladds 
(National Screw & Mfg. Co.) watching F. J. Tone (Car- 
borundum) sign the register. 


Other past presidents at the affair included H. H. 
Kuhn (Hardware & Supply Co., Akron); C. C. 
Krueger (San Antonio Machine & Supply Co., San 
Antonio) and Alvin M. Smith (Smith-Courtney Co., 
Richmond). 
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The American’s New Members’ Break- 
fast was so well attended an over-flow 
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table had to be set up. Here some About 75 American Association delegates were up bright and early Tuesday 
members talk with R. Kennedy “Bud” morning to attend the organization’s New Members’ Breakfast (scrambled eggs 
Hanson, general manager. and bacon were served). 


The new Activities Committee of the National Asso- 
ciation held a lengthy session at which members dis- 
cussed their program. R.C. Duncan (R. C. Duncan Co., 
Minneapolis,) chairman, presided. Meeting with him 
were Eugene F. McCarthy, (Beals, McCarthy & Rogers, 
Buffalo), retiring association president; A. M. Morris 
and W. F. Crowder of MILL SUPPLIES; George A. 
Fernley, advisory secretary; Henry R. Rhinehart, sec- 
retary-treasurer; and five committee members: R. H. 
Russell (J. Russell Co., Holyoke); H. H. Kuhn (Hard- 
ware & Supply Co., Akron); F. Marsena Butts (Butts 
& Ordway, Cambridge); William F. Todd, Jr. (Somers 
Fitler & Todd, Pittsburgh) and Ray C. Neal (R. C. Neal 
Co., Buffalo). 


Three other past presidents at the dinner were 
A. R. Smith (Boyer-Campbell Co., Detroit); B. H. 
Ackles (The Ray! Co., Detroit), and W. T. Ryan 
(Cutter, Wood & Sanderson Co., Cambridge). 





Caught in the act of finishing off those scrambled eggs and 
bacon was this group of new American Association mem- 
bers and official welcomers. 


Introductions ‘were in order Tuesday morning when the 
National Association played host at a New Members’ 
Breakfast. About 60 delegates attended the affair. 


Parties Were In Order 


In the Willson Products parlor (right) this group had a little private chat. 
They are: H. V. Waterman (Hendrie & Bolthoff Mfg. & Supply Co., Den- 
ver); Mrs. S. C. Herbine whose husband is associated with Willson Prod- 
ucts; W. A. Haseltine (J. E. Haseltine Co., Portland), and C. Cheston 
Carey (Carey Machinery & Supply Co., Baltimore). 


Known to virtually everyone at the convention, 
Alvin M. Smith (Smith-Courtney, Richmond) was 
flanked by fellow distributors and Worthington men 
when he attended the Worthington Pump & Machin- 
ery Corp., party (left). Included in the group are: 
E. J. Raedel (Clark Hardware Co., Jamestown); 
Mr. Smith; P. D. Baxter (Mahoning Valley Supply 
Co., Youngstown); Jack Glenn (Worthington); 
Wally Fox (Worthington); R. B. Hiley (Beech Air 
Brush Co.); R. E. M. Offerle (Clark Hardware), and 
Bill Wheeler (Worthington). 


W. D. Anderson (Gastonia Mill Supply Co., Gastonia, 
N. C.) was rewarded with hearty laughs when he told a 
story at the Pyrene Mfg. Co., party (right). Left to right 
are: Nelson Bauer (Pyrene); J. S. Crawford (Mont- 
gomery & Crawford, Inc., Spartanburg); Mr. Anderson; 
W. A. Beaumont (Pyrene), and R. F. Poole (Pyrene). 


S. W. “Sam” Gibb (Yale & Towne Mfg. Co.) employed a sweep of 
his arm to get across a point at the Yale & Towne party (left). 
Left to right are: Carl O. Hedner (Yale & Towne); Wayne Rising 
(Ducommun Metals & Supply Co., Los Angeles); George L. Stalker 
(W. J. Holliday Co., Indianapolis), and Mr. Gibb. 


Distributors from many sections were in attendance 
when Graton & Knight Co., held its regular convention 
party. In the group are: Lloyd Mize (Industrial Supply 
Co., Richmond); E. L. Alberter (Somers, Fitler & Todd, 
Pittsburgh); Sam Nunnally (Industrial Supply); M. Bi 
Barkley, Jr., (Cameron & Barkley, Charleston); W. L. 
Reynolds (L. A. Benson Cor, Baltimore), and George L. 
Abbott (Gratton & Knight). 


Smoked turkey was one of the delicacies served when the Cleveland 
Twist Drill Co., played host (left). Left to right are: D. M. O’Shea 
(Mideke Supply Co., Oklahoma City); E. T. Snider (Cleveland Twist 
Drill); R. G. Berrington (Cleveland Twist Drill); Price M. Davis, 
Jr., (Shadbolt & Boyd Co., Milwaukee), and Howard F. St. George 
(Shadbolt & Boyd). 









MANUFACTURERS 





Study Marketing Methods 
and Foreign Trade 








Fonzicn TRADE and a continuing 
marketing methods program were the 
chief topics of discussion when the 
American Association held its lone closed 
meeting of the convention. The princi- 
pal speaker at the session was John 
Abbink, president of the Business Pub- 
lishers’ International Corp., and chairman 
of the board of the National Foreign 


Trade Council. He spoke on “Our 
Markets in a Changing World.” 

J. G. Geddes (H. K. Porter, Inc.) ; 
Robert D. Black (Black & Decker); 
J. J. DeMario (Raybestos-Manhattan, 
Inc.); W. W. French (Dodge Mfg. Co.), 
and W. W. Kemphert (Worthington 
Pump & Machinery Corp.) explained 


the association’s marketing methods 


study and won a standing vote of thanks 
from the membership for the work done. 

In addition to participating in the 
marketing discussion, Mr. Black, retiring 
president, called for establishment of an 
exhibit of the industry’s products at 
future conventions and then urged that 
manufacturers have the operating men 
in marketing attend conventions. 








U. S. CAN COMPETE IN WORLD MARKETS, ABBINK SAYS 


EXTENSIVE PARTICIPATION in the develop- 
ment of international resources was urged 
by Mr. Abbink who pointed out that 
“while we have seriously diminished our 
international political influence, we are 
still strong economically, so powerful, 
comparatively, that our policies can be 
made to prevail.” 

Mr. Abbink dismissed possible protests 
of isolationists by declaring that it is a 
stark fact that the standard of living 
achieved in the United States cannot be 
indefinitely maintained against universal 
misery elsewhere. 

“Beggars will not buy our surpluses,” 
Mr. Abbink asserted, “and malcontents 
abroad are as dangerous as they would 
be at our own factory gates. Until there 
is hope and opportunity overseas, we will 
ourselves never regain the standards we 
enjoyed only a few years ago when we 
were at peace.” 

So long as increasing productivity over- 
seas is in pursuit of a higher and peace- 
ful living standard, Mr. Abbink con- 
tinued, there is no need for alarm. “The 
record of 50 years in our exports proves 
that our best customers are the nations 
whose industrial index is rising. Nations, 
just like individuals, become better 
potential customers as their incomes and 
living standards increase.” 

Mr. Abbink quoted a recent study by 
the National Planning Association which 
indicated that exports from the United 
States must be maintained at an average 
of about two and one-half times pre-war 
levels if reasonably full employment is 
to be achieved. He estimated that in 
dollars that would mean dollar sales 





totaling between seven and ten billions. 
A great part of the increase in sales will 
come from the demand for industrializa- 
tion in countries that hitherto depended 
upon supplies from Germany and Japan, 
Mr. Abbink predicted. 

“There need be no fear whatever as 
to the ability of the United States to com- 
plete against any and all comers,” the 
speaker declared. ‘Our past record of 
exporting to Latin American offers con- 
clusive evidence of our proficiency in 
foreign trade, provided markets are not 
closed politically.” 

Pointing out that there is little indica- 
tion that a political approach to peace is 
near at hand, Mr. Abbink proposed at- 
taining world stability through economics. 
The program, he continued, could be ac- 
complished in three phases: 

“The first is to notify all of our allies 
that we intend to sign commercial trea- 
ties immediately with each of our former 
enemies and the states they dominated, 
pending the settlement of other issues in 
more formal negotiations. 

“The second phase would involve quick 
settlement of the loose ends of Lend- 
Lease and a realistic rather than parti- 
san approach to the needs of various 
countries for credit to begin rehabilita- 
tion forthwith. 

“The third phase involves joint con- 
sideration by government and business in 
this country of the long-term needs for 
developing overseas markets, and the 


method of approach. There is far too 
much assumption on the part of both that 
mere restoration of our pre-war volume 
of trade will bring prosperity.” 
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“Beggars will not buy our sur- 
pluses”—John Abbink. 


ASSOCIATION TO 
CONTINUE MARKETING 
STUDY 


Support For making the association’s 
marketing methods program a continuing 
study was voted by the membership after 
the work already done was explained in 
detail by Mr. Geddes, committee chair- 
man, and the chairmen of sub-commit- 
tees. 

Mr. Black spoke on “Analysis of In- 
dustrial Distribution”; Mr. DeMario and 
Mr. French on “Sales Promotion” and 
Mr. Kemphert on “Sales Methods.” 

The report issued by the association in 
booklet form under the title “An Analysis 
of the Distribution of Industrial Sup- 
plies” formed the basis for Mr. Black’s 
discussion. He explained in detail how 
manufacturers can use the report which 
shows where the distribution centers for 
industrial supplies are located; how 
many centers there are, and an evaluation 
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of each center in relation to the total 
market. The report was based on figures 
supplied by 89 manufacturers whose sales 
through distributors in 1940 amounted 
to more than $94 millions, Mr. Black re- 
ported. He spoke in place of E. H. Wil- 
cox (J. H. Williams & Co.), chairman of 
the sub-committee which made the study. 

In their report on sales promotion Mr. 
DeMario, chairman of the subcommittee, 
and Mr. French told of canvassing the 
membership and receiving replies from 
more than 50 percent of the industry. 
They also explained in detail the report 
issued by the committee in the form of a 
booklet entitled “Better Sales Promotion 
for Industrial Distribution.” 
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“Coordination of sales effort is 
needed”—W. W. French. (J. J. De- 
Mario, chairman of the sales pro- 
motion committee is exhibiting a 
report on the committee’s study.) 


“Members’ cooperation made the 
marketing study possible’—J. G. 
Geddes. 


In speaking of sales promotion helps, 
Mr. French advised the audience: “The 
distributors have told us that they want 
imprints and they want them on the 
front cover in good bold type. This is of 
the greatest importance and it is only 
reasonable to assume that a distributor 
will be more willing to use bulletins 
which leave no doubt in the buyers’ mind 
as to where he can obtain the goods. I 
believe that in a lot of cases where manu- 
facturers complain about distributors not 
using literature provided for them that 
the answer is given ‘by the imprint or 
lack of imprint.” 

Mr. French also reported that the study 
showed distributors want ‘bulletins, en- 
closures, etc., that stress application and 
performance, that show pictures and give 
clear discriptions and specifications. 

“It is only through close cooperation 
and coordirfation of all sales effort that 
the relationship of manufacturer and dis- 
tributor can be productive of maximum 
profit and satisfaction to both,” Mr. 
French concluded. 

After detailing the work done by his 


“This material is static unless it 
is put to use’—W. W. Kemphert. 


sub-committee, Mr. Kemphert said the 
association plans to follow through in de- 
veloping action on the material by stag- 
ing regional meetings to be known as 
“Sales Management Clinics.” The ma- 
terial gathered by the committee would 
form the basis for discussions. The clin- 
ics which would be held in principal 
cities would be divided into two parts 
with one day being spent on manufac- 
turers’ sales problems and the second on 
manufacturer-distributor sales problems. 
Distributors would take part in the latter 
discussion. 

Mr. Kemphert explained that the com- 
mittee’s study resulted in a series of re- 
ports, three of which already have been 
distributed. The remaining five reports 
are now being compiled, Mr. Kemphert 
said, and will be mailed to the member- 
ship in the near future. He warned, 
though, that “all of this material is static 
and has little value unless it is put to use.” 

“You will want to study these reports 
carefully,” he continued, “as a check 
and double check on your thinking—on 
your planning, and on your action.” 










EMPHASIZING that he was expressing his 
personal views and not those of the 
American Association’s executive com- 
mittee, retiring President Black made five 
suggestions: 

1. “Our association must aggressively 
continue marketing research activities. 





























..- We must broaden those activities and 
probe deeper. 

2. “I feel we should solicit aggressively 
the attendance of the operating men in 
the marketing divisions of our ‘business 
—and by that I include those field men 
who have a voice in management or 
assume the responsibility of carrying out 
the members’ marketing policies. I be- 
lieve the distributors should have their 
sales managers, their buyers and other 
operating men concerned with market- 
ing in attendance. 

3. “A partial answer to a more busi- 
nesslike, active and helpful convention 
where operating men from both manufac- 
turers and distributors could employ 
their time to good advantage would be the 


As a token of the association’s appre- 
ciation for the work done by R. D. “Bob” 
Black (Black & Decker) as president, 
F. J. Tone (Carborundum Co.) presents 
him with a gold wrist watch. 


BLACK PROPOSES EXHIBITS AT CONVENTIONS 


use of conference booths. 

4. “The conference booth activity is a 
‘must’ for future conventions but if we 
are to achieve the ultimate for a broad- 
ened participation by more of the men 
in the industry . . . should not an ex- 
hibit of the products of our history be 
our goal? I bet we would all get the 
surprise of our lives if we were to ask 
the distributor’s sales manager or buyer 
if he would like to attend an exhibit of 
all the products of our membership, and 
at the same time be able to meet the oper- 
ating men from the factories. 

5. “I believe that the officers and the 
executive committee of our association 
are never as conversant with the problems 
of the majority of the membership as is 
necessary. I fee] that every effort should 
be made to rotate constantly men active 
in association work and to have such men 
selected from the membership at large— 
not forgetting the new members.” 














ON THE FAMOUS BOARDWALK 


Frank Cuger (Indiana Manufacturers Supply Co., Indian- 
apolis); Ben Perkins (Indiana Manufacturers Supply); Hatch (Brown & Sharpe Mfg. Co.); Harry Ruhf (Cleve- 
H. C. Grossman (National Twist Drill & Tool Co.), and land Tool & Supply Co., Cleveland), and Harry Flavell 


H. M. Ellsworth (The Ellsworth Steel & Supply Co., (W. O. Barnes Co., Inc.). 
Stratford, Conn.). 


W. C. Teare (Sterling Products Co., Chicago); Paul R. 


Mr. and Mrs. Edward H. McLaughlin 
(Union Hardware & Metal Co., Los 
Angeles). 





Mr. and Mrs. R. M. Shannon (The 


Mr. and Mrs. Ross Dickson (W. 
Bostwick-Braun Co., Toledo). 


D. Allen Mfg. Co., Chicago). 


Frank Summers (John Pritzlauf Morgan Lawton (Lincoln Engi- George M. Walker (American Saw & 
Hardware Co., Milwaukee). neering Co.) and Jack L. Car- Mfg. Co.) and Frank J. Lovett 
mitcheal (Lincoln Engineering). . (American Saw). 
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R. and Mrs. Jack Dale entertained at a dinner party. 
4 Honored guests at the affair included two newly wed 
couples and one couple, Mr. and Mrs. Horace Armstrong 
(Armstrong Bros. Tool Co.) who were celebrating their 
24th wedding anniversary. The newly weds were Mr. and 
Mrs. Herman Schultz (Republic Rubber) and Mr. and 
Mrs. W. A. Haseltine (J. E. Haseltine Co., Portland). 


All ready for the lobster dinner are Mrs. Armstrong; A. M. 
Morris, MILL SUPPLIES; Dan Northup (H. G. Thompson 


& Son Co.), and Mrs. Dale. 


A group of west coast distributors get 
together for a chat. They are: F. F. 
Holcomb (Woodbury & Co., Port- 
land); John F. Derville (General 
Tool Co., Portland); W. A. Hasel- 
tine (J. E. Haseltine & Co., Portiand), 
and E. N. Stern (Miller & Stern Sup- 
ply Co., San Francisco). 


Mrs. Schultz’ chapeau draws com- 
ments from her husband. 


. Dale leans forward to hear what 
. and Mrs. Haseltine are saying. 





Karl J. Rechenberg (Murray Co., Dallas); Harold Young (Murray Co.), 
,and R. R. Hirsh (Bunting Brass & Bronze Co.). 


S. E. Richter (U. 8. Expansion Bolt) 
and D. L. Wright (P. A. & S. Small 
Co., York, Pa.) 








Mrs. F. J. Seither and Mrs. J. D. Mit- Eldon E. Rempfert (Industrial Supply 
chell,. whose husbands are associated Co., Minneapolis) and Ben S. Barker, 
with Seither & Ellis, Newark. Jr., (Pye-Barker Supply Co., Atlanta). 





Mr. and Mrs. Bruce V. Keller (Aluminum Industries, Inc.) and 
Mr. and Mrs. M. M. Carmody (Aluminum Industries). 


C. F. Schlamp (Evansville 
Supply Co., Evansville, Ind.) 
and C. E. Kane (Orr Iron Co., 


J. D. Hershey (Dayton Rubber); W. P. Ward (Erskine- Evansville). 
Healy, Inc., Rochester), and E. E. Healy (Hartford- 
Healy Supply Co., Inc., Buffalo). 


: 
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A. Z. Moore (Steinman Hardware Co., 
Lancaster) and Paul Garrison (Stein- 
man). 
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. 


Herbert Rosen (Franklin Supply, Provi- Neil C. Hurley, Jr. (Independent Pneu- 
Bence) and Milton M. Dubin (Lincoln Sup- matic Tool Co.) and Harry Pulver (Pulver 
ply, Providence). Machinists Supply Co., Chicago). 


H. F. Brenholts (Harris Pump & 
Supply Co., Pittsburgh); E. L. Al- 
berter (Somers, Fitler & Todd, Pitts- 
burgh), and L. L. Brenholts (Harris 
Pump). 





Wilbur C. Stauble (Holo-Krome Screw 
Corp.); L. F. Edgerly (National Twist 
Drill & Tool Co.), and Robert A. Mills (H. 
W. Mills & Co., Passaic, N. J.). 





























SOUTHERNERS 
PLAN REGIONAL MEETINGS 








Lioya Mize succeeds Harry Leu as president, T. J. Kenny named 
first vice-president; Association joins trade groups organizing 


National Wholesale Trade Council 








A COMPLETE PROGRAM of association ac- 
tivities, highlighted by the resumption of 
regional meetings on topical and impor- 
tant subjects, was promised by Lloyd B. 
Mize (Industrial Supply Corp., Rich- 
mond) in an inaugural talk to more than 
125 members of the Southern Supply Ma- 
chinery Distributors’ Association in the 
Marlborough-Blenheim Hotel. The meet- 
ing was the first annual session of the as- 
sociation held in two years and Mr. Mize 
was elected president to succeed Harry 
P. Leu (Harry P. Leu, Inc., Orlando) 
who had held office since 1944. 
Theodore J. Kenny (S. B. Hubbard 
Co., Jacksonville) was advanced from 
second to first vice-president, and Rich- 
ard Alcott (Riechman-Crosby Co., Mem- 
phis) was moved from the executive com- 
mittee to the position of second vice- 
president. Mr. Leu became a member 
of the executive committee. J. L. Peebles 
(Peden Iron & Steel Co., Houston) was 
elected to the committee to succeed Mr. 
Alcott. Former members of the com- 
mittee who remain are Alvin M. Smith 
(Smith-Courtney Co., Richmond) and 
L. C. Deckbar (Woodward-Wight Co. 
New Orleans). Retiring from the com- 
mittee was Howard M. Schramm (Turner 
Supply Co., Mobile). The slate, elected 


unanimously, was presented by Mr. 
Schramm, chairman of the nominating 
committee. 

In reviewing the past two years, Mr. 
Leu explained the lack of a more or 
less formal program was due to trans- 
portation and hotel difficulties, and the 
fact that most distributors were involved 
deeply in their own problems of supply 
and manpower. 


Vital Subjects 


More serious consideration of internal 
problems of the country, especially those 
involving economics, was urged by Mr. 
Leu. The retiring president added that 
the industrial supply industry is vitally 
affected by much of what transpires in 
Washington, just as much as any of the 
industries who are represented there, and 
said distributors would do well to pay 
more attention to debates and discussions 
on these vital questions. Price control, 
tax, budget and wage legislation were 
among the subjects Mr. Leu singled out 
as meriting more consideration and study 
by distributors. 

The distributor, Mr. Leu continued, 
also can help his business and industry 
by assisting in the general task of in- 
forming customers, suppliers and the 
public about his business and industry 
and how it contributes to the economic 
welfare of his community. Mr. Leu 


John C. Pye (Pye-Barker Supply Co., 
Atlanta) chats with John G. Gilliam 
(Hajoca Corp., Chattanooga) during a 
lull between sessions, 





cited the difficulties encountered by the 
industrial supply representatives in Wash- 
ington at the start of the war. Many 
officials of the War Mobilization Board, 
O.P.A., and the War Manpower Com- 
mission had never heard of an industrial 
supply distributor, Mr. Leu said, and, 
as a result, distributors were branded as 
“mere middlemen”. Through the efforts 
of the War Service Committee and such 
publications as Mitt Suppuies, Mr. Leu 
declared, much of the odium placed on 
industrial distributors was mitigated and 
the industry was given a hearing. These 
agencies, he continued, publicized the na- 
ture and value of the industrial supply 
industry and its place in the economic 
picture. Mr. Leu said he hoped distribu- 
tors would contribute to such promotional 
efforts on behalf of the industry. 

Mr. Leu commended the officers for 
their willingness to give their time and 
money towards the welfare of the as- 
sociation and the industry and had 
special words of praise for the members 
of the Joint War Service Committee. Sev- 
eral instances of their promptness in an- 
swering hurry calls to Washington and 
other places for meetings affecting the 
industrial supply industry were cited. In 
addition to Mr. Leu, who was an ex- 
officio member of the War Service Com- 
mittee, other Southern Association mem- 
bers who served were Mr. Mize, Mr. 
Smith, C. C. Krueger (San Antonio Sup- 
ply Co., San Antonio) and Robert S. 
Page (The Henry Walke Co., Norfolk). 

After extolling the efforts of the War 
Service Committee, Mr. Leu asked for the 
report of the committee headed by John 
B. Crimmins (Mills & Lupton Supply 
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Co., Chattanooga) on the resolution to 
continue participation in a similar com- 
mittee during peace time. Mr. Crim- 
mins read the resolution adopted by the 
executive committee and recommended to 
the membership. The resolution, adopted 
unanimously, provides for continued par- 
ticipation on a.committee formed of 
members of the Southern and National 
associations. This committee, the resolu- 
tion stipulated, would act in a representa- 
tive capacity and the Southern Associa- 
tion would not be bound or committed 
by its decisions. 
| Also adopted was a resolution to place 
| the Southern Association among 30-odd 
trade associations organizing the National 
Wholesale Trade Council in Washington. 
The purpose of the Trade Council, ac- 
cording to Mr. Mize, is to weld all the 
scattered trade associations into one solid 
group for better and more effective repre- 
sentation for the wholesale industry as 
well as to promote the interests of the 
wholesale trades with the public. 


Open Forum Held 


In a report read by E. L. Pugh, secre- 
tary-treasurer, it was pointed out that the 
association was in excellent financial po- 
sition and that the membership had grown 
from 114 to 157 members, a record high. 
According to Mr. Leu, who commented 
on the report, the increase was achieved 
without any lessening of requirements 
for membership. Mr. Pugh’s report also 
revealed that the association’s headquar- 
ters in Atlanta, Ga., had been integrated 
with the Southern Plumbing & Heating 
Association for greater service and econ- 
omy. Both associations have the same 
offices and same secretary-treasurer. 

Explaining that the committee for the 
annual meeting felt that an open dis- 
cussion of problems by distributors them- 
selves would be more interesting and 
more valuable than a program of speak- 
ers, Mr. Leu served as chairman of the 
open forum. Among the topics dis- 
cussed were the practice of some manu- 
facturers to sell direct to special pur- 
chasers at a 15 per cent discount instead 
of permitting the distributor to make the 
sales; the tendency of O.P.A. to permit 
dollars and cents increases instead of 
percentage increases, a tendency which, 
Mr. Kenny pointed out, actually decreased 
the distributor’s percentage margin; the 
practice of several manufacturers to seek 
price increases without corresponding and 
appropriate increases for the distributor; 
the discount cuts on large orders of pipe, 





A group of Southern Association members discuss prospects after the meeting. 
From left to right: H. M. Young (Murray Co., Dallas); T. B. Boost (McGowin- 
Lyons Hardware & Supply Co., Mobile); J. F. Slagle and J. W. Ellis (Tennes- 
see Mill & Mine Supply Co., Knoxville), and J. F. Cumming (Battey Machinery 


Co., Rome, Ga.). 





That’s a joke, son! Howard Schramm 
(Turner Supply Co., Mobile) chair- 
man of the nominating committee 
of the Southern Association, tells 
J. S. Van Pelt (C. M. McClung & 
Co., Knoxville) a funny one after 
the association’s annual meeting. 


and the question of whether local meet- 
ings of distributors are valuable. 

In accepting office, Mr. Mize promised 
a full program of membership activity 
during the year and asked for a show of 
hands on whether members thought re- 
gional meetings would be desirable. The 
membership was unanimous in approv- 
ing the idea of regional meetings and 
Mr. Mize promised that a schedule of 
such meetings would be arranged as soon 
as possible. 

Instead of having a roll call, Mr. Leu 
called on each member present to stand 
up and introduce himself. 
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A. R. Nicolas (Kester Machinery 
Co., Winston-Salem, N. C.) and R. F. 
Cook (Batson-Cook Co., West Point, 
Ga.) excnange views on business in 
general. 
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Bob Hamilton (Dumore Co.); George Niven 
(Canadian Fairbanks-Morse Co., Ltd., Mon- 
treal); Mrs. Mary Hamilton, and Jim Tate 
(Dumore Co.). 




















M. C. Meyer (Republic Rubber); Jack D. 
Hershey (Dayton Rubber), and H. P. Schultz 
(Republic Rubber). 


& ies 


Il. Biitchik (Bronx Hardware & Supply Co., New 
York); James Lindsay (Abrasive Machinery & 
Supply Co., Newark); Jack Madsen (Madsen 
& Howell, Inc., Perth Amboy, N. J.), and R. D. 
Howell (Madsen & Howell). 
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Informal Convention Shots 








A group of Canadian distributors have breakfast at the Marl- 
borough-Blenheim with S. S. Kahn (Parker-Kalon Co.), second 
from right. The distributors are: E. Victor Vallance (Vallance 
Brown & Co., Ltd., Hamilton, Ont.); T. M. Masson and J. T. E. 
Aikenhead (Aikenhead Hardware, Ltd., Toronto); Lorne H. Eaton 
(Caverhill, Learmont & Co., Ltd., Quebec); Mr. Kahn, and Don 
Stuart (Caverhill, Learmont). 


L. M. Smith (Weldon Roberts Rubber Co.); Russell Henderson 
(Weldon Roberts); George A. McHugh (Murta-Appleton & Co., 
Philadelphia), and H, L. Appleton (Murta-Appleton). 





For More 
Atlantic City Convention Pictures, 


See pages 276-295 
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Knowing your blades 
will help you get your 
teeth into your customer's 
hand- and machine-sawing 
problems. The answers to 


these posers are on Page 
232 


QUESTIONS: 


1. Hand hack saw blades are identified 
for different applications by the number 
of teeth per inch. What are the four 
common classifications? 


2. Each of these four grades of blade is 
for use in cutting certain materials. What 
are they? 


3. What steels are used in the manufac- 
ture of hack saw blades? 


4. What is meant by “flexible back” and 
“all hard” blades? 


5. The “set” of a saw pertains to (a) the 
way the blade is connected into the frame 
(b) the angle at which the saw passes 
over the work surface (c) the way the 
teeth are bent out of line with the blade 
flat (d) the width of the blade from the 
back to the teeth points. 


6. The correct number of strokes per min- 
ute for a hand hack saw blade is (a) 
35-50 (b) 10-15 (c) 20-25 (d) 70-80. 


7. A hack saw blade should be placed in 
a hand frame (a) by hands covered with 
gloves (b) with the teeth pointing so that 
cutting will be done on the forward stroke 
only (c) with a special device called a 
“blade stretcher” (d) by an experienced 
machinist only. 


8. When should an all hard blade be 
used? A flexible, or soft back blade? 

9. What is the general rule to be fol- 
lowed in cutting with a hand hack saw? 


10. Teeth are formed on hack saw blades 
by (a) filing (b) stamping (c) gang mill- 
ing (d) forging. 

11. How is the length of a hack saw blade 
measured? 


12. If a new blade is started in a cut par- 





“To Sell Hack Sau Blades 


YOU NEED THE ANSWERS 





tially completed by an old blade what 
will happen? 


13. If an old blade is replaced by a new 
one before a cut is finished (a) the new 
blade should be ground down until it fits 
easily between the walls of the cut (b) 
the new blade should be covered with a 
thick grease, forced into the cut and 
through the rest of the work (c) a new 
cut should be started (d) the teeth of 
the new blade should be annealed until 
soft enough to be worked into the cut 
width. 


14. If vibration of thin stock prevents 
normal sawing, what can be done about 
it? 

15. Name four common causes of hack 
saw blade breakage. 


16. If a hack saw blade makes a crooked 
cut (a) the work is probably clamped 
in a crooked vise (b) the operator is 
probably inconsistent in the timing of cut- 
ting strokes (c) the blade is probably 
clamped too tightly in the frame (d) the 
blade is probably worn more on one side 
than on the other. 

17. Are all power hack saws designed to 
cut in the same,direction? 

18. How many teeth per inch do the four 
common grades of power hack saw blades 
have, and for what kind of work is each 
designed? 
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19. Why is it advisable to use a coolant 
in power hack sawing? 


20. The tension on a new hack saw blade 
should be increased shortly after the start 
of cutting and repeated occasionally as 
cutting progresses. Why? 


21. The correct number of strokes per 
minute for a power hack saw running 
dry is about 40. When a coolant is used, 
the speed may be increased to (a) 100- 
150 (b) 50-60 (c) 300-325 (d) 1000-1200 
strokes per minute. 


22. A pressure of (a) 5-10 (b) 10-20 
(c) 20-30 (d) 60-70 pounds per inch of 
tooth contact area gives the most satis- 
factory results in hand hack sawing. 


23. How should feed pressure be regu- 
lated in using a new blade in a power 
hack saw? 


24. Plenty of coolant lubricant should be 
used in power hack sawing, except when 
the material being cut is (a) aluminum 
(b) cast iron (c) thin-walled tubing (d) 
soft steel. 


25. On the return stroke a power hack 
saw should (a) be lifted off the surface 
being cut (b) go very fast so as to mini- 
mize non-cutting time (c) go very slow 
so as to prevent snagging of the teeth 
(d) go just slow enough to permit the 
blade to cool off completely before the 
next cutting stroke. 





DEVELOP A “NOSE” 


West Coast salesman divides cus- 
tomers for gears into two classes, 


explains how to approach each 


group and stresses that service is 


the important thing 


tion units can be used almost every- 

where that mechanical power is 
transmitted, so that the field for speciliza- 
tion on the part of the distributor’s sales- 
man is almost inexhaustible. It is 
characteristic of the average customer 
that when he asks for a certain gear 
combination he thinks he knows exactly 
what he needs, whereas in a great many 
cases, if not the majority, his problem 
can be solved better by another combina- 
tion that will be more satisfactory and 
economical. Therefore, specialized en- 
gineering knowledge applied by the 
salesman builds up a coterie of satisfied 
customers who will stay with him. 
Finally, while gear combinations are not 
a solution for all power transmission 
problems, a trip through almost any 
plant will disclose places where gears 
can be so applied as to save the plant 
owner a great amount of maintenance 
expense and definitely increase produc- 
tion, so the salesman has all the oppor- 
tunity in the world to nose out new 
business. 

Customers for gears fall naturally inte 
two general classes. First, there is the 
individual plant operator who buys gears 
for various drives in his plant. The 
second type is the manufacturer who 
uses gears as an integral part of the 


te COMBINATIONS and speed reduc- 



















FOR GEAR SALES 


By R.A. SANFORD 


Sales Engineer, Garrett Supply Co., Los Angeles 








Typical of the manufacturing plants where gears can be sold as an integral 
part of the product is Popcorn Equipment Co., Los Angeles. Each machine 
requires a ratio motor, coupling worm and gear and a pair of miter gears. 


product that he turns out. Both types 
are profitable for the salesman to cul- 
tivate, but the approach is different in 
each gase. 

If the prospect is a manufacturer of 
some machine or device on which gears 
should be used, it is evident that the 
start should be made as near the top 
as possible, and then work down through 
the engineering and design departments 
to thrash out the details. 

I remember particularly ohe instance 
of a manufacturer of a new small food 
processing machine which bid fair to 
have wide sales. I knew that a ratio 
motor, worm and gear and a pair of 
miter gears would solve the problem of 
drive. In this case, I would be after an 


This wet tumbler for “castings was 
formerly driven by a line shaft and 
belt which Mr. Sanford suggested 
re-rigging with this gear unit. In the 
foreground, is J. K. Fisher, of the 
Fisher Brass Foundry, Los Angeles, 
reviewing the features with Mr. 
Sanford. 


order not for one but for hundreds, 
regularly recurring. This was so im- 
portant that I wanted to make no wrong 
move, and I worked off and on for two 
months to get the right initial contact 
with the right man. He turned out to be 
the president. I had never met him be- 
fore, but the pay-off came in less than 
half an hour’s talk with him about the 
principles, economies and reliability of 
the combination I had to offer. The go 
ahead on the initial order was given at 
that interview, design details being 
worked out later with the engineering 
department. 

It is plain that prospects of this kind 
are thinly scattered compared with in- 
dustrial plants of all kinds that may 
be in the market for one or at most a few 
combinations. But plants are everywhere 
and they represent the bread and butter 
of the sales diet. They are interesting 
to follow, for you never know what is 
going to turn up. A couple of examples 
will show how this grubbing develops 
into orders. 
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A one-ton brass furnace was for- 
merly operated manually by means 
of the hand wheel. It took a long 
time to turn it down for pouring 
and then to turn it back for 
charging. 


The furnace after being rigged 
with a 3 H.P. ratio motor geared 
to a worm drive saves one man’s 
work a day and increases the pour 
one ton per day. 


In going through the Atlas Brass 
Foundry, for instance, I saw two one- 
ton brass furnaces in use. Each was 
operated by a large hand wheel attached 
to a spur gear which operated a larger 
gear to turn the furnace over in pour- 
ing. But in spite of the reduction 
employed, a 90-pound pull and many 
turns were required to pour. Then al- 
most as much time and effort were re- 
quired to get it back into charging 
position. 

It did not take too much imagination 
on my part, being gear-minded to sug- 
gest to C. L. Vincent, the foundry super- 
intendent, that the furnace be electrically 
operated with a ratio motor of about 
3 h.p. geared to a worm drive. After 
one of the furnaces was so rigged, Mr. 
Vincent reported that the electrical op- 
eration saved him one man’s time every 
24 hours and the pour of this furnace 
was one ton more a day. (See before 
and after photographs.) 

There were other advantages also. This 
old roll-back took so long that the fur- 
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nace cooled perceptibly. This was hard 
on the refractory lining, so there was 
considerable saving in refractory ma- 
terial and labor required for re-linings. 
Also, there was an appreciable saving in 
fuel. The sale represented several hun- 
dred dollars, but the customer was able 
to save this in a single month. Needless 
to say, we fitted up the other furnace in 
a similar way. 

Another customer, the American Pot- 
tery Co., Los Angeles, which manufac- 
tures statuettes, operates a number of 
“slip” mixers, in which the ingredients 
in the form of slurry, known as slip, 
must be kept in constant agitation. 

I found that they had been driving 
these mixers with old automobile dif- 
ferentials, driven in turn by belts re- 
quiring considerable speed reduction. 
These were war emergency installations. 
The differentials were old to start with 
and when one would give up the ghost, 
it was necessary to make another round 
of the junk yards to get another. Mean- 
while, of course, the mixer would be out 
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Here is the “slip” mixer after being 
converted to modern drive embody- 
ing a reductor unit. The new unit 
costs less installed than the make- 
shift automobile differential drive. 


of commission. There also were belt re- 
newals and other maintenance problems. 
Since the slip sets quickly and the mixers 
are supposed to be kept running con- 
stantly day and night, every stoppage 
meant dumping the charge. 

Under these conditions, A. N. Craw- 
ford, master mechanic, was in a recep- 
tive mood when I suggested the old 
auto parts be discarded and the mixers 
fitted with reductor units. Of the nine 
mixers, from 400 gallon capacity and 
(Continued on page 224) 





NEW PRODUCTS 


With sales 


possibilities 





Tubing Coupling 
Built-In 





A SIMPLE COUPLING which makes pos- 
sible a “10 second” joining and discon- 
necting of individual sections of flexible 
tubing has been developed for Spiratube, 
a non-collapsible, retractable tubing. The 
coupling is built into the tubing, elimi- 
nating the need of fittings. The unit, a 
flat spring steel collar, may be com- 
pressed to slip inside the end of another 
section and then released to form a 
strong, tight joint. Sections are discon- 
nected by compressing the collar and 
withdrawing the male end. The tubing 
and coupling are covered with long-fiber 
duck fabric, which has been rendered 
fire-resistant and coated with a tough, 
durable thermoplastic.—Spiratube  di- 
vision, Warner Bros. Co., Bridgeport 1.— 
Mitt Suppuies, June 1946. 


Marking Brush 


Aluminum, Pocket Size 


A POCKET ALUMINUM fountain brush for 
all-purpose marking on any surface has 
been put on the market. Using a hard 
felt pointed nib, and no larger in size 
than an ordinary fountain pen, the brush 
is excellent for production marking, in- 
specting, identification, packaging and 


108 





shipping, according to the manufacturers. 
It can be used for marking such surfaces 
as wood, paper, glass, metal, burlap, 
hemp, cellophane, plastic. rubber, leather, 
wet or dry surfaces, hot surfaces up to 
450-deg. and surfaces with temperatures 
lowered to 40-deg. below zero. It can use 
a wide range of instant drying marking 
colors which are weatherproof, water- 
proof and permanent.—Cushman & Deni- 
son Mfg. Co., New York.—Miuu Supp ties, 
June 1946. 


Pneumatic Wrench 
Small, Light 





SAID TO BE THE SMALLEST and lightest 
pneumatic impact wrench ever developed, 
a new unit for driving and removing nuts, 
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bolts and cap screws up to 3¢-in. thread 
size has been put on the market by Thor. 
Rotatively striking impact jaws, set at 
a wide radius from a spindle center to 
reduce stress, and a short, rigid spindle 
shank that delivers the blow close to the 
work are the principles in the new im- 
pact mechanism. The elimination of 
fasterners, and the streamlining of hous- 
ings reduces weight to 3%4-lbs., and 
length of tool to 5%-in.—Independent 
Pneumatic Tool Co., Chicago.—Mi.t 
Supp .ies, June 1946. 


Gearless Pump 
Built-In Drive Shaft 





A NEW DOUBLE-IMPELLER gearless pump 
with standard l-in. connections and a 
built-in external driveshaft bearing and 
base has been developed for the circula- 
tion of water, light oil and other liquids. 
Designed to eliminate the most common 
causes of pump failure, gear jamming 
and stripping, the unit employs impellers 
of several layers of a pressure-vulcanized 
laminated. material, and can pump 
equally well in either direction, accord- 
ing to the manufacturers. The built-in 
driveshaft bearing and base eliminate 
side-pull when the pump is powered by a 
drive-belt and pulley, and rule out the 











-_ 


~~ «6FLhlUrnlllO lee 





— aa a a oe 











- PRODUCT PAGE NO. MAIN FEATURE © 
Tubing Coupling 108 Built in 
Marking Brush 108 Pocket size 
Pneumatic Wrench 108 Small and light 
Gearless Pump 108 Built-in drive shaft 
Bench Drill 109 Lightweight, high speed 
Wheel Dresser 109 Lubricated 
Fly Cutters 238 Extra heavy 
Twist Drill 240 For plastics, ceramics 
Pulsation Dampener 240 Powdered metal 
Hole-Cutting Tool 242 All-purpose, adjustable 
Self-Tapping Screw 242 For thin plastics 
insert Removing Tool 244 Highly increased rotary power 
Tap Guide 244 Eliminates breakage 
Hand Knobs 246 Three new types 
Stub Drills 246 For screw machine operations 
Pump Booster , 248 No moving parts 
Floor Machine 248 Versatile drum type 
Stamping Machine 250 For name plates and parts 
Transmission 252 For flat plate or platform mounting 
Grinding Fixture 252 Precision tool 
Rivet Plugs 254 Caps cherry rivets 
Center Drill 254 Shockless 
Threading Tools 256 Carbide tipped 
Shaft Coupling 256 Aligning 
Linoleum Finish 260 Extends life 
Lamp Holder 260 Fluorescent 














MANUFACTURER 





Warner Bros. Co. 

Cushman & Denison Mfg. Co. 
Independent Pnuematic Tool Co. 
Eco Engineering Co. 

Dumore Co. 

G. J. Wallen Mfg. Co. 
New-Field Machined Parts Co. 
Nelco Tool Co. 

American Chain & Cable Co. 
Bruno Tools 

Parker-Kalon Co. 

Keller Tool Co. 

Dahistrom Mfg. Co. 

Machine Products Corp. 


Chicago-Latrobe Twist Drill 
Works 


Derbyshire Machine & Tool Co. 
G. H. Tennant Co. 
Acromark Co. 

Western Mfg. Co. 
George Scheer Co., Inc. 
Cherry Rivet Co. 

Reltool Corp. 

Carboloy, inc. 

Barcus Engineering Co. 
Lastikpli Laboratories 
Mastercraft Electric Co. 








necessity of constructing an installing an 
improvised bearing. In addition, the 
makers point out, it furnishes a solid 
base on which to mount the pump. Over- 
all dimensions are 104-in. by 414-in. by 
534 in., and capacity varies from 7.5 gals. 
per min. at 600 r.p.m. to 23 gals. per 
min. at 1800 r.p.m.—Eco Engineering 
Co., Newark.—Mit Supp utes, June 1946. 


Bench Drill 
Light, High Speed 


A LIGHTWEIGHT, high speed bench drill 





for ¥-in. drills and smaller has been put 
on the market by Dumore. It is designed 
particularly for use in the fabrication of 
small parts of metal, wood or plastics. 
The drill head is held firmly in position 
on the polished solid steel column with a 
locking device. The unit weighs but 15- 
Ibs. and is powered by a 1/30 h.p. motor 
with a range of 2,000 to 15,000 r.p.m. 
Speed is controlled by a foot rheostat, 
permitting free use of both hands for 
the drilling operation. Another feature 
is the fact that the operation is accom- 
plished by elevating the table to the 
drill] through the use of a hand control 
geared to the table—Dumore Co., 
Racine.—Miu Supptuies, June 1946. 


Wheel Dresser 
Lubricated 


Grit, which soon regular 
dressers, cannot get into the new Samson, 


destroys 


according to the manufacturer, because 
bearings and cutters are completely 
sealed in pressure-fed grease. This pre- 
vents the grit from feeding back into the 
dresser where it would ordinarily destroy 
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the bearings and shaft hole in-the cutting 
star. Accuracy is assured, as the bosses 
on each side prevent any side play, and 
the operator can “peel” or start at one 
side of the wheel and work toward the 
other, cutting under any soft metal such 
as aluminum or lead with which the 
wheel may have become loaded. Two sizes 
(Continued on page 238) 





Practical applications of industrial 


supplies to pass on to customers 


for solving their production problems 





Small Truck Dees Big Job—Devel- 
oped by the Beech Aircraft Corp., this 
small, light-weight dolly handles a 
heavy load in proportion to its size. 
Overcoming the objectionable features 
of size, weight, and expense of most 
present-day hand truck models, this 
dolly requires little space, either in op- 
eration or when idle. Beside the ver- 
satility advantage, a number of such 
small carriers can be kept readily avail- 
able in one place, or on one floor of a 
plant for immediate use. 
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Thumb clamp 
{ screw 
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Stock being 
inspected 
for size 

















Combination Gage Speeds Inspection—Where large quantities of mass 
produced parts must be inspected for tolerance accuracy, or where numer- 
ous pieces of nearly identical dimension must be assorted to preestablished 
limits within a size range, this combination dial gage and vernier caliper 
speeds the job and reduces eye strain and tedium inherent in the use of a 
vernier caliper alone. Limit gages are, of course, impractical where size 
sorting is required. The attachment operates like a comparator;—with 
vernier set to the blueprint dimension, and the dial set to zero. In gaging, 
the dial shows plus or minus variation from nominal size. As a comparator 
the device may be used as shown, or clamped to the blade itself for direct 
reading. Either way it should find many shop uses. 














Copper tube flared on end, ; Hardlened 
inside dia. slightly larger . and ground 
than dia. of spring removable 
to be trimmed ~__ 


Hardened and / 
ground stock pressed --Dowel acts as 
into base plate ----- -¥ @ pivot point 









































Trimmer Cats Small Springs Rapidly—tThis semi-auto- by the lowered blade. When the blade is raised, one spring 
matic trimmer cuts 4% in. off 3000 small diameter springs in _falls into a hole “A”, and is stopped by the side “B” of the 
one hour, a great improvement over individual hand meth-__ clevis. As the cutting blade is lowered and cuts the spring, a 
ods. Two or three springs at a time are loaded into the flared _ clearance hole “C” is aligned with hole “A” and the spring 
opening of the copper tube and fall by gravity until stopped _falls out, trimmed to correct length. 





Adapter Reduces Drill Breakage 
—This adapter, suitable for most 
portable electric drills, reduces drill- Bearing points 

breakage usually encountered in drilling / 

small holes. A hardened steel bushing Locknuf 
in a spring-loaded sliding tube con- 
stantly supports the outer end of the 
drill. The bushing’s outer end is flanged 
to fit inside an adjustable sleeve, which 
limits extension of the bushing. The 
inner end of the tube slides inside the 
threaded tube, bracketed to the drill 
nose, which also holds the sleeve. Be- 
tween flange and nut is a coil spring to 


keep the bushing against the work while 
it is being drilled, Adjustable sleeve 


_— Threaded tube 
clamped fo drill 











Nose of 
portable 
Orill 
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Pointer Shows Lathe Bore Depth 
. ‘ —Boring on a lathe to a shoulder using 
r “Pointer indicates depth of cut longitudinal carriage feed requires fre- 
quent stops for measuring depth of hole 
with a hand scale. Sometimes it is neces- 
sary to back the boring bar entirely 
clear of the hole before depth can be 
measured. This simple pointer and 
scale arrangement solved the problem. 
The right-angle pointer, of 14-in. steel 
rod, is fastened to the compound rest 
with a T-bolt and washer. The washer 
is drilled and tapped 4-20 to take the 
threaded end of the pointer. The steel 
scale is clamped to the lathe bed. After 
| = the work has been faced, the pointer is 
af ~ m4 set at the end of the scale, and it shows 
Scale clamped, YY boring depth as machining progresses. 
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Two suggestions for the storage and moving of materials in the warehouse, 
and a method for expanding the use of limited space in sales room display 
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Fred S. Pulver, a partner in the Pulver Machinists Supply 
Co., Chicago, demonstrates the rivet storage system. 


Convenient Method 


“Big Bertha” is what this rolling table is called For Storing Rivets 
at the E. A. Kinsey Co., Cincinnati. When small- 


sized stock is received and checked, it is piled After casting about for some time to find the best method for stor- 
on this castered table for removal to the stock ing its large stock of rivets, the Pulver Machinists Supply Co., 
room. The table has eliminated repeated trips and Chicago, decided on special boxes for the shelves in the rivet depart- 
has stepped up the efficiency of the receiving ment. Each box is completely enclosed with the exception of the 
room. Jack Slater is shown using “Big Gertha.” upper half of the front. On the lower half of the front part of each 


box is stenciled the size and type. 


* 


Panel Device Aids In 
Displaying Tools 


By means of a series of hinged panels, 
on which are mounted a wide variety 
of small tools and other items, cus- 
tomers at the Vonnegut Hardware Co., 
Indianapolis, can inspect a full line al- 
most as easily as turning the pages of a 
book. Abutting the front end of each 
bank of back-to-back shelving, the panels 
constitute a harmonious part of the dis- 
play theme of the sales room. Compact, 
they afford a wide selection of visible 
merchandise. 


Inspecting the display panels is H. C. 
Kirkhoff, buyer of industrial supplies, 
Vonnegut Hardware Co., Indianapolis. 
The smaller panels hinged to the large 
ones are used wherever the complete 
line cannot be shown in units of com- 
plete panels. 
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Make room for the newest member of the world’s biggest brush family! 


HERE’S been a new addition to the world’s most famous 

















od family of power brushes. It’s called the Situft and it’s the 
a most amazing little brush you ever saw. 
al- It’s built on an entirely new principle of wire suspension 
> and it can do jobs no other brush (in some cases, no other 
a. tool!) could ever do before. Its cost is almost unbelievably 
is- low—only 17¢ per brush—yet it has saved thousands of dollars 
ct, in production costs, cleaning, deburring, and surface finishing 
le internal, hard-to-get-at places. 
It’s a worthy addition to Osborn’s line of Master Wheels, 
Monitors, Disc Section Centers, etc.— brushes which have 
C. WORLD'S LARGEST MANUFACTURER won the plaudits of the industrial world. 
" ree a a A complete tool crib containing one each of 12 sizes (%4" 
ge to 1%’) and 2 holders costs only $2.85. Kits and open stock 
“ (3. dozen te a box) available from your Osborn distributor. 





THE OSBORN MANUFALTURING LOMPANY 
5401 Hamilton Avenue Cleveland, Ohio 
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Area 
North Adantic 


Southern 


Nerth Central 


Western 


Pacific 








Mar. 
Apr. 


Mar. 
Apr. 
Mar. 
Apr. 


Mar. 


Apr. 


Mar. 
Apr. 


Sales 
indicator 


284.0 
291.0 


309.0 
264.0 


226.0 
237.0 


312.0 
398.0 


219.0 
307.0 


Order per Volume 


Salesman per 

perDay Salesman 
19 $13,930 
15 12,740 
19 $18,130 
17 14,860 
14 $14,250 
16 13,040 
* $11,960 
15 14,050 
10 $7,460 
13 6,920 


*& Omitted because of insufficient data. 




















1945 









































JFMAMJJASOND JFMAMJJASOND 


114 


BSEnG 
Rage 
f. 





A 


Size of Orders per 
Average Working 


$26.25 
31.05 


$33.30 
28.70 


$32.95 
32.30 


* 
44.50 


$19.27 
21.21 
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THE SALES INDICATOR for April climbed to 275, extending the general upward trend in effect since the beginning of the. 
year. The average order amounted fo $29.26, with little change from the preceding month. Orders per working day rose 
to 99. The salesman's volume for April was $12,930, and he averaged 15 orders per day. 
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Re, 422 "Power Vise Stand" con- 
verts hand tools to power tools for 
threading, cutting, reaming pipe. 


No. 502 "Pipe Master," the lowest 
priced my portable ower 
pipe machine on the mar <et. 


& 





No, 562 "Tom Thumb," another 
Oster qe ter 2 nae pi machine 
accuracy. 


& 


fie. | ft. by 2 stoned fc rotary die- 
ned for threading 
is, =. saat pipe, nipples, etc. 












ht ions Oe Gee See eee ee ee ee ee ee 


Be i 
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| >. . a ee Junior" . 
power pipe machine for 
pak A "treading of the smaller 
si ty 





Cueto “Rapiduction™ floor-ty 
high speed Rig Be “y= tented: 
ing ma chines. in three sizes. 







Oster "Wilco" power threading 
machines designed for er 
and production threading. Two sizes. 






Oster No. 300 Series general purpose 

ing machines with revolving 

die-head and open type vise. 
Three s 





No. 542 " bey Junior" baa 
canes & open 
vise, andes ae fe 

threading work. 



























The demand for the Oster "Rapiduction 
Junior" No. 542A machine is due to its 
ability to maintain high speed produc- 
tion on a wide variety of standard 
and special threading jobs. 







The revolving die-head and open type 
vise make it possible to handle the 
stock in and out of the machine at 
maximum speed. Unusually high pro- 
duction is obtained in threading bolts, rods, studs, 
pipe and nipples. 











Examples of production speeds: !/,"" N. C. Bolts, 420 per hour. 
134" N. C. Bolts, 295 per hour. Standard steel pipe with 
full length Briggs thread cut on one end, 480 per hour. I!/," 
pipe, 206 per hour. Comparable high production is obtain- 
able on all other work within range of machine. 


Standard range is !/4" to 134". Pipe or Nipple range is 
Vg" to 11/4". For complete details about the Oster No. 542A 
machine write for illustrated Catalog No. 23. 


machines make jobs Hi 











THE OSTER MANUFACTURING COMPANY, 2041 EAST Gist ST., CLEVELAND 3, OHIO, U. S&. A. 
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Small Business Tax ° 
Aid Asked By Paul 


Reforms of corporate income taxes that 
would balance encouragement of con- 
sumption with investment without depriv- 
ing the Government of needed revenue 
were proposed by Randolph Paul, execu- 
tive assistant to President Truman, at a 
dinner of the Tax Executives Institute in 
New York City recently. Mr. Paul. for- 
mer general counsel of the Treasury. ad- 
vocated the elimination of the corpora- 
tion tax altogether or that it be replaced 
by a nominal franchise tax for small 
corporations with a limited number of 





DISTRIBUTOR'S BAROMETER 


Changes in wholesalers’ sales for 
March, 1946, as reported by the Bureau 
of the Census, Department of Commerce, 
in cooperation with the National Associa- 
tion of Credit Men. 


Percentage Changes 
Mar. 1946 Mar.1946 From3 


vs. vs. Mos. 
Mar. 1945 Feb. 1946 1945 





Automotive 

EE <b awads ct +42 +5 +36 
Industrial 

ee —2 +9 +2 
Paints & 

Se +19 +26 +17 
General 

Hardware ......... +24 +11 +27 
Plumbing & 

Heating Supplies ... +23 +20 +27 
Lumber & Bldg. 

NT singin ton oo a +17 +3 
Machinery, Egqpt. 

Supple ........ 4 +12 +7 

ME sescakaee bess a +16 +5 
4116 
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stockholders. He said this would be ac- 
complished by granting to these corpora- 
tions and their stockholders the option of 
reporting as partnerships. 

“The partnership method of reporting 
corporate income would give complete 
relief from ‘double taxation’ and wipe 
out the discrimination in favor of inter- 
est income.” Mr. Paul added. “Where it 
was not applied—to large corporations 
with separate economic entities—I believe 
relief should be given by making a sub- 
stantial differentiation in favor of cor- 
porate profits which are distributed as 
dividends. A differential in favor of dis- 


2 





; 
2% 48 ae 
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tributed corporate earnings would par- 
tially offset the existing premium on the 
use of borrowed, rather than equity, 
capital.” 


More Tool Dealers 
Licensed By WAA 


A total of 187 more approved dealers 
were licensed to solicit and negotiate 
sales of Government-owned surplus ma- 
chine tools and other production equip- 
ment under the agency-dealer plan for 
surplus property, it was announced by the 
War Assets Administration. 


Distributors Voice Objections 
To OPA Absorption Policies 


Four members of the War Service Com- 
mittee of Distributors of Production 
Equipment and Supplies protested vigor- 
ously against the price absorption poli- 
cies of OPA at a conference called by the 
Distribution Price Branch, Consumer 
Goods Price Division, of OPA in Wash- 
ington recently. The committee mem- 
bers attending the parley, which was 
called to discuss policy, were Percy Rid- 
ings of Syracuse Supply Co., Syracuse, 
N.. Y.; Lloyd B. Mize, Industrial Sup- 
ply Corp., Richmond, Va.; Charles T. 
Bush, The Charles A. Strelinger Co., De- 
troit, and B. O. Schmaling, The Factory 
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Supplies Co., Rockford, Ill. 

The meeting was attended also by a 
committee from the wholesale hardware 
trade. All present emphasized the fact 
that it is not possible for the industry 
to continue to sell at old prices and be 
required to pay more for products sold, 
as well as higher wages and other in- 
creased costs. 

Recent extendable price increases 
granted were interpreted as signs that 
the distributors’ campaign against ab- 
sorption was bearing fruit. Either per- 
centage or dollar and cents increases 

(Continued on page 228) 








ALEMITE HAS THE EQUIPMENT 


For Every Lubricating Need of Industry 


CASH IN ON THIS BIG OPPORTUNITY 


You need never be stumped by any industrial lubricating problem. Alemite has 


developed and makes equipment that fills the bill to a “t." Shown on this page 


are just a few pieces of Alemite equipment you can sell right now. 


ALEM!E 
Alemite 
Electric Lubrikart 


Model 2428-C, a complete lubrication department on wheels 
equipped with a new electric high pressure pump. It’s 21” 
wide, 5514” long, 39” higl, Ideal for high pressure lubrica- 
tion, filling hydraulic systems, Servicing oil reservoirs, lubri- 
cating gear housings, refilling oil cans and grease guns. Write 
for complete details. 


a 





Alemite High Pressure Volume Delivery Gun 


Model 6679 is a rugged, precision-made gun that can take 
abuse and still do a dependable lubrication job. Has a 21 oz. 
capacity—handles fibrous, heavy and light bodied greases. 
Easily develops up to 5000 Ibs, pressure. Fills through a 
loader valve, or by removing the cylinder head. Used with 
hose or adaptors for lubricating all kinds of pressure fittings. 
Write for complete details. 


Write for catalog which gives complete details 
about new Alemite Lubrication Equipment 


Get completely up to date on the latest, modern Alemite Equip- 
ment. You may be missing out on profitable sales. Rernember — 
Alemite works with industry in solving tough lubrication prob- 
lems. Cash in on this vast “know-how,” and Alemite's advertis- 
ing to your customers and prospects, Alemite, 1886 Diversey 
Parkway, Chicago 14, Illinois. 


Alemite 
Portable 
Air Powered Gun 


Model 6184 — a 25-Ib. 
capacity gun, provides 
fast, positive, high pres- 
sure lubrication with 
light bodied greases. It 
delivers 12 ounces per 
minute with 100 pounds 
air pressure—develops 
grease pressure 33 times 
air pressure. Is easily 
rolled about on 3 Bas- 
sick casters. Write for 
complete details. 


+ Alemite Loader Pump 


Model 6425 . . . portable, 35-Ib. 
capacity pump for loading grease 
guns with light-bodied and semi- 
fluid lubricants. A very practical 
unit where machines being serv- 
iced are some distance from main- 
tenance departments. Economical 
because it delivers lubricant only 
when gun is placed on loader 
valve. Complete with adapters 
and bracket for carrying gun. 
Write for complete details. 


ALEMITE 


U.S. PAT. OFF, 


Fount in Modern Lubrication 
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THE CRIPPLING soft coal strike, which 
was the inevitable result of a short-sighted 
national labor policy, has taken a bite 
out of steel production that cannot be re- 
placed. This is only ‘one of the setbacks 
to industry and transportation which, in 
all their phases, depend so heavily on the 
steady flow of fuel. 

The speed with which the flow of goods 
is resumed after strikes are settled is of 
major concern now. When a link is 
broken near the consumer end of the 
chain of goods-in-process, the flow of fin- 
ished goods to the consumer is inter- 
rupted almost at once. Consequently, the 
flow can be quickly resumed after settle- 
ment of a strike in an industry such as 
automobile manufacture. However, when 
the break occurs near the first-process 
end of the chain, some time elapses be- 
fore the lack of finished goods is felt by 
the consumer, and a corresponding inter- 
val is required for the resumption of flow. 
That is what happens when a strike oc- 
curs in a basic industry such as coal, 
steel, or transportation. 

During the coal crisis, curtailed steel 
operations were concentrated on the pro- 
duction of sheet, so essential to the manu- 
facture of sorely needed civilian goods. 
This, of course, was at a sacrifice in the 
production of other steel shapes for which 
there has been a steadily increasing de- 
mand since the end of war. Both the pro- 


‘Non-durable 





April* Mar. 
1946 1946 
164-168 


April 
1945 
Total Production... . 230 


Durable 
Moneufactures ..... 

Non-durable 
Manufactures .... 


187 182 336 


164 166 174 


* These figures are preliminary and. subject to minor 
revision on the basis of additional data. 





ducers and distributors of steel must re- 
sign themselves to a shortage of steel for 
some time to come. 

Another serious metal shortage con- 
fronting industry is that of copper, whose 
production in April was cut by strikes 
and an unfavorable price situation to the 
lowest point since February 1934. The 
copper shortage will drastically handicap 
the manufacture of many consumers dur- 
able goods and further accentuate the 
lack of fractional horsepower motors. 

Despite the many post war production 
pitfalls and the ravages of misused labor 
responsibility, it is felt that the general 
upward trend of overall production will 
continue. Purchasing power and diversi- 
fied need are still cracking the whip, and 
manufacturing. manages somehow to sur- 
mount the obstacles in its path toward an 
equalization of supply and demand. 

Authoritative opinion is inclined to the 


1935-39 =100 


~~ 


belief that the resumption of uninter- 
rupted production and a healthy economy 
will be a very gradual process, spotted 
with labor -unrest and price difficulties, 
It is anticipated that strikes will reoccur 
in the same main industries next year, 
and that this will continue until the ur- 
gency of production diseases forces legis- 
lation to curb abuse of labor power. 

The index of durable manufacture 
reached in April its highest level since 
the beginning of the year, spurred on 
principally by steel, automobile and ma- 
chinery output. The production of non- 
durable consumers goods remained on a 
high plane. A temporary drop in the dur- 
able index ag a result of the coal strike 
may be expéfted in May and June figures. 

Government sources are still not too 
concerned over the possibility of runaway 
inflation. To relieve the inflationary pres- 
sure of acute shortages are the slowly in- 
creasing supply of finished durable con- 
sumer goods such as automobiles and 
houses which consume large portions of 
available purchasing power, and a slow- 
down in the money supply increase. 

Predicted for the Spring of 1947 is an 
employment level of 60 millions, of which 
about 58 millions will be civilian workers. 
Thus unemployment, expected to amount 
to about 2 millions at that time, is not 
the immediate threat to our economy 
predicted a year ago. 
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Source: Board of Governors of the Federal Reserve System. 
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GRINDING “KNOW-HOW” FROM 73 PLANTS 


WAR PRODUCTION EXPERIENCE CAN NOW BE TOLD 


GETIT! READ IT! SHOWIT! 


@ Here’s a powerful new sales aid to help you sell tools—a new 
grinding application book — Here’s How! Seventy-five fully illus- 
trated case studies to sell your toughest customers. Read it—talk 
about it—show it to the man who buys tools. It’s a short cut to 
increased sales! Page after page of facts prove the advantages of 
Dumore Grinders. Here’s How shows—how costs were cut...short 
cuts made in production and maintenance ... difficult operations 
simplified .. . a wide range of unusual applications... a variety of 
WHAT IT CONTAINS new markets. Don’t fail to send for your copy of Here’s How! The 
1, INTRODUCTION. Dumore Company, Tool Division, Dept. TF31, Racine Wisconsin. 
2. LISTING of 73 companies where DistpisuToRs: 4 few Dumore Industrial Franchises are available. If you are interested 
studies were made. in handling Dumore Industrial Tools in your area, please write us for further information. 
3. PRODUCTION Grinding Applica- 
tions, Pages 10-39. 
4, TOOLROOM Grinding Applications, 
Pages 40-58. 


5. MAINTENANCE Grinding Applica- 
tions, Pages 59-65. MM 
6, DESCRIPTION of the complete Du- 
more line of Precision and Hand Grinders, 
Pages 6 to 9 and 66-69. 
AND 
7. CROSS INDEX by: Operations. Set- 2 oe SION ‘ 
ups. Special Purpose Machines. Special AND G RINDER 
Fixtures, Wet Grinding Operations. H 
Materials. Indicating Devices. Protective 
Devices. Dressing Arrangements. 








SOLD BY AUTHORIZED INDUSTRIAL DISTRIBUTOR 


stuiauisiein IN ALL PRINCIPAL CITIES 
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UBBER 
'y CLOTHING ORIGINATED 
ABOUT 1619 WHEN SPANIARDS 


J STARTED SMEARING CRUDE RUBBER ON 
CLOAKS TO MAKE THEM WATER- REPELLENT 








¢ 
A: 
THE CHRISTIAN WORLDS 
ACQUAINTANCE WITH RUBBER DATES 
BACK SOME 425 YEARS, WHEN SPANISH. EX 
PLORERS IN MEXICO FIRST SAW AZTECS 
PLAYING A GAME WITH RUBBER BALLS. 


ww 








‘ BBER HOSE EVOLVED 
FROM SMALL TUBES FOR CHEMISTS 


AND SURGEONS. 








RUBBER PRODUCTS WERE FASHIONED 
OVER EARTHEN MOULDS ®Y SOUTH 
AMERICAN INDIANS EARLY IN THE 1700'S. 
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Gilmer V-Belts for multiple drives provide dis- 
tinctive advantages that appeal strongly to the 
customer who wants top quality belts that he 
can count on for long and dependable service. 
When you explain their several exclusive 
features, you discover what so many other dis- 
tributors have learned—that an easy and 
profitable sale is certain to follow. 


Besides their extra pulling power, firm grip, 


and resistance to wear, Gilmer V-Belts have 
this important feature: they are precision 
mone wlth such a degree of exactness that 
they are “matched” to the same lengths within 
very small tolerances. They will operate per- 
fectly on any drive, under correct tension, 
without further rematching. 


Gilmer has the largest assortment of V-moulds 
in the world, enabling you to meet practically 
any V-Belt requirement. 


GILMER SALES POLICY 


Gilmer provides complete territorial protection... 
strong advertising, both publication and direct mail, 
to belting buyers... direct sales help from widely 
experienced branch office personnel... valuable 
engineering assistance when needed... adequate 
stocks in conveniently located Branch Warehouses. 


GILMER CATALOGS 


Gilmer distributors ore provided with the Gilmer 
Guide, the Kable Kord Data Book, the Gilmer 
Catalog of Special Purpose Belts, and the Gilmer 
Catalog of Belts for the Textile Industry. These 
make ordering easy. Engineering information is 
given completely in simplified form. 


L. H. GILMER COMPANY 
Tacony, Philadelphia 35, Pa. 


Division of f) 
United States Rubber Company 4 
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Swain Will Report 
Atom Bomb Test ~ 


Mixt Suppuies and the other McGraw- 
Hill business and technical publications 
will be officially represented at the atom 
bomb test this summer by Philip W. 
Swain, Editor of Power. Two other 
McGraw-Hill editors will see the test 
but not cover it. Sid Kirkpatrick, editor 
of Chemical & Metallurgical Engineer- 
ing, goes as one of the civilian technical 
observers, and Donald Fink, executive 
editor of Electronics, as a member 
of the Navy party aboard the electronics 
contro] ship. 

Mr. Swain’s reports will be written 
specifically for engineers, industrialists 
and business men. He has been active 
on the McGraw-Hill Atomic Energy 
Committee since its formation in August, 
1945. 


Hansen & Yorke 
Holds Annual Party 


The New York distributing firm of 
Hansen & Yorke. Co., Inc., took over a 
spacious room high up in the Downtown 
Athletic Club building for its annual 
party on April 26. Some 75 members 


of the supply company and representa- 
tives of its suppliers enjoyed an evening 
devoted to entertainment and good eat- 
ing, during which old acquaintances 
were renewed and new manufacturers’ 
men met the older men in the trade. 





Flanked by two old business as- 
sociates, Earle Clapp (Yale & 
Towne Mfg. Co.) poses with Ar- 
thur Yorke, left, and Jack Han- 
sen (Hansen & Yorke Co., Inc.). 





W. W. GURR 


W. W. Gurr Dies, 
24 Years With Donnelley 


W. W. Gurr, associated for the past 24 
years with the catalog department of 
R. R. Donnelley & Sons Co., Chicago, 
died on May 12. Mr. Gurr had many 
friends among industrial distributors 
and was well known for his work in lay- 
out and sale of general supply catalogs. 

Mr. Gurr received his early education 
in Chicago, and followed engineering 
studies at the University of Illinois. His 
business years were spent primarily with 
the mill supply industry, and in recent 
years he handled many of the largest 
catalogs issued in the South and South- 
west, 








Tony Torre (Hansen & Yorke Co., 
Inc.) puts his hands on the 
shoulders of Kenneth Freedell, 
left, and Roy Schmidt (both of 
Stanley Tools) while talking 
things over during the recent an- 
nual Hansen & Yorke party. 
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San Diego Distributor 
Constructs New Plant 


The Southern Equipment & Supply 
Co., San Diego, organized in 1940 by 
P. H. Davenport and Hugh McArthur 
as a partnership, is now constructing a 
unit of two buildings at 2025 Colton 
Avenue. The first building is a steel 
warehouse and repair shop, 167- by 200- 
ft., equipped with overhead cranes and 
the latest machinery for the repair and 
maintenance of tractors, farm imple- 


’ ments and heavy contractor’s equipment. 


A spur track runs through one end of 
this structure so that cars can be un- 
loaded under the cranes. 

The office and small goods warehouse 
building has a show window frontage of 
175-ft. The building is 103-ft. deep and 
also has a spur track at the rear for 
direct unloading of cars into the ware- 
house. Parking facilities for more than 
50 automobiles are provided off the street. 

Since the inception of the supply firm, 
Clifton Coates and E. T. Guymon, Jr., 
have been admitted to the partnership. 
Before starting the present company, Mr. 
Davenport was vice-president and sales 
manager, Western Metal Supply Co., 
wholesale steel and hardware distributors 
in San Diego and, following that, presi- 
dent of the National Iron Works, San 
Diego. 


French Sells Interest 
In Basche-Sage 


Dan W. French has sold a major in- 
terest in the Basche-Sage Hardware Co., 
Baker, Ore., distributing company. The 
new stock holders are James Maple, 
Frank Oliver, Joe Norton, Fred Basche 
and Ray Hindman. 

Claude Basche, associated with the 
company since 1903 and formerly sec- 
retary-treasurer, is now general man- 
ager. Mr. French has resigned as presi- 
dent, and his son, D. W. French, Jr., 
left the position of vice-president. Mr. 
Hindman has been’ with the firm for 
some years and Fred” Basche recently 
rejoined it after several years in industry. 


Wehrle Elected President 


H. B. Wehrle, formerly executive vice- 
president, the McJunkin Supply Co., 
Charleston, W. Va., has been elected 
president to succeed the late H. B. Mc- 
Junkin, who died on Feb. 27. Mr. Wehrle 
has been associated with the distributing 
company for a number of years. 












DISTRIBUTORS SALESMEN 
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1-C Tool 
* | Can Sell,More Metal-Cutting Tools 
a 
* 
: swith the Backing of SIMONDS’ New *3-Phase 
). 
m Quick Educational Course 
: =e 
f om Talkies in Color: Group meetings of salesmen will get a load 
“a - of new selling ideas from this 16mm talking movie, in full 
H A F A S AW S color, which shows every step... from Simonds steel mill to 
" i customer... in the making of “Red End” Hack Saw Blades. It 
of and how to use them ™§ also shows how to choose the right blade for each job of cutting, 
d _ = by hand or power-machine . . . and how to use them in order to 
or get best results and longest blade-life. 
e- - 
in 
t. * ° : 
n, ° Fact-Packed Charts: Here’s a quick series | Sussmann 
he of big, easy-to-read charts which cover the 
P. important points in the manufacture and use of 
r. other Simonds Metal-Cutting Tools: Files, Circular 
es Saws, Band Saws, Shear Blades and Rotary Shears, 
sd Tool Bits. Also, Simonds Flat Ground Stock. 
—" These products are sold to practically every manu- Secmetts 
in facturing plant... and a working knowledge of ton 
all of them will help build any man’s sales volume. 
n- a: * Complete “Refresher” Book for Salesmen 
Dve to Keep: This handy pocket manual gives a quick 
” a] recap of the sales information given in the movie and the 
- | chart-series. Also tells what speeds and feeds are best for 
- different jobs ... how to sharpen blades...and gives a 
" Bolt Sotide lot of other useful data that helps to sell . . . and to keep the 
, depending wpon {4° ° 
“ et om ters He customer sold on the value of the salesman’s practical 
, — 5 knowledge, which means his ability to advise. 
: Solids 
P ri be rte The more you know about SIMONDS SAWS AND 
? i FILES the more you'll sell. And here’s a concen 
r prone 
y = trated charge of sales-ammunition just enough 
, p—-pieay on for one easy, interesting meeting. Yow Can. arrange 
= to have this profit-building package presented to your 
“ bg whole sales organization... simply hy 
= ss ) with the nearest Simonds office listed belo 
d BRANCH OFFICES: 1350 Calumbie Road, 
’ 2 ROD LOLS ili: sid wi tight Ses bor Anesles 1, 
: aioe stephen an 511 $. W. Pies ivenn Porat Or: : 
6 - aiall 31 W. Trent Ave., Spokane 8, Wash.; 






Canadian Factory: 395 %&. Remi St., 
Moatreal 30, Que. 
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IN CASTER- SELLING 








Swivel or Rigid Casters? 


The customer buying truck casters is often puzzled as to whether 
he should use all-swivel, all-rigid, or a combination of swivel and 
rigid casters. In order to advise him correctly, first find out such 
details as the type of truck, its weight and load, floor conditions, 
etc., but remember. . . ee 


THE SIZE OF THE OPERATING SPACE 

IS THE MOST IMPORTANT FACTOR 
Bassick’s complete range of sizes, kinds of wheels and types of 
casters allow practically any combination to meet individual 
needs. Here are five of the more common installations: 


j 
| 
} & 
J 


dh = 





iCA 





Twe Stationery 


Twe Stetionery 
And Two Swivel And Two Swivel 


Four Stationary 
On Bolenced Center 


Best for trucks which must turn 
easily and frequently in con- 
fined areas. 


Good for light loads travelling 
long, straight distances. Eco- 
nomical. 


For medium or heavy loads on 
long distance or straight travel. 
Handles easily. 





Four Swivel 
For small areas where trucks 
must often move sideways. Best for heavy loads and for 
Hard to steer on long, straight long trucks. Turns and handles 
travel. easily. 


F Swivel And 
Two Stationary 


These diagrams appear on page 12 of your Bassick catalog No. 
122, which is packed with helpful information on truck casters. 
Use it to recommend the right Bassick Caster combination for 
maximum mobility, operating economy and floor protection — 
and to gain the customer satisfaction that means increased prof- 
its. THE BASSICK COMPANY, Bridgeport 2, Conn. Division of 
Stewart-Warner Corporation. Canadian Division: Stewart-Warner- 
Alemite Corporation, Ltd., Belleville, Ont. 


Bassick 
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Wellfords Purchase 
Dilworth Supply 


All stock of the J. E. Dilworth Co., 
Memphis and Vicksburg, Miss., has been 
purchased by Walker Wellford and his 
four sons, according to J. E. Dilworth, 
president of the company. With Mr. Well- 
ford in the purchase are Walker Well- 
ford, Jr., Harry, Alexander, and Marion 
Wellford. The elder Mr. Welford was one 
of the original incorporators of the firm 
26 years ago, and has been on the board 
of directors since the distributing com- 
pany was founded. 

Mr. ‘Dilworth will remain as president 
under an agreement made when the Well- 
ford family sold their Chickasaw Wood 
Products Co. to National Distillers, with 
the proviso that they remain to operate 
the cooperage firm for ga maximum of 
three years. Mr. Dilworth has no busi- 
ness plans for the period following the 
end of the agreement. 

A recently announced plan for expan- 
sion has been dropped by the Dilworth 
firm due to difficulties of building at this 
The new plan is to move from 
present quarters to a suitable site where 
acreage will permit sufficient parking 
space and docking facilities. 


time. 


Ekholm To Represent 
Norton In Northwest 


Norman R. Ekholm has been made 
abrasive engineer for the Pacific north- 
west by Norton Co., Worcester, Mass. 
His headquarters will be in Seattle and 
he replaces J. E. Strachan, who takes over 
sales engineering work in the Worcester 
office. Mr. Ekholm, recently returned 
from more than three years in the service. 
has been with Norton for over 11 years. 








The Eagle Supply Co., a new 
distributing firm in Paterson, 
N. J., devotes ample sign space 
to a listing of all principal lines 
carried. £ 








Six sizes, '2" to 2 


SOW Bigger Sales 


was a worthy companion for the Yarway 
Impulse Steam Trap—so the Yarway 
Strainer was born. 


Every mill supply salesman knows—the 
better the product, the greater the sales 
... and the easier made! 


That's the secret of the steadily growing 
popularity of Yarway Fine Screen Strain- 
ers. These strainers meet a long-felt need 
for a better strainer that will out-perform 
and out-last old types. 


Originally Yarway didn’t want to make 
strainers, but could not find one we felt 
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Supply house sales records speak for 
themselves—through original and repeat 
orders—of the success Yarway Strainers 
are “making. Completely described in 
Yarway Bulletin S-201. 


YARNALL-WARING COMPANY 


111 MERMAID AVENUE, PHILADELPHIA 18, PA. 











Come to headquarters for the greatest 
variety of top-quality accessories avail- 
able ... mounted and grinding wheels 
in all grades, grains, shapes and sizes 
- - - tool and cutter wheels . . . cups 
- . » internal wheels ... wheels for 
center lapping machines . . . drum 
sanders and bands . . . wire brushes 
. . « felt and rubber polishers .. . 
miniature cutters. 


You'll find ALL your requirements in 
the famed CHICAGO line! 


CHICAGO WHEEL & MFG. CO. 
1101 W. Monroe St., Dept. MB, Chicage 7, Ili. 


Send Catalog. Interested in.................2200055, 
SEs 5 ow Wh ste < won takheb 0eKeNS 5065500450006 bana eedse 


Address 
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Alfred Heller Retires 
After Almost Fifty Years 


Alfred L. Heller, Sr., vice-president 
and general manager, Heller Bros. Co., 
Newcomerstown, O., has retired after an 
association with the company of more 
than 48 years. Mr. Heller entered the 
parent concern, Heller Bros. Co., New- 
ark, N. J., in 1898, and has served in 
all major departments of the plant. 

When the Rex File Co. was merged 
with Heller Bros. in 1923, the total fac- 
tory employment was 68 people. Under 
Mr. Heller’s direction, the number grew 
steadily until it reached a peak of over 
1,500 in 1944, when he inaugurated a 
plant expansion program that also in- 
cluded the erection of a new tool works 
for the manufacture of hammers, black- 
smiths’ tools and wrenches. 

Now that he has relinquished his 


‘active business career, Mr. Heller plans 


to reside in Spring Lake, N. J. The 


| management of the Ohio company has 


been taken over officially by Lloyd C. 
Smith, who has been associated with the 
file industry for 32 years. 


| Century Mark 


For Orgill Bros. 


Orgill Bros. & Co., Memphis distribut- 
ing firm, began its 100th year in business 
in April. The occasion was marked by a 
dinner attended by about 300 employees 


_ and their wives, during which Edmund 


Orgill, president, welcomed home 37 war 
veterans who worked for the concern be- 
fore entering service. A welcome was 
also extended to 13 veterans who recently 
joined the company. 

Also honored were 63 employees who 


| have completed ten years or more with 
| Orgill. W. I. Moody, oldest employee 


and chairman of the board, presented 
service emblems to the 63. Negro em- 
ployees were given a party in celebration 
of the firm’s century mark, and 32 re- 
ceived service emblems. Nine ex-service 
men were honored at this gathering. 


New Supply Firm 
In Baltimore 


Equipment & Supplies, Inc., an indus- 
trial supply company, has been estab- 
lished at 1444 Wicomico Street, Balti- 
more 30. The announcement of the new 
firm advised that its management per- 
sonnel was made up of E. C. Rickerds, 
M. G. Fleming, R. P. Dotterer, George 
C. Wolf and J. R. Cardwell, and that 
it had already secured more than 14 main 


| lines, 

















No. 91—Thin Adjust- 
able Wrench — 4", 6’, 
o,. wis; 

No. 654 — Long Chain 


Nose Side utting 
Pliers — 6". 


No. 40 — H Lever- 
age Diago Pliers — 


No. 1950 — Lineman’s 
Side Cutting Pliers — 
Cit «Os 


The name UTICA has, for over 50 years, stood for the 
finest tools that are carefully made, tested for precision 
and balance. New methods developed during the War 
give them even longer life and usefulness—more tool 
mileage. UTICA Pliers and Adjustable Wrenches are 
sold only through recognized jobbers. 


For More Tool Mileage 


CUBRTSECAS 





UTICA DROP FORGE & TOOL 


CORPORATION 





UTICA 4, NEW YORK 
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THREE DISTINCT LINES 
OF ROTARY FILES 


y for the MILL SUPPLY HOUSE 


oe 


HAND CUT FILES 


Hand cut from High Speed Steel—recom- 
mended for burring ferrous metals. 


ve 


\ 


‘ 


2 


GROUND BURS 


Ground-from-solid High Speed Steel blanks— 
recommended for burring on non ferrous 
metals, plastics and wood. 


| 


\ 


W. 


\ 
| 
4 


CARBIDE BURS 


Ground-from-solid Cemented Carbide blanks 
—recommended for long life and maximum 
economy. 


Profitable These complete lines—other shapes and 
sizes available in both 4” and 1,” 


shanks—offer maximum turnover with minimum investment. 


FORD 
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Leukens Made Executive 
Of Worthington 


Norman F Leukens has been elected 
secretary and treasurer of the Geo. 
Worthington Co., Cleveland distributing 
firm. He joined the company in 1942 as 
a specialist in federal and state taxation. 
Mr. Leukens is a member of the Con- 
trollers Institute of America and the 
Cleveland Chamber of Commerce. 


Raymond Higgins Dies, 
Kelley-How-Thomson Head 


Raymond Walter Higgins, president of 
the Kelley-How-Thomson Co., Duluth dis- 
tributing company. for the past three 
years died March 28 at Phoenix. Ariz. 

Mr. Higgins joined the supply firm as 
credit manager when it was formed in 
1902. He was also a director of the Shat- 
tuck-Denn Mining Corp., New York. He 
was a member of the Duluth Chamber of 
Commerce, Kitchi Gammi and Northland 
Country Clubs, and the Chicago Club. 

He is survived by his widow and three 


sons, 


New Sales Agents 
Appointed By SKF 


Appointment of seven field representa- 
tives to as many district and branch sales 
offices of SKF Industries, Inc., was an- 
nounced recently. New field represen- 
tatives are J. K. Redding, Philadelphia 
office; L. E. Jacobs, former Navy lieu- 
tenant commander, Buffalo; W. S. Cor- 
neille, Milwaukee; F. O. Hamlet, Chi- 
cago; G. E. Mayhew, Cleveland; B. J. 
Fraher, Detroit, and C. L. Eberlein, At- 
lanta. 

T. I. Haley and A. C. Barth, field repre- 
sentatives, respectively, in the Portland 
and Dallas offices, rejoined SKF after 
serving in the armed forces. Approxi- 
mately one fourth of the 2,088 employees 
of the firm who served in the armed 
forces have returned to their jobs. A 
total of 528 veterans have been rehired 
and 105 veterans, not formerly employed 
by the company, have been added to the 
payrolls. 

The company was awarded the Associ- 
ated Business Papers certificate for out- 
standing effectiveness of recent advertis- 
ing campaign “SKF Puts The Right Bear- 
ing In The Right Place,” a 12-ad series 
prepared by Geare-Marston, Inc., Phila- 
delphia and New York. Seven hundred 
and fifty ad campaigns were judged in 
the contest and 40 awards were made 
recently in New York. 




















Congress has acted—and along these lines—sines 
have taken one step forward. If he vetoes i 


THE LABOR CRISIS 


—it’s up to Congress 


strate conclusively that, under the sponsorship 

of the federal government, the power of organ- 
ized labor has been built up to a point where it can 
be used to paralyze the economic life of the nation. 
Therefore, in the elemental interest of self-preserva- 
tion, the first order of the day is to cut down the 
power of organized labor to a point where irre- 
sponsible leaders no longer have the power to use 
it to cut down the country. 

This will prove an exceedingly complicated job. 
The federal government, over a dozen years,. has 
developed and buttressed the power of organized 
labor by many separate steps. They are interlaced 
in a pattern which cannot easily be unravelled. 

Cutting down the power of organized labor to 
proper proportions will be an operation almost as 
delicate as brain surgery. To be successful it must 
impair no basic American political or economic 
right. It must leave intact the right of workers to 
organize and bargain collectively through represen- 
tatives of their own choosing. It must leave intact 
the right to strike. But it must disassociate from 
the exercise of these rights opportunities for devas- 
tating abuse of the public welfare such as those 
demonstrated by Mr. Lewis. A meat axe is not the 
instrument for this operation. 

Because of the complexity and delicacy of the 
operation to be performed it would be helpful if 
it could be carried out in a tranquil atmosphere, 
The urgency of the problem is such, however, that 
no time can be lost in getting at it. 


T HAS remained for John L. Lewis to demon- 


Guiding Principles 


However, the dangers that haste or heat will lead 
to serious blunders can be largely eliminated if 
the process of bringing the power of organized labor 
back within safe and reasonable bounds is governed 
by principles to which all fair minded people can 
fully subscribe. 

The most important of these principles is that it 
is an abuse of public authority to extend special 
privileges to organized labor. 

When in 1935 Congress passed the Wagner Labor 
Relations Act, one of the great buttresses of the 
power of organized labor, it was upon the explicit 
theory that organized labor was weak and needed 
coddling by the federal government if it were to 
survive, let alone grow big and strong. In the policy 


section of that act it was stated that “the inequality 
of bargaining power between employees who do not 
possess full freedom of association or actual liberty 
of contract, and employers who are organized in 
the corporate or other forms of ownership associa- 
tion substantially burdens and affects the flow of 
commerce ... ” 

Regardless of whether or not that was a correct 
reflection of the situation in 1935, it bears no rela- 
tion to the situation today. Under the continuous 
sponsorship of the federal government, the power 
and bulk of organized labor has waxed until today 
it is preposterous to regard it as the weak sister 
in its bargaining with employers. If, after being 
continuously demonstrated since V-J Day, the prop- 
osition that the pendulum of organized power has 
swung too far over on the side of organized labor 
needed any final and clinching demonstration, John 
L. Lewis provided it. 


Changes in the Law 


Translation of the principle that organized labor 
is no longer a weakling, requiring a diet of special 
privileges, into specific legislative enactments is a 
detailed technical operation beyond the scope of 
this statement. It is possible, however, to indicate 
some of the general lines it should follow. Here 
they are: 


1. The duty to bargain collectively, now imposed 
upon employers by the Wagner Act, should also 
be imposed upon the leaders of organized labor 
who are now under no legal compulsion to bargain. 

For well over a month Mr. Lewis made a 
complete mockery of the process of collective 
bargaining by refusing even to state his demands 
until the coal operators had approved “in prin- 
ciple” a plan for a miners’ “health and welfare” 
fund which he fancied. In the meantime the 
country was plunged into an ever deepening 
crisis. 

2. Unions, as well as employers, should be made 
liable to suit for damages for breaking their collec- 
tive bargaining agreements. 

A degree of responsibility commensurate with 
their age and power requires that unions be 
liable, to the extent of union funds but not the 
funds of individual members, for carrying out 
their agreements. To have it otherwise is to hold 
that a collective bargaining agreement is, by defi- 





nition, a phoney agreement so far as the union 
is concerned. Outlaw strikes are the fruit of this 
lop-sided arrangement. 


3. Employers should be given more discretion, 
in reinstating employees who have gone on strike 
than is now permitted by the Wagner Act. 

The Wagner Act largely eliminates the risks 
involved in striking because of the requirements 


it imposes upon employers to take workers back _ 


when they have decided to return to work. 
These requirements make it virtually impossible 
for the employer to replace workers even if they 
are engaged in the most unjustifiable of strikes. 
At the least workers who have smashed up prop- 
erty and stirred up violence in the course of 
a strike should have no rights under the Wagner 
Act. How much further the Wagner Act strait- 
jacket should be loosened at this point should 
be carefully explored, and excesses encouraged 
by the Act should be removed. 


4. The wedge which the National Labor Relations 
Board has driven into the orderly conduct of Amer- 
ican industry by holding that foremen are covered 
by the Wagner Act should be eliminated. 

The issue involved here is continuously mis- 
labelled and confused as that of the right of 
foremen to organize. There is no question of 
the right of foremen to organize any kind of a 
legal organization they desire. That is their right 
as American citizens. The issue is whether or 
not the special privileges accorded by the 
Wagner Act, which in some circumstances has 
been so construed as even to prevent employers 
from talking with their workers, should be ex- 
tended to foremen who, if American industry is 
to have a chance to do its duty effectively, must 
represent management with full loyalty and 
responsibility. ’ 

A member of John L. Lewis’ United Mine 
Workers takes an oath which provides, in part, 
“that I will not reveal to any employer or boss 
the name of anyone a member of our union” 
and will “defend on all occasions and to the 
extent of my ability the members of our orga- 
nization.” Mr. Lewis insists that the coal opera- 
tors contract to deal with foremen to be organ- 
ized in a union where they will take that oath, 
and where their activities will be separated from 
the influence of employers by the barriers im- 
posed by the Wagner Act. Such an arrangement 
undercuts orderly management of American 
industry. 


3. The exemption of labor unions from the fed- 
eral anti-trust laws, provided when organized labor 
was presumed to be weak, should be modified to 
take account of its vastly increased strength, and 


the use of this strength to destroy business enter- 
prise and create monopoly. 

As matters stand unions can run employers 
completely out of business by secondary boy- 
cotts and run fellow workers out of jobs in the 
process. An Ohio manufacturer, working with 
a government-certified C. I. O. union, is put out 
of business because A. F. of L. workers refuse 
to handle his products. Still the government, 
this time in the person of the United States 
Supreme Court, says that actions of this sort 
are above the law because Congress exempted 
unions from the federal anti-trust laws. 

To eliminate one of the most devastating forms 
of restraint of trade, this exemption should be 
cut down forthwith by subjecting unions impos- 
ing secondary boycotts to the same penalties 
under the federal anti-trust laws as those to 
which employers doing the same thing are sub- 
jected. And the question of further narrowing 
the obsolete exemption of unions from the fed- 
eral anti-trust laws should be fully explored. 


6. The levying of special sales taxes for the exclu- 
sive benefit of unions should be prohibited by law. 
As a matter of good government the right to 
levy consumption taxes should be reserved to 
the public authorities and used strictly for public 
purposes. As a matter of good economics, pay- 
ments to workers or their organizations should 
be included in the payroll where they can be 
properly counted as part of the cost of pro- 
duction. 


Equality Before the Law 


When everything that can conceivably be accom- 
plished by legislation has been accomplished there 
is no reason to believe that an ideal or even a surely 
workable system of industrial relations will have 
been devised. Many of the mainsprings of such a 
system lie deep in the hearts of men and far be- 
yond the reach of legislation. There is no chance, © 
however, of having such a system, or even a defen- 
sible system of democratic government until special 
privileges which tip the scales of power far on the 
side of organized labor are withdrawn and there is 
some measure of equality for employers and organ- 
ized labor before the law. Though it is hard to 
believe it at the moment the country may come to 
be grateful to John L. Lewis for driving that lesson 


home so ruthlessly. 


President, McGraw-Hill Publishing Company, Inc. 


THIS IS THE 48th OF A SERIES 











IT’S THE YALE CABLE KING WIRE ROPE 
ELECTRIC HOIST—the hoist that gives you a 
pat hand of outstanding selling features. Top 
ace among its many royal qualities is AIR 
COOLING, an exclusive Yale development that 
provides peak hoisting performance in heavy- 
duty service by eliminating excess heat. And 
here’s another big ace! Only the Cable King 
has a load brake with positive lubrication: 


brake heat and wear are kept at a minimum. 


But electric hoist prospects also want preci- 
sion bearings, long-life gears and shafts, rugged 
motor, safety-type load hook and block, and 
fast-action controllers. The Cable King has 
them all—and more! 

Let prospects know about these features. 
Point out how they all contribute to provide 
hoisting efficiency that eliminates “muscle 
money” —those high handling costs that go 
along with slow, effort-wasting production tools. 
Capacities range from 14 to 12 tons—so 
wherever a heavy-duty hoist is needed, the 
Cable King fills the bill. Deal yourself in on 
this money-maker—and you'll lift your income! 


The Yale & Towne Manufacturing Company 
4530 Tacony Street Philadelphia 24, Pa. 


MATERIAL HANDLING MACHINERY (2:2: 


Avarteble 


Through 
CUTS PRODUCTION COSTS... SAVES TIME... SAVES EFFORT... PROMOTES SAFETY teehee 


KRON INDUSTRIAL SCALES 
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TOPIC OF THE MONTH 





Steel Men Study Labor Problem 


Look to the future with emphasis on expanding markets, cutting 


costs, increasing service, and improving industrial relations 


MANAGEMENT representatives of steel pro- 
ducing, warehousing, and distributing 
firms from all parts of the country gath- 
ered last month at the 37th annual meet- 
ing of the American Steel Warehouse As- 
sociation in New York to discuss distri- 
bution of steel, government regulations, 
market research, disposal of surplus steel, 
and labor relations. 

Walter S. Doxsey was reeiected presi- 
dent. Elected as vice-presidents were E. 
Jungquist, Percival Steel & Supply Co., 
Los Angeles, and Frank Pidgeon, Pid- 
geon-Thomas Iron Co., Memphis. L. B. 
Worthington, United States Steel Supply 
Co., Chicago, was reelected treasurer. 


Wants Democracy In Economy 


C. M. Wuire, Republic Steel Corp., cas- 
tigated bureaucratic government and of- 
fered a program for reform of labor rela- 
tions. He stressed the value of the Case 
Anti-Strike Bill, in its original form, and 
urged measures to foster solution of na- 
tional problems on an economic, rather 
than a political basis. 

Also suggested were changes in the 
Wagner Labor Relations Act. They in- 
cluded: union responsibility equal to that 
assumed by employers; return of freedom 


Cc. M. White 
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Dr. George W. Taylor 


of speech to employers; penalties to la- 
bor unions for strikes and violence; dis- 
closure by unions to their members of 
financial position; secret ballot union 
elections; and majority approval by un- 
ion members before calling a_ strike. 
Other proposals by Mr. White were: an 
end to compulsory unionization; no un- 
ionization and divided loyalty of super- 
visory employees; and elimination of the 
union check-off. 

“T do not believe that there is one sin- 
gle provision mentioned in this platform 
which would not, in the long run, be of 
great advantage to all honest labor lead- 
ers and to an honest labor movement,” 
Mr. White continued. “Though prefer- 
ential advantages may be of valne for 
the time being, they have the disagreeable 
habit of eventually ‘kicking back.’ It is 
far better to conduct your affairs without 
favor or preference. Some day the union 
movement will find this to be the case.” 

Mr. White called for the elimination 
of OPA in the interest of stimulating 
production and ending black markets. 


Management's Stake In 
Collective Bargaining 


Dr..Georce W. Tay or, former secretary 
of the War Labor Board and authority 


| 
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John W. B. Foringer 


on labor relations, described the concept 
behind the Wagner Act as a simple one 
which, unfortunately, did not work very 
well in practice. The original concept 
was a fairly commendable one; namely, 
that labor needed an opportunity to or- 
ganize, that once organized there would 
be equality of bargaining power between 
labor and management, and that this 
equality would result in amicable set- 
tlement of differences rather than con- 
tinued friction. 

“The reason that the Wagner Act did 
not do away with labor strife,” Dr. Tay- 
lor pointed out, “is because it was based 
on the idealistic view that settlement of 
differences would be the natural and in- 
evitable result of labor and management 
merely sitting down together, without 
either party actually doing anything con- 
structive. 

“Industrial relations is a science which 
requires study to make it work, and in 
the days ahead it will have to be regarded 
as such if we are to do away with strikes 
and stoppages.” 


Labor Relations Program 


CITING THE GREAT advances made by labor 
in the past twelve years, R. J. Foster, 





R. J. Foster 
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Hardened sheet metal or tapping screws by 


5. Materials are carefully selected and tested. 


2. Case hardening is expertly controlled to assure 
strength without brittleness. 


3. Threads are sharp, smooth and hard, accurately 
dimensioned for driving and holding power. All 


screws are threaded to the head. 


4. Heads are concentric, free from burrs, and 


with true seating surface on all types. 


5. slot or Phillips Recess is correctly formed and 
well-centered, and dimensioned for ample driving 


6. Points are properly shaped—equally impor- 
tant on both gimlet and blunt point styles. 
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“NATIONAL” are “TOPS” 


“National” Hardened Sheet Metal or 
Tapping Screws, Types A and B (former- 
ly known as Type Z), are furnished in 
regular stock sizes: Round Head, Binding 
lead, Stove or Low Round Head, Oval 
and Flat Head. 

We will gladly furnish information on 
types and sizes of screws to be used with 
various metals and metal thicknesses 
and for specific applications. 





THE NATIONAL SCREW & MFG. CO., CLEVELAND 4, 0. 








Walter S. Doxsey 


Republic Structural Iron Works, empha- 
sized the importance of an intelligent 
labor relations function in every firm in 
the steel industry. 

Mr. Foster said that the common strat- 
egy of labor leaders is to have manage- 
ments of small firms in one industry sign 
contracts usually unfavorable. After sign- 
ing agreements with several small com- 
panies, the union leaders then approach 
larger companies in the same industry 
and practically force their agreement to 
a similarly unfavorable contract. 

The best defense against such encroach- 
ment by unions, according to Mr. Foster, 
is for small firms to follow certain labor 
relations principles which have proven 
their worth: 


1. Negotiation conferences should be con- 
ducted in business-like manner. 

2. Management should come to the labor 
conference equipped with full informa- 
tion on wage rates, job analysis, working 
conditions, etc. 

3. The management committee chosen to 
meet union representatives must be very 
carefully selected. 


4. Legal talent is necessary for manage- 
ment when dealing with highly trained 
labor leaders. 


Job Rating Essential 


Jos RATING and description are “musts” 
for industries required to deal with labor 
union negotiators, said John W. B. For- 
inger. U. S. Steel Supply Co., because cost 
analysis depends on comprehensive job 
analysis, and intelligent evaluation of 
union requests necessitates detailed cost 
analysis. 

Certain jobs are considered as “bench 
mark” jobs, to be used as a starting 
point in the establishment of wage scales 
for other more complicated job ratings. 
One such basic job, continued Mr. Forin- 
ger, is that of a crane operator, who 
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W. G. Carter 


spends all his time in one activity. An 
example of the intricacy of more complex 
jobs is that of the man in the small com- 
pany who performs many different tasks 
and whose value to his employer is 
greater than that of the one-job man in 
a large company. 

Mr. Foringer laid emphasis on the fact 
that union negotiators are highly trained, 
and often well educated men, and he 
stressed the importance of job analysis 
knowledge on the part of management 
representatives who must deal with them. 


Optimism For Future 


Water S. Doxsey, president, prophe- 
sied that steel will be scarce and hard to 
get during the next few months. As con- 
tributing causes to the scarcity he men- 
tioned sustained steel demand in excess 
of present productive capacity, labor 
shortages, shutdown of uneconomical fa- 
cilities utilized only during war, lack of 
new plants, and work stoppages. 
“With prospects of a steel famine dur- 
ing, the next few months, warehouses are 
especially concerned with the policies 
producers adopt for distributing their 
output,” Mr. Doxsey said. “As you all 
know, every mill has developed an arbi- 
trary plan of allocating the steel they 
make to their customers. I believe they 
are all putting their best efforts into these 
plans and are striving to do the job fairly. 
“We have every reason to be hopeful 
that the lessons the mills learned during 
the war about the cost of handling small 
orders will be practiced in the post war 
period. Today they have many of the 
same incentives for total output that they 
nad during the war years and, in addition, 
the stark necessity for cutting costs at all 
corners. Obviously, it is to their advan- 
tage to divert to warehouses to the fullest 
possible extent the small orders that 
would seriously interfere with their roll- 
ing schedules and boost their costs.” 
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George L. Tillson 
Profit Control Unwarranted 


COMMENTING on the undesirable effects 
of the government’s price schedule No. 
19, W. G. Carter, Faitoute Iron & Stee! 
Co., Inc., and chairman, OPA Steel Ware- 
house & Jobbers Advisory Committee, 
said that profit spreads are at a lower 
level than in pre-war years. Such regu- 
lations, added Mr. Carter, are a depar- 
ture from simple price control; they are 
profit controls. 

While immediate repercussions of this 
regulation are serious in the steel distri- 
bution picture, they also cloud the fu- 
ture. The committee chairman said that 
success of operations depends largely on 
uncertainties such as whether mill extras 
will have to be absorbed in the future and. 
if so, can warehouses meet the resulting 
increase in expenses. 

Mr. Carter suggested that if steel men 
teel they are being hamstrung by OPA. 
they must continue in and strengthen their 
collective effort to apprise OPA of their 
desires and needs through their Associa- 
tion advisory committee. 


Cost Analysis Vital 


FRANK M. DaucHety, Peter A. Frasse 
Co., Inc., stressed the importance of 
sound cost accounting and cost analysis 
in warehousing operations as well as in 
steel production. He believes that many 
firms have become prone to forget where 
expenses are spent, and this makes it diffi- 
cult to analyze intelligently the apportion- 
ment of costs and how costs may be cut 
in some phases to maintain a favorable 
financial position. 

“If we don’t know where our money is 
going, soon we won’t know where it is 
coming from,” Mr. Daughety said. “Costs 
raust be examined from every angle to 
find the flaws. Good accounting and good 


(Continued on page 138) 








The Simplified 
Griffin Line 


GRIFFIN TUNGSTEN 
HIGH SPEED STEEL 
for cutting toughest alloys — 
stainless, chrome, nickel, etc. 
Power machine and hand frame 

sizes. 


GRIFFIN MOLYBDENUM 
HIGH SPEED STEEL 


for most economical produc- 
tion cutting of all metals but a 
few extra-hard alloys. Power 
machine and hand frame sizes. 


GRIFFIN SOFT CENTER 


general-purpose hand saw 
blades, as flexible as soft-backs, 
as tough as all-hards. Full line 
of hand frame sizes. 


GRIFFIN NON-STRIP 


hand saw blades with teeth 
that don't break off, even when 
sawing thinnest sheet, tubing 
or conduit. 


A Name that 
Blade Users Know 


folate Mm Mole) am gel 


teady, consistent advertising directed to the metal-cutting 
trades . . . effective performance, repeated on difficult job 
after job . . . these are just two of many reasons for the wide 
recognition and acceptance accorded Griffin Hack Saw Blades. 


Precision-manufactured, with all the knowledge gained 
through more than fifty years of specialization, by one of 
America’s very oldest makers of hack and coping saw blades. 
Provided in a simplified but complete line of types and sizes 
for every kind of metal-cutting job. 


May we send you full information about the Griffin line 
and available distributor territory? 
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G-E’s complete line includes everything in stand- 
ard FLUORESCENT lamps from 14 to 100 watts, in 
white and colors. The G-E Slimline ranges from 42” 
to 96” in length, % to 1 inch diameter; instant-starting, 
with single-pin base. G-E Circline will be made 8%”, 
12” and 16” in diameter as conditions permit. 


“High-efficiency” sums up the features of General 
Electric’s MERCURY Lamps. Widely used for indus- 
trial lighting in high and medium-high bays, these 
arc-source lamps are made in 400, 1,000 and 3,000 
watt sizes. The 1,000-watt (water-cooled) lamp finds 
many uses in searchlights, studios, photo-engraving. 
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AKES EM ALL! 


G-E Filament Lamps for general lighting jobs are 
made in sizes from 6 to 1500 watts; candelabra, in- 
termediate, medium or mogul screw bases, or bi-post 
base in certain sizes. Standard lamps operate on 115, 
120 and 125 volt circuits. Others made for 230 and 
250 volt circuits and for low voltage farm service. 


Sure, your problem may be 
different. Most lighting prob- 
lems are. But General Electric 
engineers are ready to do their 
part. And they offer a wealth 
of impartial suggestions based 
on actual experience in hun- 
dreds of lighting jobs. They 
know lamps and lighting; 
know best how to help you get 
more for the lighting dollar. 
Save time and money—call 
your G-E Lamp office and get 
top results in quality lamps. 
And remember, research works 
constantly to make G-E Lamps 
Stay Brighter Longer, 


Concentrated beams and wide-spread floodlight- 
ing beams are available in G-E REFLECTOR and 
PROJECTOR lamps. Reflector Spot Lamps serve to 
high-light store displays; Reflector Flood for a spread 
beam in interiors. Projector Spot and Flood Lamps 
serve similarly in outdoor uses. 


Slay Cvighter 
Longer/ 


GENERAL ‘ ELECTRIC 
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Prof. Charles A. Livesey 


management are essential to profitable 
operation.” 


Surplus Situation Confused 


As A MEMBER of the committee formed 
to represent the steel industry and work 
out disposition of surplus steel with the 
War Assets Corp., George L. Tillson, 
Edgcomb Steel Corp., told members 
that results of negotiations have been 
sorely disappointing. 

“At a meeting we were told, not asked, 
by the War Assets Corp. how surplus 
steel was to be disposed of,” stated Mr. 
Tillson. 

Although the War Assets Corp. tried 
at first to do a good job, in Mr. Tillson’s 
opinion, political issues crept in and the 
prumises made to steel distributors have 
not been kept. Even though it is known 
that material has been moving out of 
government warehouses, it has not be- 
come available as it should have to indi- 
vidual distributors. 


Customers Surveyed 


STEEL and distributors 
were advised by Prof. Charles A. Livesey 


of the Harvard Graduate School of Busi- 


WAREHOUSERS 


ness Administration to expend effort in 
taking over more of the steel counseling 
and purchasing function for their c:ustom- 
ers and attempting to operate more as a 
department of the buyer’s business than 
as an outside supplier. 

This recommendation was the result of 
Prof. 


among customers and purchasing and 


a survey conducted by Livesey 
production executives of a group of man- 
ufacturing concerns to ascertain: 

1. how steel warehouses as a group can 
increase their share of the steel sold; 
2. how an individual warehouse operator 
can increase his sales volume; and 
3.-how to improve the relationship be- 
tween warehouses and their customers. 


138 


C. H. H. Weikel 


Queried on what they considered a 
mill quantity order as against a ware- 
house quantity order. steel users fur- 
nished answers covering a wide range. 
This was attributed by Prof. Livesey to 
the willingness of some buyers to pur- 
chase from local warehouses rather than 
from mills because of quicker deliveries, 
extra service, or savings in investment 
and space necessary to carry a large 
steel inventory, while others did not fully 
understand these advantages coincident 
with warehouse purchasing. 

When asked the number of warehouses 
regularly patronized in normal times, 
users replied with answers ranging from 
“five” to “fifteen.” “This suggests.” said 
Prof. Livesey, “that there is the possibility 
of reducing warehouse expenses by in- 
creasing the volume of business to a 
smaller number of customers. Such con- 
flicting opinions are important because 
they indicate that you have not done as 
thorough a job of selling your customers 
as the inventory facilities each of you has 
to offer would justify.” 


Drama And Change In Industry 


As A BACKGROUND against which to evalu- 
ate the ever increasing part played by the 
distributor in the steel industry. C. H. H. 
Weikel. manager. commercial research. 
Bethlehem Steel Co.. reviewed the history 
and romance @f man’s experience with 
the metal through the ages. 

Speaking of steel in the present day 
economy and the steel distributor’s im- 
portance thereto, Mr. Weikel said: 

“The importance of the distributor, 
both to the producing mills and to the 
smaller customers cannot be overempha- 
sized. A look at the record clearly shows 
how well this group fared. In 1945 for 
the first time in our history. jobbers and 
distributors took the largest share of 
steel products, almost 17 percent of the 
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W. W. Messersmith, Jr. 


Paul O. Grammer 


total production. This means that over 
914 million tons of steel went through 
distributor channels principally to small 
husiness in addition to the very substan 
tial tonnage that went direct from mills. 
“With your group as one of the largest 
of the mills’ customers, and in turn with 
yourselves dependent on the steel pro 
ducer for the supply of your merchandise. 
it is but natural that a close bond of co- 
operation and friendship should exist 
between us,” Mr. Weikel concluded. 


Reports From South 


W. W. MessersmitH, Jr., Woodward. 
Wight & Co., Ltd., said that although the 
South is not yet as highly industrialized 
as the North, steel warehousing is a most 
important industrial function there. Be- 
cause members in his chapter are scat- 
tered over nine states, meetings are not 
as frequent as they are in closer knit 
areas. Also because a majority of mem- 
bers are mill supply houses with steel 
warehousing departments, the problems 
of this Southern chapter are slightly dif- 
ferent. 


Encourages Chapter Activities 


THE success of the National Association 
depends on the activity of its separate 
chapters, stated Paul O. Grammer, Gram- 
mer, Dempsey & Hudson, Inc., and he out- 
lined the calendar of events sponsored in 
the past year by the New York chapter 
whose membership embraces 75 firms. 

Reiterating the purpose of the Asso- 
ciation as set forth in the constitution. 
Mr. Grammer added that officership in 
any chapter is not an honor, but rather 
a duty to make meetings interesting, en- 
courage attendance, and foster new mem- 
berships. Committees should be selected 
with the aim of giving as many deserving 
chapter members as possible a hand in 
administration of affairs. 








Still making Wee Friends 


| eeaazinenag LEADER in the automotive, 
aviation and other allied fields, 
Weatherhead is now rapidly gaining a host 
of new friends in the newer industries. 


All because the same thorough care is 
given every Weatherhead product, large or 
small... from its design stage, through 
exhaustive testing, in its precision manu- 
facture and final inspection. 


This Weatherhead policy has been mak- 
ing new friends for more than 25 years. 


BRANCH OFFICES: NEW YORK «+ DETROIT > 





Look Ahead with €) 
Weatherhead 


THE WEATHERHEAD COMPANY, CLEVELAND, OHIO 


vital the 
Maxafacturers of ae en 











FREE: Write on company letterhead 
for “Seeds Of Industry” —a history of 
The Weatherhead Company, its many 
facilities and diversified products. 


CHICAGO «+ ST. LOUIS + LOS ANGELES 
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customer satisfaction. 





The best grade of high speed steel, scientifically heat- 
treated, that goes into the making of VICTOR Hack Saw 
Blades assures customer satisfaction, repeat orders and 
corresponding increase in profits for you. . 

Long and efficient service under the most difficult saw- 
ing jobs—that’s the performance characteristic of vict OR 
hand and power Hack Saw Blades. Expert mechanics tes- 
tify to the deep, fast-cutting qualities of the sharp, clean 
edged teeth; the smooth finished surface cut from true 
alignment of teeth that results from work done with a 
VICTOR blade. 

VICTOR Hand and Power Hack Saw Blades are made 
in types, lengths and sizes for practically every metal 








sea 


nhevmmasiplil 
= 


im the “VICTOR Plan of Selling” the five principles set forth are 
designed to protect the distributor from unfair trade practices. 
That’s why it will pay you to include VICTOR in your postwar plans. 












aa 


VICTOR 
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Makers of hand and power 
hack saw blades, frames, anc 
metal cutting band saw blades. 











W. M. NELSON 


Plotting Of Territery 
Aids Electric Tool 


Until a few months ago, the Los An- 
geles metropolitan district of the Electric 
Tool & Supply Co., Los Angeles, wa- 
worked on the basis of accounts only. 
wherever the accounts might be located. 
Both time and energy were wasted by 
most salesmen in this loose territory set 
up. 

To correct this situation, W. M. Nelson, 
sales manager, worked out a plan de- 
vised to reach the goal of complete, eco- 
nomical coverage, and one that was flex- 
ible enough to accommodate minor 
rearrangements of districts called for by 
industry changes and additions to the 
sales force. 

The city was divided into 13 districts. 
and salesmen assigned to districts on a 
basis which would: (1) give each one a 
territory as conveniently located as pos- 
sible with relation to his residence; (2) 
give him an equal potential volume by 
assigning to him more than one district if 
advisable. 

The master plan has worked so well 
that further pin-pointing of sales activi- 
ties has been started with the opening of 
branches in Phoenix, Ariz., and San 
Bernardino, Calif. 


Stanley Works 
Building New Plants 


As evidence of its faith in the future of 
the building industry and in order to 
improve service to its customers, The 
Stanley Works, New Britain, Conn. has 
two new plants under construction. 

Building No. 150 contains seven stories 
and will add 244,900 square feet of manu- 
facturing space for the hardware line. 
Building No. 153 is a six-story plant of 
135,600 square feet which will be occu- 
pied by the electric tool division. 
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Sterling Distributors! 

When you sell abrasive na, sil 

pack it in a Sterling Envelope! These enve opes 

are designed to accommodate your name and address and 

help sell Sterling Sanders for you. Ask about them now! 
Sterling Tool Products Co., 384 East Ohio St., Chicago 11, Illinois 


STERLING ponraste crectaic 
AND AIR-DRIVEN SANDERS 
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CAP SCREWS IN ALL SIZES 


Tensile strength and toughness are 
the things that count today in cap screws. 
Why accept anything less than TRIPLEX 
quality when you can now get these Cap 
Screws in all diameters up to 1” and various 
lengths up to 8’. Available in Flat, Fillister, 
Button and Hex Heads. 


Write for free wall chart. It will save you hours of time 
in making out purchase orders. 


THE TRIPLEX SCREW COMPANY 
CLEVELAND 5, OHIO 


5307 GRANT AVENUE « 
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Russell J. Hassett of the Detroit 
sales staff, and Mervin D. Sher- 
wood, manager of the new Detroit 
Ball Bearing Co. of Michigan 
branch at Kalamazoo, Mich. 


Detroit Bearing 
Firm Opens Branch 


The Detroit Ball Bearing Co. of Michi- 
gan has opened a new branch in Kala- 
mazoo, Mich. The corporate name of 
the distributing firm was changed re- 
cently from the Detroit Ball Bearing Co.. 
to Detroit Ball Bearing Co. of Michigan. 

The Kalamazoo branch will be directed 
by Mervin D. Sherwood, who was trans- 
ferred from the Grand Rapids branch. 
The firm was founded nearly 30 year: 
ago and now has branches in Grand 
Rapids, Kalamazoo and Saginaw. In ad- 
dition, the firm has operated in north- 
western Ohio since 1939 through a 
separate firm known as the Detroit Bal! 
Bearing Co. of Ohio, with office and ware- 
house stock at Toledo. 


Watkins To Travel 
For Yale & Towne 


Raymond K. Watkins of New Britain. 
Conn., was appointed the Yale hardware 
representative in West Virginia, southern 
Pennsylvania and the border communi- 
ties of Maryland, Virginia and Kentucky. 
by the Stamford division of the Yale & 
Towne Mfg. Co. 

Mr. Watkins was released from the 
Army after three years of service as an 
expediter in the Pacific Overseas Air 
Technical Service Command with the 
rank of sergeant. He had ten years ex- 
perience in selling builders’ hardware, 
covering the Pacific and Mountain states. 
Since his return, he has completed the 
refresher course at Stamford. He will 
make his headquarters in the Pittsburgh 
area. 

















CUTTING TOOLS 


That’s why good machinists every- 
where prefer Clark Adjustable Cutting 
Tools. Their quick adjustability means 
fewer trips to the tool crib and more pro- 
ductive time on the job. Clark Cutting 
Tools give cleaner cuts because they fit the 
job. Each Clark Cutting Fool has a wide 
range of sizes and does the work of sev- 
eral other tools. There are Clark Adjust- 


able Cutting Tools for ALL materials. 


+ 
se tian, feuann (Ce) currens 
tioag \ A 


Clark Cutting Tools, cell your 
clark cater cerramntte “© YS ae ME 
write Dept. MS-6-CT. ” 
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HIGH SPEED STEEL FLEXIBLE 
"Shatter-Proof’ 


The pioneer high speed steel flexible hand hack 

saw blade. Originated by SUPER-STERLING 
5 and guaranteed unbreakable in use. For safety, 
for cutting speed, for fewer blade changes, 
This blade 


there's nothing to compare with it. 


will bring you REPEAT ORDERS! 


Why not switch to SUPER-STERLING? It offers 
a complete line of all types and sizes of hack saw 
and metal cutting band saw blades—including 
the exclusive, patented BROACH SAW, the 
different hand and power blade with graduated 
teeth. 

SUPER-STERLING is a faster, easier selling line. 


Write us for information. Your territory may 


be open. 





DIAMOND SAW WORKS, 


ALO a, 
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The Complete Line.....PLUS 





STANLEY ORRELL, SR. 


Orrell Organizes 
Firm In Memphis 


Stanley Orrell, Sr., an industrial sales 
engineer _for several industrial supply 


| firms in Memphis for the past 25 years, 


| has opened his own business, the Orrell 


Supply Co., at 344 Poplar Avenue in 
Memphis. The new company will special- 
ize in elevating, conveying and trans- 
mission equipment, carry a general line 
of industrial supplies, and fabricate cake, 
seed grain bins of all sizes and types. 


Follansbee Steel 
Segregates Warehouses 


Follansbee Metal Warehouse is the 
name of a new division of Follansbee 
Steel Corp., Pittsburgh, in which have 
been consolidated present warehousing 
services of the company. The purpose is 
to establish services of the warehouse 
separately from steel production activi- 
ties, and to broaden the field of service 
by present warehouses in Pittsburgh, 
Rochester, and New York. 

J. W. Patrick, manager of warehouses, 
states that the division is looking to the 
establishment of other warehouses in 
localities now under consideration. 








Earl M. Norsen (left) and John 
P. Carew are learning stock at 
the R. C. Neal Co., Inc., Buffalo, 
as part of their training for posi- 
tions on the sales force. 














HOMO-FLEX HOSE 


as these 


O ADVANTAGES 


Extreme flexibility - easy to handle 
= Resists kinking ~ Light in weight 


Practically inseparable cover and plies—balanced 
homogeneous construction 

Withstands high pressures and surges with wide 
margin of safety 


& Uniform inside diameter 


less elongation and expansion 
ca Less fatigue to operator 


% More production a Lower ultimate cost 


An outstanding Manhattan development in hose construction makes Ho 
Flex a lighter, more flexible, longer lasting hose in every service for whi¢ 
is styled. The coiled length illustrated shows how easily Homo-Flex 
take the turns and twists, as workers whip it around. Homo-Flex hose 
not writhe or coil under pressure. Delivers unusually long service, ever 
der the destructive effect of rapid pulsations of pressure due to Manhatt 
development of Homo-Flex Strength Member design and construct 
Flexlastics throughout—plus Turnate Vulcanization—insures longe 


sistance to natural wear. 


Men prefer Homo-Flex because it’s a quicker, easier-handling, ene 


saving hose—“de-bulked,” yet strengthened and streamlined for mo« 


methods. 
Homo-Fiex Hose styles for 


Air, Air-Oil, Water, Orchard Spray, High Pressure Mine Butane Propane for T. 


Steam Pressing Iron, Oil Spray, Spray, Truck Deliveries 


The term FLEXLASTICS is an exclusive MANHATTAN 
trade mark. Only MANHATTAN may make FLEXLASTICS. 


RAYBESTOS-MANHATTAN. 1 


TAN 





Galvanized 
Drop Forged Steel 


Most clip users “have always known” that Crosby Clips are better 
and have preferred them. This year they know that “war short- 
ages” is no longer a valid reason for accepting substitutes. Besides, 
they’re reading the hundreds of Crosby Clip ads appearing this 
year in 25 trade papers. Result: they’fe insisting more than ever on 
Crosby Clips. Cash in on this business now! American Hoist & 
Derrick Co., manufacturers, St. Paul 1, Minnesota. 


CROSBY 
CLIPS 


= =e mS) 


MILL SUPPLIES © JUNE, 1946 








F. W. Roebling, III Cc. M. Jones 


Four Advances 


| In Roebling Concern 


Ferdinand W. Roebling. 3rd, has suc- 


| ceeded Charles M. Jones as vice-presi- 
| dent in charge of engineering, while 


Mr. Jones became vice-president in 
charge of public and industrial relations. 


| Both men are directors of John A. 


Roebling’s Sons Co., Trenton. 
Mr. Roebling joined the company’s 


engineering staff in 1933, and recently 


returned after serving with the Army 
Engineers for five years and attaining 
the rank of lieutenant colonel. Mr. 


| Jones joined the concern in 1926, and 


has held many positions of responsibility. 
Fred J. Maple, formerly manager of 


| advertising, has been appointed manager 


of exhibits and will devote his entire 


| time to this new department. Albert 


Neroni, recently with Anaconda Wire & 


| Cable Co., Inc., New York, has been 


made manager of advertising. 


lig Changes, Adds To 


| Field Sales Forces 


In a recent shift of branch office man- 
agers and in the addition of four new 


| men to the sales force, Ilg Electric Ven- 
| tilating Co.. Chicago, made a step toward 
| the prewar status of its sales staff. 


F. H. Bigelow, manager of the 
Memphis office since 1937, is now head 
of the office in Atlanta. H. H. Wilson, 
recently a lieutenant in radar and radio 
engineering work with the Navy, has 
replaced Mr. Bigelow as manager of 
Memphis. In nearby Knoxville, the Ig 
office has been reopened under the super- 
vision of E. Lloyd Widner, and in Louis- 
ville, Henry M. Lutes has_ been 
established as manager. E. J. Stone has 
been placed in charge of the Detroit 
office. 

The new salesmen are W. L. Hochs- 
child in Chicago, John D. Briggs in 
Philadelphia, and William S. Gorham 
in Los Angeles. 





unting Precision Bronze Bars are of SAE 660 Bronze, pre- 
ferred by experienced design, production and maintenance engineers as 


the finest all-purpose bearing bronze. 


The metallurgical structure of Bunting Bars is the responsibility of a com- 
petent metallurgical staff supervising foundry contro! and constantly 


‘checking chemical and structural correctness. 


Bunting Precision Bronze Bars are carried in stock by hundreds of Bunt- 
ing Stock-Carrying Distributors. There is a Bunting Distributor in your 


vicinity, ready and qualified to serve you. The Bunting Brass and Bronze 
Company, Toledo 9, Ohio. 


BRONZE BEARINGS t+ BUSHINGS + PRECISION BRONZE BARS 
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.-. to build more business for 
the man who handles ROEBLING Wire Rope! 





Trouble, turned inside out, means business. Past results prove that Roebling Field 
When you handle Roebling Wire Rope, Engineers can find the answers to those 
our field engineers help you solve those tough problems...gain customer-confidence 
tough problems that set you “in solid” for you. That’s where new business comes 
when properly answered. from. That’s where wire rope profits lie. 





















Big, colorful two-page advertisements 


appearing in leading industrial and busi- 
ness publications are another feature of 
Roebling’s sales policy. These messages 
are being read by half a million men who 
buy or who influence the buying of wire 


rope. They mean greater sales for you— 
when you handle Roebling Wire Rope. 








When a man needs wire rope... 


he expects you to be able to deliver it 
quickly. With more than a dozen com- 
pletely stocked Roebling warehouses in 
the United States, you can offer him fast 
delivery on practically any item, anywhere 
in the country. This type service wins 
customers... builds profits. 

JOHN A. ROEBLING'S SONS COMPANY 


TRENTON 2, NEW JERSEY 
Branches and Warehouses in Principal Cities 
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each one has ample horse-power to pull its own 
load; but pulling together as a team, they do a 
much bigger job—Your Business and Celfor. 


Look at it this way: Your own substantial business has a carefully 
built reputation for good service to tool users throughout your terri- 
tory; and Celfor, the name of fine tools, is backed by the sound, 
nation-wide reputation of Clark engineering and Clark products. Then 
take a careful look at the potential tool volume in your own territory. 


To such a combined effort Celfor offers a most attractive franchise, 
and brings a complete line of tools of exceptional quality— 
© CELFOR HIGH SPEED TWIST DRILLS 
@ CELFOR REAMERS 
@ CELFOR CARBIDE CUTTING TOOLS 
Here for certain is a simple, practical way to utilize the greater 


pulling power of two potent reputations; a practical teamwork that will 
command more business and more desirable business — for you, for us. 


If the idea appeals to you, write us. 


)CELFOR| DRILL DIVISION 


CLARK EQUIPMENT COMPANY 


BUCHANAN, ‘MICHIGAN 





Products of CLARK e TRANSMISSIONS e ELECTRIC STEEL CASTINGS 
| AXLES FOR TRUCKS AND BUSES e AXLE HOUSINGS e BLIND RIVETS 
INDUSTRIAL TRUCKS AND TRACTORS e HIGH-SPEED DRILLS AND REAMERS 
| METAL SPOKE WHEELS e GEARS AND FORGINGS e RAILWAY TRUCKS 
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Standard-Shannon Marks 
100th Anniversary 


In celebration of its 100th anniversary, 
the Standard-Shannon Supply Co., Phil- 
adelphia, held a banquet at the Warwick 
Hotel on April 26. More than -75 per- 
sons associated with the firm and their 
guests attended the affair at which 
George A. Kerbaugh, president of Stand- 
ard-Shannon, and W. E. Caldwell, vice- 
president of Cleveland Twist Drill Co.. 
spoke. Mr. Kerbaugh’s address was 
entitled “Our Hundredth Anniversary” 
while Mr. Caldwell, representing one of 
the company’s chief suppliers, spoke on 
“Opportunity.” 

Arrangements for the banquet were 
made by a committee made up of M. D. 
Kerbaugh, chairman, Robert Gibson and 
Edward J. Henwood. 


Spears Promoted 
By Tube Turns, Inc. 


S. M. Spears, Jr., was promoted to as- 
sistant district manager of the New York 
office of Tube Turns, Inc., Louisville, Ky.. 
according to Jack Green, sales manager 
of the welding fittings division. A native 
of Memphis, Tenn., Mr. Spears attended 


| Louisville Male High School and Okla- 


homa University. He joined Tube Turns 
in May, 1936, and was assigned to the 
New York office in January, 1937. 
James H. Withers was appointed dis- 
trict manager of the San Francisco and 
Los Angeles offices. He will divide his 
time between the two offices at 2611-12 
Russ Bldg., San Francisco, and 1625 
South Hill St., Los Angeles. Mr. Withers 
joined Tube Turns in June, 1944, after 
considerable experience in the refinery 


| equipment industry. 








W. Pilgrim (Left), veteran sales- 
man, Richmond Industrial Supply 
Co., Richmond, tInd., supervises 
the training of student salesman 
O. Williams, during the latter’s 
first day in the supply business. 








Here’s how this system benefits you 
as an industrial user 


The distributor of industrial tools and supplies per- 
forms a very necessary function in the commercial 
economy of a nation whose industries are huge, varied 
and located over a vast area. 

He is both a gatherer and a distributor. 

He scours the earth for the things you need. He 
examines and studies them; weighs their merit and 
value; helps determine which brands will serve you 
best. Thus he becomes expert on selection, application 
and proper use. He stocks or warehouses countless 


~ 


20.s.A.% 


rots, NICHOLSON FILE CO. * 42 ACORN ST., PROVIDENCE 1, RHODE ISLAND 
(In Canada, Port Hope, Ont.) 


STRIAL pISTRIBUTOR: 


le Company is Fue 
strial magazines 


mR. INDU 
In your suppor: 


ning this message in 
which ore read by mos 


the Nicholson Fi 


the leading indu 
t of your customers. 


items — and patiently awaits your pleasure as to when 
you may want how much of what. 


He takes over sales, credit, delivery and other services 
which, if handled by the manufacturer himself, would 
increase the latter’s supplying costs—and consequently 
your purchasing costs. 

Yes, your industrial distributor does these and many 
more things in both your and the manufacturer’s behalf 
which it would be uneconomical for either to do 
independently. 

The more support he gets — from both manufacturer 
and user—the more useful he becomes to all concerned. 


Nicholson believes firmly in this policy. 


NICHOLSON FILES for every purpose 
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ARMOURCLAD FIBRE COMBINATION DISC! 


Faster-working Armour Abrasives Mean More Production 


. 


In the days ahead, competition will be keen. To get in- 
creased volume your customers need the fastest tools and 
the best abrasives possible. 


For better, faster finishing there are specialized ARMOUR 
ABRASIVES designed to do a better job at less cost. The faster, 
sharper, cooler-cutting Armourclad ‘Fibre Combination Disc 
is only one of Armour’s complete line of better metal- 
working abrasives. 


Many of your customers call on Armour’s when abrasive 


problemscomeup. Experienced technicians help themchoose 
the abrasives and the methods which do their jobs best. 


ARMOUR 


DIVISION OF ARMOUR AND COMPANY 
1355 West 31st Street © Chicago 9, Illinois 





[ARMOURCLADP 
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Frank Summers and W. A. 
Caughey, buyer, John Pritzlaff 
Hardware Co., Milwaukee, plan 
for the next product sales session. 


Pritzlaff Uses Two © 
Types Of Sales Meetings 


Two types of sales meetings are held 
at regular intervals by the John Pritzlaff 
Hardware Co., Milwaukee, according to 
Frank Summers, manager of the supply 
department. One covers the scheduled 
allocation of time to certain major lines; 
the other is designed to make each sales- 
man a qualified specialist in one major 
line. 

“Every five weeks or so,” Mr. Sum- 
mers said, “we have a sales session on 
our Norton line. We have sent all our 
men to the factory twice and this, in 
addition to our product sessions here, 
constitutes a post graduate course which 
has resulted in an ever widening recogni- 
tion that Pritzlaff men are experts on 
abrasives. 

“Then we also conduct the regular 
product-type of meeting every two or 
three weeks, rotating among our major 
lines so that special sales emphasis is 
placed on each in turn. The next step is 
complete coverage of territory by each 
salesman. Each salesman will push the 
product just studied—but only where it 
is applicable to the customer. The men 
carry literature with them during these 
campaigiis and, if a tool is featured, leave 
the literature with the customer’s tool en- 
gineer.” 


Spellos Joins, Sylvestri 
Returns To Bronx Hardware 


Peter J. Spellos, who spent more than 
ten years in the supply field before serv- 
ing the last three years in the Army, has 
joined the sales force of the Bronx Hard- 
ware & Supply Co., Inc., New York. 

Thomas Sylvestri has returned to his 
telephone order desk after four and a 
half years in the infantry. Mr. Sylvestri 
participated in six major campaigns and 
won the Croix de Guerre, the Purple 
Heart and a Presidential Citation. 
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[LD You sell more Machine Spur Bits, for drilling 
clean holes in wood. 


How more sales of DELTA-MILWAUKEE 
equipment boost your volume on supplies 











— No. 1 of a series 








L] You sell more Router Bits, for routing. carving. 
round-end mortises, and grooving work. 








—tas 


LC) You sell more Plug Cutters, for making wood 
plugs and dowels. 
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) You sell more Bits for Mortising. 








[_] You sell more Hollow Chisels, for use in mak- 
ing mortise and tenon joints. 
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L_) You sell more Drills of all types to meet a wide 
variety of needs. 


















L) You sell more Taps. 























CD You sell more 
Production 
Vises, for bench 
and produc- 
tion work, 








C) Yow sell more 





Chucks to 


handle a wide 





LD You sell more 















range of shank V-Belts. 
You make more than just asinglesale | ¢7 -11 


..ewhen you write up an order fora | \2 


DELTA-MILWAUKEE Drill Press : * 























You pave the way for continuous business on acces-— A 
] : os CL] You sell more Slo- [] You sell more Tapping 
sories which are regularly used and often used up Hi onde price etna ene 
You protect your “bread-and-butter” business on supplies every spot mati conninn vertiog odionry drill 
time you sell any of the widely-used machines in the diversified ae ee cee ee 
e rilling, and drilling 
Delta line. of hardened parts. 


The original sale in itself is a real money-maker. In many 
shops all the tools that are needed are Delta tools — larger ma- 
chines aren’t necessary. Frequently, a single order for Delta- ", 
Milwaukee Machine Tools from one small shop can match the 























income from a whole year’s work on a first-class supply account. 

But that is only the a Orders for cutting tools, and 
attachments, as shown to the right, keep on coming. So — play it 1 You sell more Multi- 
smart. Get on the inside track of some fat, “automatic” supply T} Yeu coll mere Pome Speed Attachments to 
business, by first selling your prospects Delta-Milwaukee Machine Feed Attachments for re _ — 
Tools to use the supplies. And make more money doing it! —— wong ed owidereceael 

ote rm resses into 

THE DELTA MFG. CO., 639F E. Vienna Ave., Milwaukee 1, Wis. automatic in speeds. 





[J You sell more 
Mortising Af- 
tachments for 
making straight 
true, square. 
end mortises of 


* practically any 
CL] You sell more width. 


Coolant Equip- 


D ah y.\ 1\'/ F=Yod ab 6 «X= Kolo) fs 
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- MILWAUKEE 


D-39 a Subsidiary of Rockwell Manufacturing Co. \. ment. 
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THE BLACK MANUFACTURING 


co. 


ADVERTISES IN FAC TORY 


TO HELP YOU SELL TO INDUSTRY.... 


A 


“Thanks to FACTORY’s penetrationjof the plant operating group, it 


does a nice job of paving the way and supporti 


g the personal selling activities 


of our industrial distributors,"’ says Duncan BlackjJr. president of the Black Manu- 


facturing Co. Already extensively advertising gaq cutting and welding apparatus 


in FACTORY, Mr. Black writes, “‘We also plan to 
equipment as soon as conditions permit.” 
Advertising of the Black Company, 
other leading manufacturers, appears each m 
important plant operating men in all manufactu 


selling to industrial plants. 


Edvertise our line of paint spray 





s well as that of three hundred 
nth in FACTORY — reaches the 


ng industries and supports your 


More plant operating men pay to read RACTORY than any other 


business magazine because it delivers thi 


mation on today’s vital production mainten| 


m so much useful infor- 


ynce and labor problems. 


If you'd like to see what your prospects and cusfomers are reading in FACTORY, 


we'll be glad to send you a sample copy. 


(Black Manufacturing Co. advertising is prepared bi 


the Emery Advertising Co., Inc., Baltimore, Md.) 





ADVERTISING 

IN FACTORY 

HELPS DISTRIBUTORS 
SELL TO 

INDUSTRY 


FACTORY 

SHOWS HOW 

TO MANAGE MEN AND 
MACHINES 

TO SAVE TIME 

AND MATERIAL 





The Black Manufacturing Co.. 
cr 1.4] a1e-ta20 w. satmone sv. Baltimore 23, 


April 9, 1946. 


Mr. E. Macaulay, 
FACTORY MANAGEMENT AND MAINTENANCE 
McGraw-Hill Publishing Company, Inc., 
16 South Broad Street, 
Philadelphia 2, Pennsylvania. 
Dear Mac: 

Heavy Duty Be. Just thought you might like to know how pleased we are with the 

Welding Outfit results we are obtaining from our current program in FACTORY 
; MANAGEMENT AND MAINTENANCE. 

We feel that FACTORY'S broad coverage of the manufacturing 
industries effectively reaches and cultivates prospects for our 
gas welding apparatus. 
And thanks to FACTORY'S penetration of the plant operating group, 
it does & nice job of paving the way and supporting the personal 
selling activities of our industrial distributors. 


Incidentally, we also plan to advertise our line of Bleck Arrow 
paint spray equipment in FACTORY as soon as conditions permit. 


Cordially yours, 


sbdwsoe bblach ok. 


- Duncan Black, Jr., President 


BUILOERS OF ALEXANOER MILBURN GAS CUTTING, WELDING AND SPRAY GUN APPARATUS 


FACTORY 


MANAGEMENT AND MAINTENANCE 


A McGrow-Hill Publication, 330 West 42nd Street, New York 18 NY 





Don't 
Compromise 


the 


QUALITY 
of your Catalog! 


Your catalog is an important asset to your business and 
deserves the expert handling and preparation so vital to 
doing a real job of selling for you. It must have Sales 
Punch ...it must have Appearance ...it must have Quality 


... it must have Accuracy. 


Consult the Cuneo Catalog Department for the answer to 
your catalog question. Here you will find experts in the 
field of catalog building. The years of experience and 
accurate catalog compiling, styling, and designing... 
backed by the largest printing and binding establish- 
ment in the world ... give you every assurance that your 


catalog will be outstanding. 





Here under one roof catalogs 
are prepared and printed. 


Our str bi organiza- 

















tion assures better, faster 
delivery and lower cost. 
Write for details. 





Cermak Road at Canal ¢ Chicago 16, Illinois 


MILWAUKEE ¢ PHILADELPHIA « NEW YORK ¢ SAN FRANCISCO 
SLE RONEN IRI RR RRR 
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NEW LINES 


“Jaken ou by 


DISTRIBUTORS 


| Hawley Hardware Co., Bridgeport, is 


stocking the tools, blanks, drills and 
dressers of the Carboloy Co. Inc. 

Delaware Hardware Co., Wilmington, is 
handling the pneumatic tools of the 
Aro Equipment Co. 


| Instruments Supply & Service, Tacoma, 


is distributing the gages of the Heli- 
coid Gage division, American Chain & 
Cable Co., Inc. 

Orrell Supply Co., Memphis, is merchan- 
dising the screw conveyors and acces- 
sories of the Fort Worth Steel & Ma- 
chinery Co. 


| Gibbs Corp., Jacksonville, is handling 


the tractors of the Caterpillar Tractor 
Co. 

Republic Supply Co. of Calif., Los 
Angeles, is distributing the industrial 
rubber supplies of Raybestos-Manhat- 
tan, Inc. 


| Briggs-W eaver Machinery Co., Dallas, is 


stecking the products of the Carboloy 
Co. Inc. 


| Industrial Equipment Co., Everett, 


Wash., is carrying the pneumatic tools 
of the Aro Equipment Co. 


| R. H. Brown & Co., Portland, Ore., is 


handling the gages of Helicoid Gage 
division, American Chain & Cable Co., 
Inc. 


| Electric & Supply Co., Memphis, is dis- 


tributing the transmission equipment 
of the Dodge Mfg. Co. 

Franklin Supply Co., Providence, is mer- 
chandising the complete line of Pyrene 
Mfg. Co., the woodworking machinery 
of Duro Metal Products Co., and the 
air tools of the Salsbury Mfg. Co. 

Sesco Engjneering & Supply Corp., North 
Kansas City, Mo., is now carrying all 
the power transmission items of the 
American Pulley ‘Co. 

Midwest Controls Co., Des Moines is 
distributing the precision instruments 
of Helicoid Gage division, American 
Chain & Cable Co., Inc. 

General Tool Co., Portland, Ore., is now 
a representative for the sale and service 
of the products of the Norton Co. 
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~ SHELDON MACHINE CO. Inc 





Manufacturers of Sheldon Precision Lathes + Arbor Presses + Vises : 
Sheldon-Vernon Horizontal Milling Machines ¢ Vertical Milling Machines and Jig Borers * Shapere 


From O_o MEXICO 


At the base of CANTOL BELT WAX is the pure vegetable 
wax of the Mexican Candelilla (‘Little Candle”) plant. 
It is Candelilla wax, properly combined and blended with 
other ingredients, that has brought preference for 
CANTOL among belt users everywhere. 


CANTOL increases traction, belt life, power. Stops slip- 
page. Fills pores, seals against foreign matter, won’t lump. 
Penetrates, preserves, moisture-proofs. Contains nothing 
injurious, no resin, no grease. Keeps belting pliable in 
any atmosphere—under all conditions. ;.~ 

. 


Cantol Belt Wax is a product of 
CANTOL WAX COMPANY, Biocomington, Indiana 


CANTOL BELT WAX is sold 
through distributors and deal- 
ers. There are dependable 
CANTOL representatives in 
every state in the nation. 
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Letter To The Editor 





Editor: 


The writer read with considerable in- 


| terest your editorial in the April issue 
| entitled “Inflation Control.” 


Its timeliness and logical approach to 
the problem seemed to merit a note of 
congratulation. We believe its contents 
represent an accurate portrayal of the 
policies which should be adopted. We 
think this type of comment deserves con- 
tinued expression.—Bernard N. Cullen, 
Bronx Hardware & Supply Co., New 
York.* 


Seiler Becomes 
Phosphor Official 


Col. Arthur J. Seiler was appointed 
executive vice president of The Phosphor 
Bronze Smelting Co., Phil@lelphia, fol- 
lowing his release from active duty by 
the Army in March. While in the serv- 
ice, he was successively officer-in-charge 
of the Baldwin Locomotive Works and 
General Steel Castings Corp.; chief of 
the industrial division, Philadelphia 
Ordnance District, and special assistant 
in the Detroit Ordnance District. 

Col. Seiler also served in Australia, 
New Guinea, Leyte, Luzon, Corregidor 
and Caballa and aided in the plans for 
the assault on Japan. After V-J Day. 
he served for a while in Japan. 

Educated in Montana State College 
and the Massachusetts Institute of Tech- 
nology, Col. Seiler was with the York 
Corp.; Thomas Shipley, Inc., and presi- 
dent of York-Shipley, Inc. Concurrently. 
he served as president of York Oil Burn- 
er Sales Corp., and Elm Terrace Apart- 
ments, Inc., as well as vice president of 
Sanitary Ice & Fuel Inc., Springfield, 
Mass., and Hunt’s Greenhouses, Inc. 


ARTHUR J. SEILER 





..-and what they mean to users of 
Stainless Steel Fittings, Castings and Valves 


The quarter century spent by Cooper in specialized study of stainless steel castings 
is strongly reflected in the company’s ability to produce sound fittings, valves and 
other castings—and to give equally sound advice as to their application. Over 
such a long period it was inevitable that this ability of Cooper’s to “soon a 
superior product would become known to industry everywhere—with the natural 
result that Cooper’s business growth has been phenomenal. 

To the distributor, Cooper's 25 years—and Cooper’s present size—represent 
important values not usually available elsewhere. 

Cooper's quarter century means a product backed by experience dating from 
the earliest days of chromium-iron castings in this country. This experience par- 
allels the multitude of developments in casting techniques, metallurgical controls 
and inspection with X-rays, gamma rays and Ultra-violet rays—and embraces the 
inception of and continued improvements in machine molding, sand control, 
heat treatment, centrifugal casting and machining methods. 

Cooper’s size—it’s the largest exclusively stainless steel foundry in the country 
—means a product backed by an organization large enough to include all the 
highly specialized knowledge required to give you the best in stainless steel fit- 
tings, castings and valves—and the best advice on their applications. 

If you do not as yet handle Cooper products, we sincerely believe it will pay 
you to investigate their possibilities. 


THE COOPER ALLOY FOUNDRY CO. 


130 Bloy Street, Hillside, N. J. 


CA-106A 


Sold through largest Stainless 
Steel distributors in the coun- 
try. Check with your local 
distributor. 
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YOU PROFIT 3 WAYS 


FROM THE 
"MORE WORTH IN 
WORTHINGTON” | 


ae. 











1. Products of trusted quality: lar value. per order at no increase in 
e. Acomplete line of standard centrif- _S¢lling cost! 

ugal pumps No small order problem! ; 

‘ Immediate acceptance — quicker 

b. A complete line of standard steam sales — of products of Worthington 

te a leader in pumps and machinery for 
«. A complete line of standard power over 100 years! 

puny ; il. Advertising support — extensive 
d. A complete line of standard rotary new program in America’s leading 

pumps industrial publications plus folders, 


direct mail literature, and other 
sales helps — as well as a planned 
dealer mailing program. 


e. A complete line of standard vertical 
air compressors 


#. A complete line of standard hori- 


> it. A general industrial franchise sec- 
zontal air compressors 


ond to none! 





g- A complete line of standard indus- 
trial meters for oil, hot and cold 





¢ Protected territories under selective a / ae 
distribution plan This simple, cnay-to-s00 esteteg tobes the 


water. mysteries out of pump and compressor en- 
* And other related items Local help and support through a magica | 
This 7-Fold Product Franchise in cenen-aiep anpuaeapion INVESTIGATE 
complete lines, plus additional sales + Sound merchandising plan  sup- bacuge 
of related equipment — motors, pipe, ported by a published statement of issu ans 
fittings and other accessories — means: policy : Sas nasil 





Over 5000 items to sell at largerdol- + Simplified Dealer Catalog-Pricebook sul. Ua. 


WORTHINGTON WORTHINGTON PUMP AND MACHINERY CORPORATION 
a SS as 


= Ss Merchandising Division + General Offices, Harrison, New Jersey 
ss yiitinit ¢ 
LLL 






AR w= 
IMO 


160 MILL SUPPLIES © JUNE, 1946 














WORTHINGTON’S 2-WAY MULTI-V-DRIVE PLAN 


Better Power Transmission § Better Power Transmission 
for Industry : Sales for You 





THE ORIGINAL CONE FRICTION GRIP 






i) Split hub goes on easy. 






Tapered fit of rim on hub means 
easier rim mounting and re- 
moval. 






Pull-up bolts mean snug fit and 
firm grip of rim on hub. 






Tapped holes in rim allow use of 
bolts as jack screws for easy 
removal of rim from hub. 






» Hub stays put because cap 
screw locks shaft key. 




















Here's the patented 60-second on-or- 
off Worthington QD Sheave . . . the 
only one on the market that's easy to 
get on, easy to get off, yet always 
tight on the shafe. 

It’s easy to sell, because it supplies a 
long-felt need! Simple, 2-piece, fool- 
proof construction — with fixed hub 

for permanent drive alignment — 
" solves many problems. 

The Worthington QD Sheave is 
backed by profitable franchise of 
proven value, impressive advertising 
in leading industrial publications, 
practical merchandising and a clear- 
cut statement of policy. 

One of Worthington’s distributors 
has said **. . . one of the top-flight 
lines in our set-up . . . since 1925, each 
year has been a profitable Worthing- 
ton year for us.” 


wo RTHINGTON WORTHINGTON PUMP AND MACHINERY CORPORATION 


Merchandising Division + General Offices, Harrison, New Jersey 










or | 
WII 






4 eS 
: JS 


AND SALES HELPS 
LiKE THIS! 

This Master Manual for quick, easy 
drive selection, the most practical, 
easy-to-use handbook ever printed, 
tells how to select the right drive for a 
specific job in exactly ‘3 Minutes By 
The Watch"’! 

Act now! Increase your volume of 
present sales. Establish a profitable 
line for the future. Get the complete 
facts on Worthington’s 2-Way Multi- 
V-Drive Plan — better power trans- 
mission for Industry . . . better sheave 
and belt business for you. 

You'll be selling the only complete 
drive equipped with both the Worth- 
ington QD Sheave and the famous 
Worthington-Goodyear EC Cord V- 
belt. Write today, while desirable 
territories are still open. 
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Robert Jones, inside salesman at 
the Battey Machinery Co., Rome, 
Ga., shows Perry Hill, (left) re- 
ceiving clerk, what sort of fittings 
he wants on a certain order. 


Sanders On West Coast 
For Thermo-Aire 


E. J. Sanders has been made western 
manager of the Thermo-Aire division, 
Evans Products Co., Detroit. He will be 
assisted by W. A. Lippman, formerly with 
the Sky Products division of Evans, and 
will maintain offices in Los Angeles. 
Mr. Sanders has been associated with 
the development of the thermo-control 
fan from its initial stages. 

At the same time, the company an- 
nounced that Frank Dolinich had been 
appointed assistant to J. J. Brandon, 
eastern sales manager, and that Frank 
A. Chase had taken over the central 


onveyor belts Bristol's BELT L 5 
sales managership. 


NG, PLATES and RIVETS make on-the-job 


repairs quick and-easy 


Only the Bristol ““B-LINE” has the you by a Bristol Mill Supply repre- 
right socket screw for every applica- sentative on request. Write us today. 
tion... and the right belt fastener 


oa ae, 
for each type of belt .. . 4 chances Bre 


for you to get an order on every call. 

NEW DISTRIBUTORS! A presen- B R 1§ T 0 L 
tation describing Bristol’s “B-LINE” 6 OT # 
Plan for Distributors . . . 100% dis- ii 
tributor policy, profit structure, pro- 


‘ 126 Bristol Road 
motion plans, etc. will be shown to Waterbury 91, Connecticut 


H. V. Weisberg, vice-president, 

T H E B 34 I +) T oO | F 4: BR * L I N ) > tl haeseibeben: ag ce inate 
’ “ N. Y., lights up his morning 

The Bee-Line 70 More Sales and Protits cigarette preparatory to tackling 


the day's mail. 
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BETTER INSIDE .... BETTER OUTSIDE ... BETTER ON THE FACE OF IT 


" 
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THE NEW SUPERGAUGE —for those who want a superb instru- 


ment at a competitive price. The new movement was inspired by a need 
for withstanding excessive vibration and pulsation. Indicates with special 
precision. Created and color-styled by master designers to increase the 


appeal of your product...and in your plant provides a safe and positive 


check on process control. 
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The Truck of a Thousand Uses 


as 
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Speed up delivery of parts, 
boxes, barrels and other 
materials—with the versatile 
BUDA Chore Boy. The Chore 
Boy is a trouble-free truck that 
hore Boy will go anywhere in a hurry 
“D ih Naina without a hitch—ALL ON A 
(7 SINGLE GALLON OF GAS 
\ 
V/ other money-saving 
BUDA products. 


DAY. Write or wire today for 
lustrated bulletins on this and 

( 
Lowest Watntenance Cost [” 


BUDA BUDA 
Model 2210 Model 25-B-10 
Automatic “Two-Speed" 

Lowering Hydraulic 


Jack Journal Jack 


* Be 


BUDA 
Universal 
15413 Commercial Avenue 
HARVEY (Chicago Suburb) ILLINOIS 


Diesel 
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Nozzle Tester 





served as a Signal Corps officer. 


in Houston, Tex., 
| tomers throughout the Southwest and 
| assisting Edward sales representatives on 





D. O. BAYLESS 


Bayless Gets Post 
With Edward Valves 


D. O. Bayless of Houston, Tex., was 
named special factory service engineer 
for the Southwestern United States by 
Edward Valves, Inc., East Chicago, Ind. 
Mr. Bayless is a graduate electrical 
engineer of Virginia Military Institute. 


For the past four-and-a-half years he 


Prior 
to his war service, he was with the Texas 
Company as an engineer assigned to pro- 


| duction and drill projects. 


Mr. Bayless will have headquarters 
servicing Edward cus- 


specific projects, 


Schmaelze Joins 
Strainer Products 


Karl J. Schmaelze, former New York 
Division manager, Industrial and Techni- 
cal Department of Shell Oil Co., was 
appointed supervisor of sales and direc- 
tor of engineering applications and re- 
search for the Strainer Products Corp., 
Montclair, N. J. 

During his 17 years with Shell Oil, 
Mr. Schmaelze had wide experience in 
the engineering applications of oils and 
coolants to machining operations in- 
volving the use of cutting tools. In his 
new work, Mr. Schmaelze will be in 
charge of all domestic territorial dis- 
tribution of Strainco Metex coolant and 
cutting oil strainers and portable sys- 
tems as well as the development of new 
products in this line for machine tools 
of all types. 





perfection in bal- 


ars of practice. 











As long as there's industry there'll be 
MOIS ... 


As long as there's a need for HOISTS 
there'll be COFFING HOISTS to suit 
the job... 


As long as there are COFFING 
HOISTS you'll have the opportunity 
to SELL all requirements .. . 


As long as you SELL COFFING 
HOISTS you'll be rewarded with 
good, steady, profitable returns .. . 











“SAFETY- “QUICK. 
PULL a 
RATCHET ELECTRIC 
LEVER HOIST 

HOIST 











Textile Mill Supply 
In Expansion Program 


The Textile Mill Supply Co., Char- 
lotte, has completed the first phase of an 
extensive expansion and modernization 
program with the construction of a group 
of private offices and a general office. 
This move makes the entire second floor 
available for increased inventories of the 
large and varied line of industrial sup- 


| plies which the company carries. 


Textile Mill Supply is headed by J. H. 
Bobbitt, with R. S. Bigham as _ vice- 
president, F. A. Hipp as vice-president. 
A. K. Glover as secretary and E. G. 
Glover as treasurer. 

The distributing firm has been desig- 
nated by the War Assets Corp. as gov- 
ernment agent in the resale of govern- 
ment-owned surplus machine tools and 
production equipment. 


Hewitt Rubber 


_ Changes Name 


Hewitt Rubber Corp. has changed its 


| name to Hewitt-Robins Incorporated, 
| thereby adding the identity of its wholly 
| owned subsidiary, Robins Conveyors, Inc. 


Manufacture of foam rubber, molded 


rubber goods, conveyor belts, transmis- 


sion belts and industrial hose in the 
company’s Buffalo plants will continue 
as the Hewitt Rubber Division, and the 


| engineering and manufacture of convey- 


ors and other materials handling sys- 


| tems at Passaic, N. J., under the Robins 


Conveyors Division. 








G. T. Cherry is vice-president and 
general manager, Colson Equip- 


COFFING HOIST COMPANY 


RATCHET LEVER HOISTS - SPUR GEAR-HOISTS - ELECTRIC HOISTS 
LOAD BINDERS - DIFFERENTIAL HOISTS - TROLLEYS 


DANVILLE, ILLINOIS 


ment & Supply Co., Los Angeles. 
Originally in the retail field, Mr. 
Cherry joined the late Fred W. 
Colson when the supply firm was 
founded ten years ago. 
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A Popular Seller= | Se pays you 


FUER | | erence 


Pipe threads 


TRISTAND 


smart vise & handy 
workbench all in one 


@ They carry it easily to the 
job, set it up on its tip-proof 
fold-in legs—and they’ve got 
unusual working convenience. 
Roomy tray for dope pot, oil 
can, handy slots for tools, a pipe 
rest to make cutting or thread- 
ing easier, 3 benders that won’t 
dent pipe — and either yoke or 
chain vise with LonGrip jaws 
that hold pipe firmly without 
scratching. More for their 
money — more sales for you 
in Rte Tristands. 


Millions of RIFAID 


@ Your customers who haven’t used 
this remarkable steel-and-malleable 
No. 65R die stock, have a pleasant 
surprise coming. Workholder sets to 
pipe size instantly, no bushings to 
fool with — dies adjust to 1,” 1%," 
114" or 2” pipe in 10 seconds! With 
least possible effort the high-speed 
steel chasers cut smooth perfect 
threads on any pipe. You profit 
most when you sell the perform- piaeim No. 65R 
ance and long life, the surprisingly stands up hand- 
easy threading of this 65R. ily on the floor 


The Ridge Tool Company 


Tools i Elyria, Ohio, U. S. A. 
cael ra WORK-SAVER PIPE TOOLS ‘nix U5A 
om CS aa % (: abe PP ins eh Mis, Ay SMe a gD 4 A LV EVE Gis TS 
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HARPER 


Chicago 








Overhead Power Lines 
and Underground Cables of 
the vast American Utilities Net- 
works depend upon hundreds 
of devices and accessories— 
from giant téwer structures to 
tiny bolts and nuts—for unin- 
terrupted continuity of their 
vital service. 

G&W Potheads, for example, 
protect the ends of the under- 
ground cables where they con- 
nect to the overhead lines. 
These potheads are sealed 
against the weather and faith- 
fully transfer voltage with a 
minimum of loss. 

G&W Potheads are only one 
phase of utility equipment 
which relies upon Harper Sil- 
icon Bronze Bolts and Nuts for 
strength, “resistance to atmos- 
pheric corrosion, elimination 
of “season cracking’, reduc- 
tion of maintenance cost. 


H. M. HARPER COMPANY 
2622 FLETCHER STREET 


Briinch offices: New York City, 
Philadelphia, Los Angeles, Mit. 
waukee, Cincinnati, Dallas 


Representatives in principal cities 





Harper manufactures and 

maintains large stocks of 

Brass, Copper, Naval 

Bronze, Silicon Bronze, 

Monel and Stainless Bolts, 

Screws, Nuts, Washers, 
Nails 
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Customers who call at the supply 
department, Knapp Supply Co., 
Muncies, Ind., have been meeting 
C. A. Prentice and C. Pence for 
many years. Mr. Prentice joined 
the firm 15 years ago, Mr. Pence, 
17 years. 





1 Of 4 Adults Wants 
To Learn To Fly 


One out of every four adults in the 
United States would like to learn to fly 
according to Dr. George Gallup’s poll for 
the American Institute of Public Opinion, 
reports Aviation News. “The poll, based 
on a nation-wide questioning of individ- 
uals representing various groups, showed 
that those who wanted to learn would be 
willing to spend on the average about 
$100. Best market for flight instruction 
was found among the 21-29 years age 
group of which approximately half 
wanted to learn to fly. 

“In the 30-49 age group, 28 percent 
wanted to learn, while in the group 50 
and over, only nine percent wanted to 
learn. Of men interviewed, 30 percent 
wanted to learn and of women, only 22 
percent.” 








W. T. English, Q. E. Copp and 
Buster Lyle, salesmen for the 
Chattanooga branch of the Noland 
Co., Inc., look over a display in 
the new machinery showroom. 
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The RIGHT Paint 
FOR THE PARTICULAR JOB TO BE DONE! 


Min who know paints best like Permite Ready-Mixed Alumi- 
num Paints best. They know there is a specially formulated 
Permite Paint for each surface condition. They like Permite’s 
immediate readiness for use. No mixing — they simply open the 
can and go to work. And they know there is a very special 
reason for this time-saving quality. 


Permite Paints are made of an exclusive vehicle, processed from 
synthetic resins and specially adapted oils, and a 99+% pure 
aluminum pigment. Precise blending of pigment and vehicle 
perfectly stabilizes Permite Paints —- maintains them always in 
velvet-smooth solution. 


The result on any kind or condition of surface is better multiple 
leafing, more enduring armor-like protection against moisture, 
smoke, fumes and the extremes of heat and cold. 


Your customers will thank you for telling them about the 
economy and quality advantages found in Permite Ready-Mixed 
Aluminum Paints. They'll thank you by coming back again and 
again for Permite — the right paint immediately ready to use. 


ALUMINUM INDUSTRIES, Inc., CINCINNATI 25, OHIO 


ERMITEgee ALUMINUM PAINTS 
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LOOK 10.54004.. FOR 








BETTER BRONZE BUSHINGS 


Your success as a distributor depends to a large extent on the quality of products 
you handle and your oe a deliver the sizes and types as required. That's | 


why you should carry the Shook line of repiacement bronze bushings and ma- 
chined bar stock. Shook products are made of Shook 664, an improved alloy, 
which possesses an unusually high load carrying capacity, and are machined 
to very close limits which permit easy, fast installations. There are over 800 
stock sizes of Shook bushings and over 450 of bronze bar stock. With that wide 
selection you can furnish your customers with whatever they need. 

Yes, quality is right, there are sizes for every requirement, but that isn't all. 
Shook gives you generous advertising support to make selling easy and com- 
petent field engineering assistance to make your service complete. Add to 
this a liberal guarantee which permits you to go “all out" in your recommenda- 
tions and a dealer policy which offers you full protection and you have the 
perfect set-up for a profitable bearing business. 


LOOK! THE SHOOK CATALOG LISTS OVER 800 SIZES 


One of the best selling tools is a good cataolg. Send for Shook's. Look it over 
and see if you don't agree with us that it's the best in the field. It lists all sizes 
of bushings and bar stock in easy-to-use tables . . . gives full details on Shook 
alloys . . . tells how to order grooving and special flanged bushings. Write for 
your copy today, or better yet, ask for our representative to call. se-111 


$ © BAR STOCK BABBITTS 


0 
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ROBERT H. BISHOP 


Bishop Directs Sales 
Of Sylvania Electric 


Robert H. Bishop was named director 
of sales for all divisions and subsidiaries 
of Sylvania Electric Products, Inc., 
whose sales in 1945 totalled $126,000.- 
000, according to Don G. Mitchell, presi- 
dent. Mr. Bishop, who joined Sylvania 
in 1936, will be responsible for the co- 
ordination of selling policy in all divi- 
sions of the firm and its subsidiaries, 
Colonial Radio Corp. and Wabash Corp. 
He will also have direct line respon- 
sibility for the sales organization of the 
lamp, fixture, radio tube and electronics 
division. 


Northrup Joins 
International Nickel 


Homer W. Northrup, formerly with 
the melting department of the iron and 


»steel foundry division of the Crane Co.. 


Chicago, and at its plant in Chattanooga. 
Tenn., recently joined the Chicago 
Technical Section of the International 
Nickel Co., Inc. He will be associated 
with the foundry activities of INCO in 
the Chicago territory. 

Mr. Northrup was graduated from 
the South Dakota School of Mines in 
1933 with a B.S. degree in Metallurgical 
Engineering. While with the Crane Co.. 
he was in charge of the experimental 
foundry in its research and Development 
Department. Mr. Northrup previously 
had spent several years in the company’s 
research laboratories, during which he 
was co-author of two papers. entitled 
“Effects of Super-Heating on the Casta- 
bility and Physical Properties of Cast 
Iron of Different Carbon Contents” and 
“Low Temperature Impact Resistant 
Steel Castings.” He is a co-holder of 
several cast iron patents. 














6 BIG REASONS 


KNOBBED MALLEABLE 
IRON HANDWHEEL 
Gives « fim, non-slip grip. 
Sturdily built for long use. 












150 AND 300 POUND 
INTEGRAL FLANGED 





REMOVABLE YOKE NUT 
For quick and easy servicing withe 
out dismantling the bonnet. 





aS 
Tr 


\) @) Gt ROUND BOLTED BONNET 
and BODY FLANGES 






Minimizes distortion under pres- 


D | a @) Pp B rom g ce (3 Pe | sure. Eliminates special gaskets. 








Steel 


GATE VALVES 


ARE 















‘ r 
P R E F E R R E D STAINLESS STEEL LININGS 
/ 























* Soreemmaes ¢ 








Recommended for severe erosion- 
corrosion .conditions. Furnished 
on special order. 





iT Beg 


| = a DROP FORGED STEEL 
BODY and BONNET 


ROLLED-IN SEAT RINGS Drop Forging refines the grain 
No threads to corrode or leak. structure and imparts extra 
No lugs to impede the flow. — toughness and endurance. 





DROP FORGED STEEL 
INTEGRAL FLANGED 


HENRY VOGT MACHINE cO., Inc., Branch.Offices: New York e 


1000 WEST ORMSBY STREET LOUISVILLE 10, KENTUCKY Chicago e Cleveland e« Philadelphia e Dallas 
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REMOVABLE SUP-IN-PLACE 

WATER CURTAIN BAFFLE REMOVABLE waTeR OVERFLOW PAN 

. DISTRIBUTING PLATE 

' ; OVERFLOW WATER 
DIFFUSORS 


REMOVABLE AND 


SERVING NOZZLES 
AND OVERFLOW PAN 








REMOVABLE AND Ci 


SMUOGE STRAINER 


SCREENS 














To Show Your Customers 


A PICTURE that answers many of your customers’ ques- 

tions. Note the easily removable rear curtain baffle 
showing how the smooth curtain of water is formed. Ex- 
hausting air, bearing overspray, is drawn against water cur- 
tain, and solids are washed down into settling tank. Any 
remaining paint particles which collect on the precipitator 
pack are washed down by the high velocity sprays of water 
from the two rows of non-clogging nozzles. These packs 
direct the air uniformly through the air expansion precipi- 
tating chamber and also prevent surging in the settling 
tank. 


Note, too, the removable and collapsible moisture elim- 
ination pack, the overflow water diffusers, and other features 
designed to prevent solids from being discharged to the 
outside atmosphere and to minimize fire hazards. 


Cut-away section is printed in two colors on page 30 of 
Paasche catalog. It will help you sell water wash booths 
if you study it now. 


PAASCHE AIRBRUSH CO. 
Chicago 14, Illinois 
Paasche Airbrush (Canada) Ltd., 110 Elm Street, Toronto, Ontario 


1915 Diversey Parkway 
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MOISTURE ELIMINATOR PACK 


PIPING FROM PUMP TO MANIFOLDS 


NON-CLOGGING NOZZLES 


REMOVABLE REMOVABLE 


| 





PRECIPITATOR DISTRIBUTOR PACK 











Extra-Curricular 


"Work" of a Peddler 





What does a space peddler do when 
he’s not peddling space? Mitu Suppiits’ 
own H. E. “Pete” Thayer furnishes an 
answer here. He’s pricking his fingers in 
an attempt to pin a corsage on Miss Edith 
Wooton at the annual meeting of the In- 
dustrial Advertising and Marketing Coun- 
cil in Hartford, Conn., last month. 

Pete was a director of the organization 
this year, representing publication men, 
and last year the council voted him the 
title of “the most honest peddler.” 

Miss Wooton was the only woman pres- 


| ent at the meeting. She’s the council’s 





secretary-elect. 


Michael Is Director 
Of Thomas Machine 


Grover L. Michael of Pittsburgh, was 
elected as a new member of the board of 
directors of the Thomas Machine Mfg. 
Co., Pittsburgh, it was announced re- 
cently by George P. Thomas, president. 

Emil Rougraff, former manager ‘of the 
Thomas contract department, was ap- 
pointed to the post of works department 
manager. Mr. Rougraff has been associ- 
ated with the Thomas Co. 
The works department, it was re- 
vealed, will be reorganized and enlarged. 


for several 
years. 


Sawhill Announces 
New Representatives 
James W. Roy of James W. Roy Co., 


Boston, Mass., will represent the Saw- 
hill Mfg. Co., Sharon, Pa., in New Eng- 
land and C. C, Abbott will represent 
Sawhill in Cincinnati, O., visiting south- 
ern Ohio. Mr. Roy is a former salesman 
for Republic Steel and Mr. Abbott has 
been associated with several manufac- 


| turers throughout the years. 
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CAN SHIP TODAY 


LOWELL si WREN 4E 
RATCHET | 
There will be hundreds of Reversible Ratchet Here Is YOUR BIG 


Wrenches used on both outside and inside 
jobs by industry. Lowell's whose quality is Sellin g Point 
USE IT 


well known, accepted and backed by 77 years 

of experience, will bring you profitable 
The two straight Pawls of hardened 
steel set in the solid stock of the 


business. 

handle where they rotate are backed 
up by the solid stock of the Handle 
and the Gear, the strongest construc- 
tion that can be had. 














We suggest you start checking 
your territory TODAY. 


The Shipper rotates on the solid stock 
of the Handle, not on a pin or screw. 


LOWELL Skt CAR MOVERS 


EASY TO USE, SAFE, STURDY AND SLIPPROOF. WEIGHT 16 LBS. 


They move orders your way 
because they satisfy. Sell 
them today 


This Swaco car mover is light in weight, 
16 Ibs., yet is powerful and rugged. 
The pressure is scientifically triangu- 
lated to throw entire weight on spurs 
which are so placed as to grip the cor- 
ners of the rail . . . not a chance of 
slipping. 

This mover will get UNDER the load 
and place the handle high, enabling the 
operator to use full strength safely in 
starting the car. 


53'/-inch 7 
Selected White 
HICKORY 


HANDLE 
LOWELL WRENCH CO. WORCESTER, MASS., U.5. A. 


Mover "ratchets" easily once the 
car is started and the angle of spurs 
prevents any chance of mover leaving 
the rail accidentally. 
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When You Want a shipment to go the fastest way, the word 
“rush” is not enough. Specify “Air Express” and be sure. 


Phone For Pick-Up as soon as package is ready. Special deliv- 
ery at other end often means same-day delivery between many 
airport towns and cities as far as 1,000 miles apart. 


Air Express goes everywhere. In addition to 375 airport 


towns and cities, it goes by rapid air’ 
rail schedules to 23,000 other com- 
munities in this country. Service 
direct by air to and from scores of 
foreign countries in the world’s best 
planes, giving the world’s best 
service. 





RATES CUT 22% SINCE 1943 (U.S. A.) 
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—— 
INTERNATIONAL RATES ALSO REDUCED 








Write Today for the Time and Rate Schedule on Air Express. It contains illumi- 
nating facts to help you solve many a shipping problem. Air Express Division, 
Railway Express Agency, 230 Park Avenue, New York 17, N. Y. Or ask for it 


at any Airline or Railway Express office. 





GETS THERE FIRST 





Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 


Representing the AIRLINES of the United States 
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WILLIAM BEATTIE 


Wales-Strippit Forms 
Canadian Company 


Formation of the Wales-Strippit of 
Canada Ltd., with plant and sales offices 


‘located at 85 Cannon St., West, Hamil- 


ton, Ont., and with William Beattie as 
manager, was announced recently. Mr. 
Beattie will direct Canadian service on 
all hole-punching and notching equip- 
ment formerly handled from the main 
plant in North Tonawanda, N. Y. 


Pyrene Renames 
Extinguishers 


The Pyrene Mfg. Co., Newark, has dis- 
carded eleven well-established trade 
names in favor of only one name and more 
informative labeling. The concern has 
also redesigned nameplates and pack- 
ages, and standardized colors. Hence- 
forth, all Pyrene extinguishers will be 
designated “Pyrene”, with the type of 
unit added. The unit formerly known as 
Fastfoam, for example, now becomes Py- 
rene Foam. 


Ogilvie Is Named 
Gasflux Unit Manager 


Douglas C. Ogilvie was appointed 
eastern division manager of the Gas- 
flux Co., Mansfield, Ohio, with head- 
quarters at 487 Orange St., Newark, N. 
J. Mr. Ogilvie was formerly with the 
Chas. W. Krieg Co., Newark, in the 
capacity of welding consultant. In his 
new position, he will provide field serv- 
ice for the accounts of distributors in 
New England, eastern New York, eastern 
Pennsylvania, New Jersey, Delaware and 
Maryland. Chas. W. Krieg Co. will 
continue to handle the distributorship of 
Gasflux units and Gasflux in New Jersey 
and New England. 











When you use pipe 
call for the pipe that offers most* 


NATIONAL STEEL PIPE 


*Why NATIONAL offers 
most in pipe satisfaction 
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NATIONAL Steel Pipe is the most 
widely used pipe in America. And 
that’s not because NATIONAL Pipe is 
produced by the largest maker of tu- 
bular products in the world, nor because 
we’ve been making NATIONAL Pipe 
for more than half a century. The basic 
reason is that NATIONAL Pipe gives 
the most service per dollar of cost. 
For a hundred-and-one jobs around 
industrial plants, factories, shops and 
mills, in industrial and commercial 
buildings of all kinds, thg use of 
NATIONAL Pipe has become almost 
standard practice. Architects, engi- 
neers, contractors and maintenance 
men have confidently specified 
NATIONAL Pipe, year after year, be- 


Columbia Steel C y, San Fr 








cause of the honest, dependable 
money-saving performance it assures. 

Through the years, NATIONAL Pipe 
has maintained its position of top pre- 
ference because as better steels have 
been produced, and pipe making 
processes have been perfected, these 
improvements have been constantly 
reflected in NATIONAL Pipe. That’s 
why no better low cost pipe for general 
all ‘round use has ever been produced. 
(Special varieties of NATIONAL Pipe 
are available for severe and unusual 
conditions involving high tempera- 
tures and high pressures. ) 

Check over the 10-point advantages 
that NATIONAL Pipe offers — they 
speak for themselves. 





NATIONAL TUBE COMPANY 


PITTSBURGH, PA. 


Pacific Coast Distributors 


United States Steel Export Company, New York 


UNITED STAI Ew Giese. 
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-in TAYLOR MADE CHAINS 


carbon steel or wrought iron chain. Every link is care- 
fully inspected and every chain thoroughly tested be- 
fore it leaves the factory. That’s why it’s fast becoming 
a must with production men everywhere who demand 
safety from chain. And there’s no charge for this extra 
Taylor Made safety. Write today for literature or phone 
your mill supply distributor. 


§.C. TAYLOR CHAIN CO. 


BOX 509-M-6 ¢© HAMMOND, INDIANA 





names sniinetittaaemeastiaetiiineniine ania 


Toa ches 


EXTRA SAFETY 





¢) Taylor Made Alloy Steel Sling Chain is used 
(j \ extensively throughout the steel industry 


== for it has twice the safe working load of low 
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William Creveling wraps a pair 
of rubber boots for shipment, in 
a spare moment from his duties 
as “chief beit-splicer” for Peerless 
Mill Supply Co., Buffalo. 





Nuttall of Blaw-Knox 
Dies at 63 


Walter Nuttall, general purchasing 
agent of the Blaw-Knox Co. died May 3, 
after 26 years of service with the com- 
pany. Company officials point out that 
Mr. Nuttall, a member of the Purchasing 
Agents Association of Pittsburgh, held a 
position of critical responsibility during 
the war years. 

Mr. Nuttall was well known in Masonic 
circles, a member of the American Guild 
of Organists, and was for many years 
president of the Hope Building & Loan 


Association (North Side), Pittsburgh. 


He is survived by his widow, two daugh- 
ters, and two sisters. 





Milton H. (Mike) Smith has been 
made supervisor of fork-type lift 
truck engineering, Hyster Co., 
Portiand, Ore. Prior to joining 
Hyster four years ago, he was 
chief engineer, Hydraulic Equip- 
ment Co., Cleveland. 


















UNION SELF-CENTERING 
SCROLL CHUCK, QUALITY 
CONTROLLED FOR BETTER 
SERVICE... 















The operation of our own foundry is only one of 
the controls which enables us to give you better 
chucks... when you want them. For instance... 
three types of metal are used in the major parts 
of the self-centering Geared Scroll Chuck shown 
above. The jaws are of a special analysis steel to 
withstand shock and wear. The pinions are made 
of chrome nickel steel, heat treated and ground. 
The scrolls are of special alloy steel forgings, heat 
treated for toughness. Our quality control insures 
the right steel for every part in this chuck and all 
others in the “broadest line of chucks in the world”. 


lf you have a chucking problem, our complete engi- 
neering service or catalogs will help you. Why not write? 


UNION MANUFACTURING COMPANY | (4 DKS 


304 Church St. New Britain, Conn., U. S. A. 
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EPTEMBER 
thru 21" 1946 


ATIONAL 







Included will x exhibits of all 
types of tools and items used by 
industry everywhere. 

The 1946 NATIONAL HARDWARE 
SHOW will be the first great show 
of its kind on an international scope! 
September 16th to RR icctasive— 
Grand Central Palace, ‘ 
New York! 


Send for Free List 
of Exhibitors, Floor 
Plans and Data 






NATIONAL 


HARDWARE SHOW, In 


S 
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Looking at the birdie is part of the staff of Sioux Machinery & Supply 


Co., Sioux City, la. 


Left to right are: 


C. Smith, salseman; H. Flood, 


bookkeeper; J. Nelson, salesman; Mrs. C. W. Monroe, office manager; 
Miss M. Peters, stenographer; C. W. Monroe, president and general 
manager; G. Griffith, shipping; L. Van Driel, salesman; E. Lake, sales- 
man; D. Skaff, salesman; P. Swessinger, salesman; N. Morris, sales- 
man; Miss C. Beacom, stenographer; and, Miss S. Hanshaw, stenog- 


rapher. 





Atlas Supply In 
Building Program 


Adequate showrooms and space to en- 
large the industrial supply department 
will be included in the proposed addition 
to present facilities of the Atlas Supply 
Co., Winston-Salem, N. C., distributors of 
industrial, plumbing and heating sup- 
plies. Egbert L. Davis, chairman of the 
board of directors of the firm, announced 
that the, addition will be a four-story 
building and will be constructed adjacent 
to the present quarters of the firm at 
236 South Liberty St., Winston-Salem, 
as soon as materials are available. 

The new building will double the firm’s 
available space. It will have a 60-ft. 
frontage and will be 90-ft. deep, provid- 
ing Atlas Supply with 27,000 sq. ft. of 
additional floor space. Present floor 
space is only 36,000 sq. ft. Plans reveal 
a ground floor entrance on South Liberty 
St., and a lower floor that opens on 
ground level in the reai, permitting steel 
pipes and other heavy materials to be 
stored easily or loaded and unloaded di- 
rectly on rail cars or trucks. This lower 
level will make the building five stories 
in the rear as the ground slopes away 
toward the rear of the building. 

It was hoped to have had construction 
on the addition started by now but short- 
ages of building materials have continued 
to hold up the job. The new building 
is necessary, according to Mr. Davis, to 


‘meet the requirements of the renewed in- 


dustrial activity and demand for homes 
and commercial buildings which will need 
plumbing and heating equipment. Pres- 
ent offices also will be remodeled. 

Atlas Supply Co., which covers North 
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and South Carolina, parts of Tennessee 
and Virginia, hopes to cover the estab- 
lished territory more thoroughly rather 
than expand it physically, according to 
Mr. Davis. Personnel of the firm in- 
cludes some 50 employees, but with for- 
mer employees returning from service 
with the armed forces and additions, this 
figure is expected to increase. 

During the war years, Atlas Supply 
furnished all or part of heating and 
plumbing supplies to Camp Davis, Camp 
Lejeune, Camp Mackall, Fort Bragg, 
Cherry Point Air Base, Seymour John- 
son Field, Morris Field, O.R.D. in Greens- 
boro, military posts at Elizabeth City, 
Edenton, Wilmington, Sumter, S. C.; 
Swannanoa, Camp Chaffee, Ark.; Fort 
Knox, Ky.; a number of veterans’ hospi- 
tals and housing projects all over North 
Carolina, South Carolina, Georgia, Flor- 
ida and Missouri. 

Atlas Supply provided supplies for Oak 
Ridge, Tenn., “atomic bomb city”, also. 

Officers of the firm are Egbert L. Davis, 
Jr., president; H. B. Nifong, vice presi- 
dent who served in the Philippines; C. V. 
Murray, executive vice president; J. Low- 
ell Adams, vice president and manager 
of the Charlotte branch and Albert Bow- 
den, manager of the Raleigh branch. 


Ahringer Returns To 
American Manufacturing 


Ralph W. Ahringer, after three years of 
active service with the Army, has returned 
to the American Mfg. Co., Brooklyn man- 
ufacturers of rope, twine and packing. 
He will represent the firm in the states 
ot New York and Pennsylvania. 
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" Years ago Powell pioneered in making Cast Steel 
Valves to handle flow control requirements for 
which bronze and iron valves were not fully suited. 


Later, the development of the chemical and pro- 
cess industries imposed new demands; namely, for 
valves to handle corrosive media. Again Powell 
blazed the trail and today, in addition to Bronze, 
Iron and Steel Valves of every required type size 
and pressure, Powell offers not only the Cast Steel 
but also many special designs in the widest range 
of pure metals and special alloys ever used in 
making valves. 


In short, Powell is prepared to supply the right 
valve for every known industrial service. In writ- 
ing for catalogs, specify whether you are interested 
in Bronze and Iron; Cast Steel; or Corrosion 
Resistant Valves. And to solve unusual flow con- 
trol problems consult Powell Engineering. 





Fig. 3061—Class 300-pound Cast Steel 
Swing Check Valve. Flanged ends and 
bolted cap. Dise has ample lift to permit 
full, straightway, unobstructed flow through 
the valve body. 














a 






Fig. 1531—Ciass 150-pound Cast Steel 
Globe Valve. Has flanged ends, outside 
screw rising stem and bolted flanged yoke. 


Fig. 1503—Class 150-pound 


Cast Stee! Gate Valve. Has | The Wm. Powell Co. 


Fig.6003—Ciass 600-pound Cast Steel 


Gate Valve. Has flanged ends, outside ——— ends, outside screw ris- 
screw rising stem, bolted flanged yoke ng stem, bolted flanged yoke, 
and taper wedge solid disc. taper wedge solid disc. Cincinnati 22, Ohio 


DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 
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Every Year There Is An Increasing Demand 
for WEINBERG & McKEE Compiled Catalogs 





SAMUEL HARRIS CO. RAILEY MILAM, INC. 
Chicago, Illinois Miami, Florida 
R. C. DUNCAN CO. STACY SUPPLY CO. 
Minneapolis, Minnesota Springfield, Massachusetts 
HOUSH INDUSTRIAL SUPPLY CO. CRAMER HARDWARE CO. 
Evansville, Indiana North Tonawanda, New York 
STANDARD EQUIPMENT & SUPPLY CO. TERRE HAUTE HEAVY HARPWARE 
Hammond, Indiana Terre Haute, Indiana 
PHILLIP & EASTON SUPPLY CO. M. D. LARKIN CO 
Wichita, Kansas 7 ‘Dayton Ohio : 
IOWA MACHINERY SUPPLY CO. : > 
Des Moines, Iowa gn a oo. 
PULVER MACHINISTS SUPPLY CO. - 
Chicago, Illinois w= ec ln D.c 
NEAL & BRINKER CO. MIZE SUPPLY CO. 
New York City, New York Waynesboro, Virginia 
CLEVELAND TOOL & SUPPLY CO. INDUSTRIAL SUPPLY CO. 
Cleveland, Ohio Richmond, Virginia 
INDUSTRIAL SUPPLY CO. LA HARDWARE CO. 
Salt Lake City, Utah eae, New York 
BARRETT HARDWARE CO. PEDERSEN BROS. CO. 
Bececnsee, Illinois : Chicago, Ilinois 
CENTRAL RUBBER SUPPLY CO. PATRON TRANSMISSION CO. 
Indianapolis, Indiana New York City, New York 
TRACY, ROBINSON & WILLIAMS McCRACKEN, R. S. & SONS 
Hartford, Connecticut Philadelphia, Pennsylvania 
BALDWIN SUPPLY CO. WAKNER HARDWARE CO. 
Indianapolis, Indiana Minneapolis, Minnesota 
KASPER & KOETZLE, INC. TOOL HARDWARE & SPORTING GOODS CO. 
Brooklyn, New York Detroit, Michigan 
HARRIS PUMP & SUPPLY CO. MORRIS ABRAMS, INC. 
Pittsburgh, Pennsylvania New York City, New York 
GALIGHER CoO. OLIVER ABRASIVE & TOOL CO. 
Salt Lake City, Utah Buffalo, New York 
HARRIS IRON & SUPPLY CO. ABRASIVE MACHINE & SUPPLY CO. 
Memphis, Tennessee Newark, New Jersey 
LINDQUIST HARDWARE CO. J. T. WING & CO. 
Bridgeport, Connecticut Detroit, Michigan 
HARPER FOUNDRY & MACHINE CO. YARROW INDUSTRIAL SUPPLY CO. 
Jackson, Mississippi Philadelphia, Pennsylvania 
LEWIS SUPPLY CO. STAR MACHINERY CO. 
Memphis, Tennessee Seattle. Washington 
PERTH AMBOY HARDWARE Co. AIRCRAFT STEEL SUPPLY CO. 
Perth Amboy, New Jersey Wichita, Kansas 
R. C. NEAL CO., INC, W. T. WEAVER & SONS 
Buffalo, New York Washington, D. C. 
MACHINISTS TOOL & SUPPLY CO. PACIFIC TOOL & SUPPLY CO. 
Los Angeles, California Oakland & San Francisco, California 
MceCONKEY-DOCKER & CO. MID-STATES INDUSTRIAL CORPORATION 
Phoenix, Arizona Rockford, Illinois ‘ 
HART INDUSTRIAL SUPPLY CO. STANDARD-SHANNON SUPPLY COMPANY 
Oklahoma City, Oklahoma Philadelphia, Pennsylvania 
PRODUCTION TOOL & SUPPLY CO. THE F. HALLOCK COMPANY 
St. Louis, Missouri Derby, Connecticut 
JONES & AUERBACHER, INC. THE *¢WARREN COMPANY 
Newark, New Jersey Troy, New York 


WALTER A. CARR CO. 
San Francisco, California 
FUCHS MACHINERY & SUPPLY CO 


THE FAETH COMPANY 
Kansas City, Missouri 


Omaha, Nebraska ' BARRON MILL SUPPLY CO. 
GLOBE MACHINERY & SUPPLY CO. Cedar Rapids, Iowa 

Des Moines, Iowa STANDARD BATTERY SUPPLY CO. 
BARRETT-CHRISTIE CO. Waterloo, Iowa 

Chicago, Illinois TRANTER MFG. COMPANY 
COGGINS & OWENS Co. Pittsburgh, Pennsylvania 

Baltimore, Maryland ELLFELDT MACHINERY & SUPPLY CO. 
METROPOLITAN SUPPLY CORP. Kansas City, Missouri. 

Los Angeles, California MANUFACTURERS SUPPLY COMPANY 
a ye SALES & SUPPLY CO. Grand Rapids, Michigan 

ailas, exas > er a 
> CAMM BLADES MACHINERY CO. 

A. V. WIGGINS co. Milwaukee, Wisconsin. 

Syracuse, New York aes ‘ 
THE BALBACH CO. ALBERT GUNTHER INC. 

Omaha, Nebraska Baltimore, Maryland. 
MECHANICAL SUPPLIES CO. STANDARD SUPPLY & EQUIPMENT CO. 

Cincinnati, Ohio Baltimore, Maryland 
WM. H. TAYLOR CO. MARSHALL-NEWELL SUPPLY CO. 

Allentown, Pennsylvania San Francisco, California. 


® Tools Made of HIGH SPEED STEEL, are priced in red. 


WEINBERG & MOREE, Inc. 


610 W. VAN BUREN ST. CHICAGO 7, ILL. 
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Pigeon Brothers Head 
Trade Organizations 


Recent meetings of the Southern Chap- 
ter of the American Steel Warehouse As- 
sociation and the Memphis Association 
of Purchasing Agents found Frank Pid- 
geon, vice-president, Pidgeon-Thomas 
Iron Co., elected a national director of 
the first association, and James Pidgeon, 
purchasing agent, reelected to the presi- 
dency of the second. The two brothers, 
with their brother Philip, own the Mem- 
phis distributing firm. 


Sutch To Supervise 
Wickwire Spencer Plant 


D. A. Sutch was appointed general 
superintendent of the Clinton plant of 
Wickwire Spencer Steel by R. T. Dun- 
lap, vice-president in charge of opera- 
tions. Mr. Sutch, who was works man- 
ager of the Wickwire Spencer Aviation 
Corp., Newark, N. J., succeeds G. G. 
Lloyd, who was recently transferred to 
the Buffalo plant as general superin- 
tendent. 

At the Clinton plant, Wickwire Spen- 
cer manufactures poultry netting, indus- 
trial wire cloth, perforated metal, metal 
conveyor belts and other steel specialties. 


Biggs Made Manager 
By National Electric 


R. W. Biggs was made works manager 
of the Ambridge, Pa., plant of the Na- 
tional Electric Products Corp., Pitts- 
burgh, succeeding Neil C. Lamont who 
has retired. Mr. Biggs is a graduate of 
Ohio Northern University and started 
his career with the National Tube Co. 

In 1938, Mr. Biggs became assistant 
superintendent of the Jones & Laughlin 
Steel Corp. works in Aliquippa, Pa. 
Five years later, Mr. Biggs was advanced 
to the post of production manager at the 
J. & L. McKeesport, Pa. works. During 
1944-45 he served as works manager. 

For the last five months, Mr. Biggs 
has been in the Pittsburgh offices of 
National Electric in an administrative 
capacity. He is a member of the Iron 
& Steel Engineers and recently served 
on the Ordnance Committee of A.S.M.E. 

Mr. Lamont was works manager since 
joining National Electric in 1927. Be- 
fore going to Ambridge, he was 27 years 
with the Worthington Pump & Ma- 
chinery Co. 
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--and you'll see why costs go down 
when Morse Cutting Tools go inl. 


See the length of these chips. Here’s proof for 
you... the best kind of proof . . . that Morse 
Drills are accurately ground, uniformly angled, 
and have just the right amount of lip clearance. 
Try them! They’ll cut down work and tool 
spoilage ... reduce down-time . . . make a notice- 


able difference in your production costs! 





AS ALWAYS — THROUGH DISTRIBUTORS TO REDUCE COSTS, SPECIFY MORSE CUTTING TOOLS 


TWIST DRILL AND 
* MACHINE COMPANY 
NEW BEDFORD, MASS., U.S. A. 


NEW YORK STORE: 130 LAFAYETTE ST. ----CHICAGO STORE: 570 WEST RANDOLPH ST. 
SAN FRANCISCO STORE: 1180 FOLSOM ST. 
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WENDT-SONIS CARE 


Inserted Tooth Cutter 








D. C. Knight, Winterbottom Supply 
Co., Waterloo, lowa, advises that 
the firm shortly will build separ- 
ate quarters for its industrial 
supply business. 





Wesseling Forms 
Engineering Unit 


M. E. Burkhart, vice president, will be 
in charge of the new engineering depart- 
ment created recently by the K. P. Wes- 
seling Co., St. Louis. The new unit will 
provide customers with a professional 
engineering consultant service on forg- 
ings, machine tools and cutting tools. 

Before joining the Wesseling firm, Mr. 
Burkhart was vice president of the Key 
Co., East St. Louis, Ill., manufacturers of 
oil refinery fittings. He was with the 
Key firm for 18 years as chief engineer 
and later as vice president in charge of 
A SUPERIOR LINE OF TOOLS | == 

In his new capacity, Mr. Burkhart will 
direct all engineering service to custom- 


USED ON PRESENT MACHINES—Designed for high efficiency on pres- ers of Wesseling, which represents Jones 

ent machine equipment in your customers’ plants. & Lamson Machine Co., John Bath & 
2 a ; 1 Co., Lovej 

MILLS ALL TYPES MATERIALS with only one cutter body . . . simply On,, Ine. Walagn Tool Co, Leveiey Zest 


Co., Heppenstall Co., Accurate Brass 
Co., Inc., and Interstate Drop Forge Co. 


change blades. New principle permiis faster blade changes. 


MAINTENANCE COSTS ARE LOW because blades are easily sharp- 
ened and inserted. Long service life. 


FULL PROFIT MARGINS assured on nationally advertised W-S line. 
It's the carbide tool line you've been looking for. Write today: WENDT- 
SONIS COMPANY, HANNIBAL, MO. Pacific Coast Division, 580 N. 
Prairie Ave., Hawthorne, Calif. 


YREE W-S FACTORY TRAINING COURSE for mill supply sales- 
men. One weeks intensive training at our factory in 

application, use and maintenance of carbide tools. Small classes. 

Individual instruction. Actual shop practice. Write for details. 





# 
CARBIDE TIPPED CUTTING TOOLS 
BORING TOOLS © CENTERS * COUNTERBORES © SPOTFACERS * CUT-OFF 
TOOLS © DRILLS © END MILLS © FLY CUTTERS © TOOL BITS « » 


MILLING CUTTERS ¢ REAMERS © ROLLER TURNING TOOLS © SPECIAL TOOLS 








M. E. BURKHART 
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THESE VALVES LOOK 
GOOD from Ether EYE! 


It takes a two-eyed look to size up valves as distributor 
merchandise. 


One eye on customer satisfaction — efficient flow control, 
low maintenance cost, availability of types and sizes for 
every need. 


One eye on profit possibilities — customer acceptance, 
franchise conditions, protection against factory compe- 





It may be possible to 
arrange an OIC Selective 


tition. 
From both angles OIC Valves have what you’re look- sions igane yor 
ing for. wire or phone for full in- 


formation. 


With the OIC Selective Distributor’s Franchise you get 
(1) Complete lines, (2) Quality that builds repeat sales, 
and (3) Assurance of NO FACTORY COMPETITION 





wesve-« Male tian drioe . 


THE OHIO INJECTOR COMPANY 


WALVES 











WADSWORTH.* OHIO 
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RUBE 


THE COMPLETE QUALITY LINE 
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RB&W [uN 


Russell, Burdsall & Ward Bolt and Nut Company Factories at Port Chester, N. Y., Coraopolis, Pa., Rock Falls, ill. 
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You Profit M 
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And you'll profit more in bolts and nuts 
by putting selling emphasis on the extra 
values in the RB&W brand. 


There are a number of famous names in 
wire rope—brands that are aggressively 
advertised and recognized by distributors 
and users alike as superior to the run-of- 
the-mill variety. Those names are worth 
money to you, so you push them. 


Bolts and nuts are also items that rank 
high from a volume standpoint. It is prof- 
itable to tell your customers that recog- 
nized brand name fasteners of high qual- 
ity are worth more to them .. . in terms of 
more efficient assembly and more depend- 
able holding power. This is where the 
hundreds of thousands of dollars RB&W 
has invested in research and development 
will pay off for the user—and you. 


RB&W distributors who make a point 
of merchandising bolts and nuts with the 
emphasis they deserve, find that results— 
measured by volume and turnover—make 
bolts and nuts a major item in their lines. 
In addition, they benefit from customer 
satisfaction — reflected in better supplier- 
user relations. 


Plena } 
Sk er ee ew 


In Minneapolis or Dallas— 
Always the Same 


One reason so many big users of bolts and nuts 
insist upon RB&W is that quality is uniform from 
bolt to bolt, from shipment to shipment. One bolt 
picked at random from one RB&W distributor’s 
stock will be identical with one of like specifica- 
tions similarly picked elsewhere: the same clear- 
cut heads, accurate, well-finished barrels, perfect 
threads, high and uniform physical properties. 


A Name Associated with Extra Values 


Purpose of this advertising is to make the name 
RB&W EMPIRE mean extra value to your 
prospects and customers. 


Offices in Philadelphia, Detroit, Chicago, Chattanooga, Los Angeles, Portland, Seattle 
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Sealing Vroblems 
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For high pressure steam rods Belmont 30 
High Pressure Asbestos Packing has 
center block pleated on itself, accor- 
dion-fashion, at approx. 90° angle 
with rod. High resiliency and fiexi- 
bility, extra take-up, extra “edge 
wear” if packing wears to block. 


Hollow Center Packing, Belmont 19 pro- 
vides a point of least resistance for 
expansion and contraction. Packing 
“breathes” toward the hole, so fric- 
tion is kept at minimum point cre- 
ated by the working pressure itself. 
Light-weight—economical. 


For “boiling in oil Belmont 189 Hot 
Oil Asbestos Packing has extra re- 
sistance to penetration. Long-fibre 
asbestos yarn is firmly braided, each 
strand treated with a special com- 
pound so that saturation and pene- 
tration are minimized. 


IN THE BLUE-AND-ORANGE BOX 
=_ 
= = == 
There is a Belmont Packing for 
Every Service 
Belmont distributors are located in. 
every large industrial center, ready 
to give you prompt delivery from 
local stocks. 


THE BELMONT PACKING 
AND RUBBER CO. 


Butler and Sepviva Streets 
Philadelphia 37, Pa 
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25 Years Ago 


Representatives of Mill Supplies 
found the convention a gratifying success. 
In point of numbers, the attendance at 
the triple convention was greater than 
the most ardent booster anticipated, while 
the quality of the speeches and the man- 
ner in which business was conducted 
made the gathering a complete success. 

E. E. Strong, president of the Strong, 
Carlisle & Hammond Co., Cleveland, 
was recently presented with a silver lov- 
ing cup on the occasion of his 80th 
birthday. The presentation was made 
by S. R. Sague on behalf of Mr. Strong’s 
junior associates. 

John T. Brierly; director of the Brierly- 
Lombard Co., Worcester, has resigned 
following a 40 year association with the 
supply firm. He was president and treas- 
urer until last year when the firm be- 
came a subsidiary of the Standard Supply 
& Equipment Co., Philadelphia. 

The new building of the Smith-Court- 
ney Co., Richmond, Va., is one of the 
largest and most up-to-date in the south. 
It occupies an entire city block, approxi- 
mately 300 ft. square, in the rapidly 
growing industrial section of Richmond. 


10 Years Ago 


Jack Dale, Briggs-Weaver Machinery 
Co., Dallas, brought a supply of ten- 
gallon hats to the Atlantic City conven- 
tion and ballyhooed the Texas Centen- 
nial at every opportunity. 

The theme, “Better Selling,” dominated 
the recent convention. Every meeting, an 
article reports, centered on selling—the 
most important function of a distributor. 

An article by Frank E. Lee, telephone 
salesman for the H. Channon Co., Chi- 
cago, lists the qualities necessary for 
successful telephone selling. By persist- 
ently following up all enquiries, being 
polite, knowing what he has to say and 
how to say it, the telephone salesman 
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HAZARD'S 


LAY- SET 2xc/ormed 


You get true flexibility —limberness—willingness 
to bend—a wire rope that is easy to handle— 
when you put Hazard Lay-Set Preformed on 
your machine. 

That is because every wire is preformed. It is 
the preforming process that frees the steel from 
internal torsional strains and pent-up stresses. 
It endows the rope with amazing resistance 
to bending fatigue, makes it spool better 


on drums, makes it easier to handle—reeve 
faster. All these characteristics add up to longer 
life, fewer machine shutdowns for rope replace- 
ment, steadier machine production, safer working 
conditions, greater dollar profit. 
For your next line, order Hazard Lay-SEt Pre- 
formed. Put it on your own machine, keep your 
own service records. Test it in your own 
way. Make it prove itself. It will. 


Wilkes-Barre, Pa., Atlante, Chicoge, Denver, Houston, Les Angeles, New York, Philadelphia, Pittsburgh, Portiend, Sen Francisco, Tacoma, Secttle, Bridgeport, Cona, 


HAZARD WIRE ROPE DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 


MILL SUPPLIES © JUNE, 1946 








You can tell your prospects that the 
FORD TRIBLOC has fewer parts than 
any hoist in its field. Fewer parts 
mean less wear, greater efficiency, 
lower maintenance. Simplicity means 
rugged durability, longer life. “4 to 
40 tons. 











Ford Triblocs are built for hard, 
constant, high-speed ysage. Spur-gear 
construction; ball-bearing load wheels; 
high carbon steel load chain. 
Drop—forged hooks of special steel. 
Remember, if you need help on some 
special problem a skilled Ford engineer 


will help you. 


York, Pa., Chicago, Denver, Los Angeles, Philadelphia, 


Portland, San Francisco, Bridgeport, Conn. 


FORD CHAIN BLOCK DIVISION 


AMERICAN CHAIN & CABLE 





In Business for Your Safety 
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becomes much more than a clerk taking 
orders, 

The Busser Supply Co., Lewisburg, 
Pa., has just completed an addition to its 
present display room, thereby increasing 
the floor space almost 100 percent. 

The Lindquist Hardware Co., Bridge- 
port, Conn., distributing firm, held a 
power transmission clinic with the L. H. 
Gilmer Co., Philadelphia. Superintend- 
ents and other operating officials from 
local industries attended. 

A May exhibit by the Chandler & Far- 


-quhar Co., Boston, drew a record average 


of 1,000 persons a day during the five 
days devoted to it. The basement and 
first floor were used to exhibit the prod- 
ucts of 40 manufacturers. The show was 
put on by a committee made up of Walter 
Dow, vice-president, Walter Currier, sales 


»manager, and James Donahue, comptrol- 


ler. 





Walter Dow, left, and James 

Donahue helped stage an indus- 
trial exhibit for Chandler .& 
Farquhar Co., Boston, in 1936. 





Clayton & Lambert 
Moves To Louisville 





As a result of the purchase of the 
Detroit plant by the Navy Department 
for use as a “stand-by” arsenal, the 
Clayton & Lambert Mfg. Co. is trans- 
ferring its executive offices and primary 
manufacturing activities to Louisville, 
thus ending a 57-year stay in the Michi- 
gan city. Some time ago the firm began 
enlarging the Louisville facilities and 
expects to attain a high level of produc- 
tion within a few months. The operations 
of the company’s Lamneck division in 
Middletown, O., will be undisturbed by 


the new set-up. 

















AMERICAN CHAIN 


Answers Everyday Chain Questions... 








re SELL AMERICAN * * * THE COMPLETE CHAIN LINE 


American Chain Division makes all types of electric welded and fire 
welded chain — all types of weldless chain made of formed wire or 
stampings — a complete line of chain fittings, attachments and 


assemblies — repair links — cotter pins. 


— 





York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 






BS. AMERICAN CHAIN DIVISION 
oo AMERICAN CHAIN & CABLE 


Toes v SJ’ In Business for Your Safety 
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One thing about highly polished surfaces 
— it takes them a long, long time to 
wear out, even with constant rubbing 


That's one reason why a Helicoid 
Pressure Gage was still going strong — 
still accurate to 1/2 of 1% — after 
75,000,000 cycles. The movement consists 
of a polished graphited bakelite cam 
sliding in a highly polished helical 
groove. This instead of the conventional 
spur gears. 


There is ample proof that a Helicoid 
Pressure Gage will remain accurate many 
times longer than any spur—geared move— 
ment gage ever made. This is important 
to your customers who use pres— 

sure gages in any quantity. 


SEND FOR THIS CATALOG 
For complete information about 
Helicoid Gages, send for our cat- 
alog—the only technical catalog 
published on pressure gages. 


HELICOID GAGE DIVISION 
AMERICAN CHAIN & CABLE 


Bridgeport 2, Connecticut 
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Trouble-shooter for the Mills & 
Lupton Supply Co., Chattanooga, 
is E. C. Mahoney, vice-president, 
whose familiarity with all phases 
of his firm helps solve many a 
problem. 





Guinee Starts Firm 
In Vicksburg 


T. C. Guinee, who was secretary of the 
Riechman-Crosby Co., Memphis, for 21 
years, and vice-president of the Lewis 
Supply Co., Memphis, for the past few 
years, has established his own supply 
company, the Southern Engineering & 
Supply Co., at Vicksburg, Miss. His part- 
ner, W. C. Wallace, Jr., a graduate en- 
gineer of Louisiana State University, was 
connected with the Continental Gin Co. 
for eight years. 

Southern Engineering represents many 
nationally known lines in conveying, ele- 
vating and power transmission equipment, 
and also handles a general industrial 
supply line of machinery and supplies. 








Kenneth N. Macomber has been 
promoted from the position of 
chief service engineer to chief 
engineer by the Lapointe Machine 
Tool Co. of Hudson, Mass., where 
he has specialized in industrial 
broaching problems. 











SELL 


WRIGHT 
HH OIsTSs and 











—_— =e lUNweeOhTPr OT eC lU 


economical material-handling 


-. =.= 


, 4 
— 


Never before have manufacturers stood in such need of labor= 
saving — labor-—aiding equipment, and production efficiency. 
Not only do they need a Wright traveling crane which will 
really put their ceiling to work, but they need Wright's 
years of experience to help cut costs and speed production. 
Wright material—handling equipment (cranes, hoists, and 
trolleys) is built in a wide range of capacities and to meet 
the most exacting specifications. If your problem is special, 
call in a Wright engineer. ..always glad to help. 


WRIGHT MANUFACTURING DIVISION 
AMERICAN CHAIN & CABLE 
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Forged Fittings Division 
BONNEY FORGE & TOOL WORKS - 645 N. Meadew St., Allestown, Pa. 





\! | { / Statistics show that on the average 
[2p “ there is one right-angle branch pipe 
outlet on every 30 feet of piping. This 
means that there is a big market for 
branch pipe outlet fittings. 


But—chances are you are missing sales for welded 
branch pipe outlet fittings unless you have WeldOlet 
Fittings. Regardless of what line of welding fittings you 
handle, WeldOlet Branch Pipe Outlet Fittings will 
round-out your line—provide an ppportunity to make a 
fitting sale for every branch pipe outlet required on the job. 


And your customers will like WeldOlet Fittings because 
they are inexpensive to buy—easy to install—provide 
improved flow conditions—and provide full, original 
pipe strength at the joint. 


_ Write today for full information on this 
easy-to-sell, profitable line of branch 
pipe outlet fittings. Ask for a copy of the 
WeldOlet Fittings Catalog and Distribu- 
tor Proposition. 


WELDOLETS 


Weded 5 1a4tcet ime “ied 
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Part of the shelving and display 
facilities in the new quarters of 
the Underwood Supply Co., Los 
Angeles, are shown in this picture. 





Underwood Supply 
Reorganizes, Moves 


The Underwood Supply Co., Los An- 
geles, has been reorganized as a corpora- 
tion and has moved to 820 South Hoover 
Street, according to E. A. Underwood, 
president. Other officers are G. E. Mar- 
tin, vice-president and treasurer, and A. 
Perraca, secretary. The new industrial 
sales manager is H. E. Bailey, formerly 
with the Fontana steel plant of the Kaiser 
Co. 

While stressing the manufacture and 
painting of trade signs, the supply firm 
also does a general industrial supply 
business in paints, air brushes and com- 
pressors, while carrying a complete line 
of repair parts for the air equipment 
and the compressors. 


American Foundry 
Sales Staff Shifted 


L. L. Andrus, vice president in charge 
of sales of the American Foundry Equip- 
ment Co., Mishawaka, Ind., has reorgan- 
ized his staff with a number of sales 
territorial changes and appointments. 
Davis G. Taylor was named representa- 
tive in a newly created territory cover- 
ing the San Francisco Bay area with 
headquarters in San Francisco. Mr. 
Taylor was formerly with sales engineer- 
ing at the home office. 

John Getzen joined H. G. Mouat, dis- 
trict sales representative in the Birming- 
ham area. A graduate of Georgia Tech, 
Mr. Getzen was a colonel in the Army 
and had been assistant to the president 
of the Stockhan Pipe Fitting Co. 

Troy T. Alverson was made sales rep- 
resentative in the newly created Balti- 
more sales office, while David E. Neu- 
stadt was named the new district rep- 
resentative for the Los Angeles area. 
John Nixon will have charge of the 
sale office in Atlanta, Ga. 
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FRED EMERSON 


Emerson Made Official 
Of Spartan Saw 


Fred Emerson, general sales manager 
of the Spartan Saw Works, Inc., Spring- 
field, Mass., was elected vice-president 
and a director of the firm during a re- 
cent meeting of the board of directors. 


He will continue his duties as manager | 


of sales. 


Square D To Erect 
West Coast Plant 


Square D Co., Detroit, will erect a new 
West Coast division plant in Los Angeles 
for the manufacture of control and elec- 
trical distribution equipment to replace 
the one now in operation, F. W. Magin, 
president, announced. The new one- 
story plant of brick, concrete and steel 
construction will expand by 60 percent 
the present facilities. Construction is 
progressing as necessary building ma- 
terials become available. The present 
plant in Los Angeles, at 1320 East 16th 
St., will be digposed of. 

J. H. Pengilly, vice president, is gen- 
eral manager of the West Coast division. 
He recently returned to the firm after 
service as colonel of engineers. 








Studying a catalog item of mutual 
interest are Norbert Koolmar, left, 
and Paul J. Hicks, salesmen for 
Beals, McCarthy & Rogers, Inc., 
Buffalo. 
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e Bonney Open-end Wrenches, like all the 
tools in the complete Bonney ling, are pre- 
ferred by mechanics who take prile in their 
tools. That’s what makes them %o much 
easier to sell. Bonney Open-ends “re pre- 
ferred because of their better balanee, their 
pear-shaped heads with their acqurately 
milled openings and their greater stgength 
and longer wearing qualities. Like all Bonney 
Tools, they are heavily chrome plated. hey 
are tools every mechanic is proud to own. If 
you are not stocking these preferred t8ols, 
prepare to cash in on this market flow. 
Write for the complete Bonney Tool Catdlog 
and distribution proposition. ¢ 










BONNEY FORGE 























DEPT. MS-!, 901 W. LAFAYETTE BLVD. 
DETROIT 26, MICH. 


liger Grip 


The GREATEST IMPROVEMENT 
IN WORK GLOVES IN THE 
PAST TWENTY YEARS! 


Entirely different from any 
glove intended for the same 
purpose! Oxtwears several 
pairs of ordinary woven fabric 
gloves. Made of specially 
knitted material with hun- 
dreds of “loops” in every 
square inch, to cushion and 
protect the hand. Can be 
washed without excessive 
shrinkage—and hold their 
shape! Treated with John- 
son’s “DRAX”’ to make them 
water repellent! Tested in 
laboratories and under 
actual working conditions. 


Send For New 
CATALOG 


Big, new catalog 
lists full line of 
ADV E work 
loves including 
eather palm 
gloves, flannel 
gloves, wire 
stitched gloves, 
welder’s gloves, 
etc., as well as a 
complete line of 
safety and protec- 
tive clothing for 
every industry. 


“A Better Work Glove For Every Purpose” 


ADVANCE 


GLOVE MANUFACTURING CO. 





Detroit. Toledo. Chicago+-Rome, Ga 








Three Salesmen Join 
Riechman-Crosby Force 


Herbert White, J. B. Batts and I. C. 
Weatherly have joined the outside sales 
force of the Riechman-Crosby Co., Mem- 
phis. Mr. White will travel the entire 
territory calling on the contracting 
trade; Mr. Batts will sell industrial sup- 
plies in northeast Arkansas, southeast 
Missouri, west Tennessee and southern 
Illinois; and Mr. Weatherly in West Ala- 
bama, eastern Mississippi, and Tennessee. 


Three Changes 
By Hajoca 


Vincent S. Perry, Karl Brecht and 
Gale O. Matson have been affected by 
recent changes in the organization of the 
Hajoca Corp., Philadelphia. Mr. Perry 
has been made assistant manager of in- 
ventory control in the general offices. 
Mr. Brecht, recently a captain in the 
European armed forces, has been ap- 
pointed manager of the Germantown, 
Pa., branch. Mr. Matson, who has had 
wide experience in the oil and gas field 
industries, has joined the industrial sales 
force in the Wilkes-Barre, Pa., area. 


Sales Service Head 
Appointed By Belden 


Edgar Stanton was made service and 
advertising manager of the industrial 
division at the Belden Mfg. Co., Chicago. 
Prior to entering the Navy, Mr. Stanton 
represented the firm in the mid-west. 

In addition to handling all advertising 
problems of the industrial division, Mr. 
Stanton will be responsible for keeping 
service at a high level. He will report 
to Henry Neil, sales manager of the in- 
dustrial division. Mr. Stanton left the 
Navy in October, 1945, as a lieutenant. 

Three more men have been graduated 

from the sales trainee program of the 
merchandise division and have been as- 
signed territories. The three were re- 
cently discharged from service with the 
armed forces. Warren Stuart will rep- 
resent the firm in California; Kerby 
Garrett will handle all sales in Texas 
and Oklahoma, and John McEwen will 
represent the firm in New York and 
New England. 
' The transfer of Harold Hofman, 
former Kansas City representative, to the 
Pacific Coast, and the return of Robert 
D. Shawl, who will call on jobbers in 
Louisiana, Mississippi, Arkansas and 
Tennessee, was also announced. 
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VISES AND MILLING ATTACHMENTS 
Profitable items To Selj 


ANGLE VISES 
1Y2°"-2V2"*-4"'-6""-8"" Jaws 
Solve difficult 


angle job. Quick 
accurate angle 





for Driliog, | 

lin ng. Grinding, 
Fi ing, Filling 
Et Accurately 
mochined and 
graduated. Hard- 
ened steel jaws, 
plain or grooved. 


DRILL PRESS VISES 


1¥/2""-2/2"".4"" Jaws 


Accurately machined, 
MILLING ATTACHMENT 


Best semi-steel cast- 
ings. Long bearing ad- 
MAKES MILLING OPERATIONS 
its h 


aes screw. Jaws 
ardened steel — plain 
or arooved, 









POSSIBLE ON LATHE. Fits Sout 
Bend, Atlas, Craftsman, Logan, 
Sheldon, and all other lathes. 


a 
360° graduation for rotary angle ad- 
jaye’ Mounts by Lon 
ne, jathe’s Hy 
No. 150 — ay » — 
$8. 75. ie, — 24%" Jaws, 
7/16” dee 


PB. 
and Loy 2 4.75. fir 
~ aws, y 
deep, $39.75. 






No. 250 
: IMMEDIATE DELIVERY 
Write for Circular No. 350 


CHICAGO TOOL and ENGINEERING CO. 
Mfrs. of PALMGREN PRODUCTS for over 3 tlhe 
8392 South Chicago Avenue, Chicago im. 








The NEW 


DEX-TRUSS 


STOCK STAND 


with ball bearing feed roller 
ACCOMMODATES 














Weighs ALL TYPES OF SAWS! 
ONLY * 
272 Ibs. FINGER- 
* TOUCH 
ACTION 
: ~ 
RUGGED 
p~ ee Construction 
with all steel 
tock electrically 
guides! welded. 
. 
Convenient 
Standard 3-WAY 
ro HANDLE! 
te Easily movable 
2812 inches under heavy loads! 
AVAILABLE 
DIATE 
saa 
ORDER 
TODAY 


WHILE STOCK-ON-HAND LASTS. 
DISTRIBUTORS WANTED 


Write for descriptive literature 


ILLINOIS IRON WORKS 


115 East 75th St. Chicago 19, Ill. 
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TOOL HOLDERS 
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Armstrong Top Quality Wrenches 
Mean Increased Profits for You 


More and more buyers everywhere are specifying Armstrong 
Wrenches, which can mean but one thing—plus volume and 
increased profits for the Distributor of Armstrong Wrenches. 


The Armstrong Wrench is not just another wrench, but a top 
quality wrench. The Armstrong line of top quality wrenches com- 
prises a complete line of drop forged carbon steel wrenches, 
including 19 different types, drop forged alloy steel wrenches, 
including 12 different types, and alloy steel detachable socket 


wrenches with a large assortment of driving units . . . plus an 
engineering service to cover your requirements for special 
wrenches. 


The other ten major Armstrong tool lines have these same profit 
building characteristics. That is why more and more jobbers 
catalog, stock and sell the eleven major Armstrong lines “Across 
the Board.” 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
305 N. FRANCISCO AVE. CHICAGO 12, U.S.A. 


Eastern Whse. and Sales: 199 Lafayette St., New York 12, N. Y. 
Pacific Coast Whse. and Sales Office: 1275 Mission St., San Francisco 3, Calif. 








jAemstronc TOOL HOLDERS Are Used in Over 96% of the Machine Shops and Too! Rooms | 
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For sanding and sander discs by C ARBORUNDUM be found give pone Oot “e sius) while 


They have such improved performance service all metal suraung 
Levichmng satisfaction «+ 
vantages would include " c green 


QUNDUM Substentialty longer lite. . y me grit selection as the 
. i 5 Disc b RBORUNDUM 


4 for severe 


¢ we want £0 Bet the news co yo" as available + 


soon as possible A quick Listing, of ad- 24, 36, 90. 0, 80 


plete snformano® Cana 
edge WOt \ 
1931 


jum Company suae 

nich take suctt’a WEAN) gun Company © Nugata 
, The backing ot 

The obvious beneht of course. will 5 fase ready weet 


ction at lower 


are 


DISPLAY. 
DISCUSS. 


LA CY ie 





MILL SUPPLIES ¢ JUNE, 1946 














Business or 











































































































A 

kn tile WY Lond 
| ‘ | md : 
CALL ty Cane”... ee 


“Rare Fy “4 Carbo. 


Abrasives 


















\() | 
@ 
CHOING the suggestion to ‘Call in 
CARBORUNDUM ” ... consistent 
advertising is appearing in scores of 
outstanding industrial magazines. Large 
space is used to capture the interest of 
your trade, in all types of business. Con- 
cise Copy points up your qualifications 
for rendering prompt and practical at- 


tention to standard grinding, sanding 
and finishing needs. 


Our regular advertising program refers 
to you as a direct contact with our 
Abrasive engineering organization, 
wherever unusual abrasive problems 
occur. And, naturally, it puts over the 
point that you, our Industrial Supply 
Distributors, are the logical headquarters 
for standard abrasive needs. 


With hard-hitting advertising specifi- 
cally designed to punch this across to 
your customers and prospects, with 
carefully planned powerful promotion 
equally as strong, you are provided a 
good opportunity for developing profit- 
able abrasive business in your territory. 


Talk abrasives by CARBORUNDUM 
on every call you make. Practically every 
plant has a steady need for these prod- 
ucts. They have industry-wide applica- 
tions... have earned industry-wide respect 
and acceptance through dependable, 
efficient performance. 

There is volume and profit in featuring 
abrasives by CARBORUNDUM. Ic is 
assured by consistently demonstrating co- 
operation on our part. The Carborundum 
Company, Niagara Falls, New York. 


CARBORUNDUM 


TRADE MARK 
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RAY-' 


7 SPINDLE DRILL PRESS 
CONVERTED TO WET-CUTTING 
FOR ONLY $14.25 PER SPINDLE 


CONTROLLED-FLOW 





/[LS PORTABLE PUMPING UNITS 


APPLICATION 


A plant superintendent converting a 7 








spindle drill press to wet-cutting, pur- 
chased a GRAY-MILLS MODEL G-4A 
pumping unit for $99.50. The system was 
hooked up quickly —at a cost per spindle 
of $14.25 plus a few dollars for piping. 


This is just one of the ways that you 
can convert machine tools to wet- 
cutting. No longer is it necessary to 
use make-shift methods— brushes, 
oil cans and drip cans—use 


GRAY-MILLS PUMPING UNITS 


and produce for greater profit! 





r 





46 


Superflo Centrifugal Pumps give 

you more volume per horse- 

power, Service-Free performance. 
Volumes to 2640 G.P.H. 





\ 











Designed for 
@ Lathes © Broaches 
@ Grinders @ Cut-off Machines 


@ Milling Machines and many others 


Speed cutting operations 25 to 150% 
with GRAY-MILLS PUMPING 
UNITS. 14 sizes, capacities 60 to 2640 
g-p-h., pressures to 50 Ibs. per square 
inch. Gear and centrifugal models. 


Portable Pumping Units and Superflo Centrifugal Pumps available from stock 
through leading Industrial Distributors everywhere. 


GRAY-MILLS CORPORATION 


1937 Ridge Avenue, Evanston, Illinois 
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R. W. EICHENBERGER 


Eichenberger Moves 
To Chicago Office 


R. W. Eichenberger, vice president 
of the Robins Conveyors, Inc., a division 
of Hewitt Rubber Corp., has moved to 
the Chicago office to supervise sales in 
the Western division, succeeding J, F. 
Meissner, who resigned. Mr. Eichen- 
berger joined Robins in 1910 and served 
in all phases of sales and engineering 
work. Recently in charge of engineer- 
ing, he. was located at the Passaic, N. J., 
manufacturing headquarters. He is con- 
sidered an expert in the handling of 
bulk ore, limestone, coke and coal. In 
the Chicago office, Mr. Eichenberger will 
be assisted by E. P. Larsen. Mr. Lar- 
sen has been a Robins sales engineer 
in the Western division for several years. 


Consolidated Industries 
Hires Golf Champion 


Jack Blake, for the past six and one- 
half years director of purchases for the 
U. S. Machine Corp., has joined Con- 
solidated Industries, Inc., Lafayette, Ind., 
as purchasing director. Mr. Blake, as 
member of the Lebanon Elks Lodge and 
the Ulen Country Club, was club golf 
champion in 1943 and 1944. He also 
won the Stoker Manufacturers’ Asso- 
ciation title at Lake Wauwasee in 1943, 
shooting a par 72 in a pouring rain. 

Despite a broken knee cap, Mr. Blake 
won the association title at French Lick 
Springs in 1944. 

During the war, Mr. Blake handled 
purchases for approximately two million 
81 mm. shells and large quantities of 
materials for aircraft parts. At U. S. 
Machine he handled purchases for some 
50,000 stokers. 
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IMPROVE PERFORMANCE 


wis Morflex Couplings 


@ An exclusively Morse-designed feature, the Neoprene 
biscuit assembly packs the load in the Morflex Coupling. 
No metal-to-metal contact; bearing wear reduced. Shock 
and vibration are absorbed. Positive, direct drive permits 
no power loss. No maintenance; Morflex is sealed against 
dirt and weather . . . requires no lubrication! © Single 
Morflex is designed for up to 5° misalignments. Double 
Morflex handles extreme misalignments and universal 
drive connections. ® Address your application problems 


Now available in 12 sizes in capaci to Morse Chain Company, Detroit 8, Mich. 
ties of 8 to 725 foot-pounds torque 





Why the Morflex Coupling is Torsionally Resilient (soft) 





Fig. 1—Section of trun- 
nion block in free state 
before insertion into 
housing. Note that due —— 

to the special shape of FIG.1 Fig. 2—Axial displace- 


- ment resulting from 
thrust loads. 








the block, the internal 
stress is constant through- (A) 
out its volume under all 
conditions. 

(A) Compressed on 
diameter when inserted 
into housing. 



































Fig. 4—Torsional deflection 
resulting from torque loads 
and torsional vibration. When 
the block is inserted into 
housing, the Neoprene is in- 
itially loaded. The torque 
load increases pressure at 
side A, and reduces pressure 
at side B, but under the maxi- 
mum torque, the Neoprene 
at side B is still loaded. 





Fig. 3—Angular deflec- 
tion. Displacement of 
Neoprene, as indicated 
by arrows, resulting 
from angular misalign- 
ment of connected shaft. 
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BORG-WARNER 


MOORS: PP 80118 ona SikeHT CHAINS 
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YOU GET 


"« Satisfied Customers 


> 4 * Repeat Orders 
“A * Bigger Profits 


with 


eta 
HACK SAW BLADES 


The Star “Moly” High-Speed Steel blade, is | 
unbeatable for fast cutting when a clean, smooth 
finish is desired. 

The Star Unbreakable Special Flexible blade 
is the ideal tool, for maintenance and general 
utility work. It’s tough, sturdy—and just the 
tool, even for awkward positions. 


IT TELLS HOW-—This handy pocket-size booklet “Metal 

Cutting” is @ useful instruction manval on the selection, 
use, and care of Hack Saw Blades. Send 
for a supply. 


Naf CLEMSON 


CLEMSON BROS, Inc., Middletown, WN. F. 


, wes 
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J. J. Badalli, left, president of 
Standard Equipment & Supply 
Co., Hammond, Ind., and A. A. 
Polito, right, sales manager, 
visited the Whiting Corp. exhibit 
at the Chicago Production Show. 
B. A. Hanner, Whiting’s manager 
of distributor sales, is standing 
behind O. D. Ewing, Northern 
Indiana Public Service Co. 


Thompson Manages 
Production For Rheem 


Norman E. Thompson has been named 
production manager for all plants of the 
Rheem Mfg. Co., New York. Mr. 
Thompson joined the shipping container 
manufacturing firm in 1943 as assistant 
manager, Chicago plant. Later he be- 
came assistant to W. E. Curran, director 
and vice-president in charge of manu- 
facturing, and was then made produc- 
tion manager of the eastern division. 
Mr. Thompson was previously connected 
with the Republic Steel Corp. plant in 
Birmingham and was assistant general 
manager of all operations in that district. 


James E. Krause, stock clerk for 
the Rogers, Bailey Supply Co., 
Chattanooga, looks up some drills 
for a customer's order. 

















Ad Directing 
Customers To 


Distributors 
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Month in, month out—Lunken- 
heimer ads help bring Distrib- 
utors more customers—help 
both Distributors and our- 
selves to maintain the ‘Better 
Valve Service” for which Lun- 
kenheimer is so well known 
. + » You'll find this ad in the 
publications listed at the right. 
Look for it—and for future 
Lunkenheimer ads feaiuring 
our mutually profitable com- 
pany distributor relationship. 





THIS AD IS NOW APPEARING 
IN FOLLOWING PUBLICATIONS 


POWER «+ POWER PLANT ENGINEERING * PURCHASING 
NATIONAL ENGINEER « SOUTHERN POWER & INDUSTRY 
MECHANICAL ENGINEERING + INDUSTRY & POWER 
CHEMICAL & METALLURGICAL ENGINEERING *« SUGAR 
PAPER INDUSTRY & PAPER WORLD + FOOD INDUSTRIES 
OIL & GAS JOURNAL * MANUFACTURERS RECORD 
PETROLEUM REFINER ° MILL & FACTORY 
FACTORY MANAGEMENT & MAINTENANCE 



















ESTABLISHED 1862 


THE LUNKENHEIMER 


_ == QUuALity’=— 
CINCINNATI 14, OHIO. U.S. A. 
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IN YOUR HANDS 
2 Laughlin Sales Clinchers 


Customers quickly get the idea when you show how the action of Laughlin 
“Fist-Grip” Safety Clips on wire rope is like the natural closing of your 
fist — how the identical saddles and flat sides hold the rope firmly with 
even pressure everywhere, in contrast to the uneven, crushing grip of 
ordinary U-bolts. And when you explain that Laughlin ‘“‘Fist-Grip” Clips 
go on faster, can’t be put on backwards and that 3 of them do the work of 
4 U-bolts — you’ve got unbeatable sales arguments. 





Your hand, too, can give a graphic picture of how Laughlin Safety Hooks 
operate. Your thumb is the safety feature — the easy-action stainless steel 
spring latch that allows a 25%—40% wider throat opening, and locks the 
load. The latch also acts as a warning signal: if it doesn’t snap back it 
means overcrowding; if it opens outside the hqok it means the overloaded 
hook has started to spread. Greatly reduced risk is an unequalled sales- 
getter, and to this you can add Laughlin’s rugged, drop-forged, heat- 
treated-steel construction. 


Exclusive features like these give you the edge over competition. You'll 
find plenty of them in the whole fast-moving Laughlin line. The Thomas 
Laughlin Company, Portland 6, Maine. 


Laughlin Protects the Distributor 


AUGHLIN ® 


THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 
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Max J. Schulte is now associated 
with M. S, Chapell & Associates, 
New York, in connection with find- 
ing and placing new products, 
market surveys and manufacturing 
agreements. Mr. Schulte was for- 
merly vice-president and general 
manager, the Rawiplug Co., New 
York. 





New Department For 
Janney, Semple Hill 


Walter G. Peterson, associated with 
Janney, Semple Hill & Co., Minneapolis 
supply firm, for 16 years, has been 
placed in charge of a new department 
designed especially for trade with deal- 
ers. Because of the increased number 
of hardware dealers who are traveling to 
their supply source to make personal 
selection of merchandise, the distributing 
company will shortly install sample 
rooms which will feature a model store 
and the newest trends in window and 
store display, 


International Plastic 
Adds Two Executives 


The International Plastic Corp., Mor- 
ristown, N. J., has named Walter J. 
Dreves as director of finance and con- 
troller, and Thomas Francis Plummer as 
Production Manager. 

Mr. Dreves served as finance manager 
and controller of Marshall Field & Co. 
from 1922 to 1939, as factory controller 
for Sears Roebuck & Co., and as vice 
president and controller of Elastic Stop 
Nut Corp. of America. 

Mr. Plummer, a West Point graduate, 
joined Certain-teed Products Co. in 1928 
upon his retirement from the Army, was 
employed in 1930 by DuPont Cellophane 
Co. as departmental and plant manager, 
and in 1945 became plant manager of 
the H. B. Catty Corp., Norwalk, Conn. 











GATES Standard VULCO ROPES 


are TODAY Outwearing any V-Belts 
Ever Built Before! 








The simple fact that during the war our Army’s tanks, 
tractors and self-propelled big guns required V-belts of a 
strength and durability never thought possible before is 
bringing substantial benefits to Gates V-belt users today. 
That is because Gates developed these greatly superior 
V-belts for our combat units—and here is why this fact is 
now important to YOU:- 





"i th Every improvement developed by Gates 
pith “ for U. S. Combat Unite— and many later 
wee : As improvements, also—have been added, day 
by day, to the quality of the Standard Gates 
hd Vulco Ropes which have been delivered to 

you. 


As a result, long before the war was over, you were getting in 
your Standard Gates Vulco Ropes a product built to far higher 
service standards than any V-belts ever built by anyone before the 
war. 

And the improvement by no means ended there. Through con- 
tinuing specialized research, the service qualities of these superior 
Gates Vulco Ropes have been still further improved as all of Gates 
facilities and energies have been returned to the service of industry. 

These are the simple reasons why the standard Gates Vulco Ropes 
you are getting today are delivering far better service than any 
V-belts ever built before! 


THE GATES RUBBER COMPANY 
DENVER, Colorado 


World’s Largest Makers of V-Belts 


GATES D 
caviar seas IN ALL INDUSTRIAL CENTERS Tl Forsign Counties 
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THE MARK OF SPECIALIZED RESEARCH 




















100% Jobber’s Line | 

of Paint Spray Equipment 
featuring the sensational 
nationally advertised 


HOLLOW AIR Spray Gun! 


( 


"Sell the Gun Beyond Compare od 
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CVE betor C has a paint spray manufacturer .offered jobbers a proposi- 


tion to compare with Black Arrow’s. Read our offer and judge for yourself. 


1 We offer a policy of 100% jobber distribution which will 
not be violated under any circumstances. 


2 We offer the complete cooperation of a manufacturer who 
knows its success depends on the success of its jobbers. 


3 We offer an opportunity to handle the famous HOLLOW AIR 
Spray Gun—called the most sensational development in the 
spray gun field as feature attraction of a new, complete and 
nationally advertised line of paint spray equipment. 


These are three highlights of our proposition. Write today and let us tell you 


the complete story. 


The Black Manufacturing Company 


1416-1428 WEST BALTIMORE STREET © BALTIMORE 23, MARYLAND 
* FORMERLY THE ALEXANDER MILBURN CO. PIONEERS IN GAS CUTTING AND WELDING APPARATUS SINCE 1907 











The 
oe ee ee ee 
Atomizer Head 
Makes the 
BIG DIFFERENCE! 









‘Sell the Gun with HOLLOW AIR” 
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AYLOR-MADE 
FABRICATIONS.. 








No need for your trade to put up with ill-fitting, inaccurate, 

costly pipe layouts. Naylor engineers have developed the technique and 
machinery for fabricating Naylor light-weight pipe to extremely 

close tolerances. No matter how complicated the layout, Naylor “made-to- 
order” fabrications always fit the job—no adjustments are required. 
Through this Naylor Fabrication Service, you can save your 

customers time, labor and money and step up your sales and profits. 


Better look into this today! Write for new Naylor Catalog. 


NAYLOR PIPE COMPANY 


eneral Office 


TREET « ¢ 
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Three Younger Mays 
Rejoin May Hardware 


Frank P., Donald L., and Leonard S. 
May have returned to the May hardware 
Co., Washington, D. C., after more than 
three and a half years in the armed 
forces. Frank May, a major in the Army, 
will take on duties in the buying depart- 
ment. He is the son of the president and 
treasurer. Leonard, formerly-a lieutenant 
in the Navy, and son of the firm’s vice- 
president, will also join the purchasing 
department. Donald May, lately a major 
in the Army, is now associated with the 
sales department in appliances and build- 


ers’ supplies division. 


Charles Ferguson Dies, 
Pittsburgh Screw Executive 


Charles Rife Ferguson, chairman of the 
board of directors, Pittsburgh Screw & 
Bolt Co., Pittsburgh, died on Apr. 13 in 
the Sewickley Valley Hospital at the age 
of 66. 

Mr. Ferguson was associated with the 
Oliver Iron & Steel Co., Pittsburgh, be- 
fore joining the firm for which he became 
chairman of the board. He was a mem- 
ber of the Duquesne Club. 

He leaves a widow, Edith Cory Fer- 
guson; a son, three daughters, a brother 
and a sister, 


Classification List 
Released in Chicago 


The 11th annual edition of the “Buyers 
Guide and Industrial Directory of Chi- 
cago,” is now being distributed by the 
Chicago Association of Commerce. An 
industrial directory of the city, the Guide 
is published to place before purchasing 
agents and other buyers thronghout the 
nation the wide range of wares and serv- 
ices offered by Chicago manufacturers, 
wholesalers and service companies. It 
also serves as a prospect list for sales 
organization. Its contents include more 
than 30,000 listings. 

The first edition of the Guide, mailed 
in 1936, was limited to buyers in a small 
area around the state of Illinois; today 
the distribution is nation-wide. The di- 
rectory is sent to manufacturers, mining 
companies, public’ utilities, wholesalers 
and jobbers, larger retailers, banks, ho- 
tels, hospitals, schools, libraries, trans- 
portation companies, chambers of com- 
merce and U. S. government procure- 
ment offices. In addition, it is distributed 
to all members of the Association of Com- 
merce. 











CLEVELAND Drills and Reamers 


LEVELANO 
DISTRIBUTORS EVERYWHERE * 
ARE READY TO SERVE YOU 


This advertisement appears in current issues of 
leading magazines in the metal-working field. 
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Product Quality PLUS 
Something More 





For over three-quarters of a century, 
H &‘A has been making quality cordage—-selling 
in the same markets. Consider that record. Such 
a business span cannot be built on product quality 
alone. It betokens in addition, that many people 
for many years have found H & A a good organiza- 
tion to deal with. This means that you can rely on 
H & A Rope, backed by the H & A spirit of service, 
to give the utmost in satisfaction. 


The Makers of H & A “Blue Heart’ Manila Rope 
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Morgan B. Lawton, right, was re- 
cently presented with the Legion 
of Merit Medal by Maj. Gen. H. B. 
Sayler. Mr. Lawton, Lincoin Engi- 
neering Co., St. Louls, was a 
major during the war. 





Watson-Standard 
Promotes Perrone 


Joseph M. Perrone was named direc- 
tor of research for the Watson-Standard 
Co., Pittsburgh. For the past three 
years he had been doing research and 
development work on protective coatings 
at Mellon Institute of Industrial Re- 
search. During the war he was also an 
instructor in plastics, protective coatings 
and organic chemistry for Pennsylvania 
State College. 

Prior to joining the staff at Mellon 
Institute, Mr. Perrone was with Stoner- 


‘Mudge, Inc. He is a graduate of Penn 


State where he received his Master of 
Science degree, and is a member of the 
American Chemical Society, Pittsburgh 
Chemical Society, Pittsburgh Chemist 
Club, Society of Plastic Engineers, 
and Paint and Varnish Production Club. 








Cc. F. Bowman, house manager of 
the Rogers Bailey Supply Co., 
Chattanooga, fills an order out of 
the large stock of valves and 
fittings. 












TAKE A LESSON 
FROM THE SUN! 


Biggest pump in existence is the sun. 
Every day it lifts untold tons of moisture 
from earth to sky. 


Yet the sun employs only the simplest 
principles—and doesn’t use a single 
“gadget.” 

Take a lesson from the sun in your 
own pump problem. You require certain 
abilities in your pump, and no more. Any 
“extra” features not only raise initial cost 
but cut efficiency throughout pump life. 







Engineers at Marine Products specialize 
in designing and building pumps that 
. do all the work with greatest efficiency. 
ay * y With M.P. design, you get all that's 

© 
: 


“Cie, <i» ; ‘ needed—with excess weight and cost of 

Zs non-essential attachments eliminated. 
For further information, send your 
: ¥ data, without obligation, to authorized 

: \ > distributors. 
. AdApr, Ly 
YY MASTER 

REVERSIBLES Ons FLOW MARINE PRODUCTS Co. 


515 LYCASTE DETROIT 14, MICH. 





& 
pies 4 
A “ey 


Op Sag 
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1 For countless pump jobs, a Marine Products pump. Engineers at M.P. will 
study your data carefully, design the proper pump, and submit the answer 
to you. 









Pressures and capacities for many pur- 3 Exacting laboratory tests prove each More performance per pound, 

poses. model. Rugged work tests prove each with M.P. design that gives ex- 
unit. At Marine Products, "O.K.” means actly what you need—no less—no 
“It’s perfect.” more. 


MARINE PRODUCTS CO. 515 LYCASTE DETROIT 14, MICHIGAN 
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Mathias oor WILE IN = & Sons 


KLEINS 


eee GOOD TOOLS 
FOR 
GOOD WORKMEN 


To linemen and electricians . . . to mechan- 
ics and radio repair men... to good work- 
men in any field... Klein Pliers give added 
speed and efficiency. 





That’s why men who know good tools 


_ prefer Kleins. They know, for instance, 


that Klein Pliers have the correct balance 
and proper spring to the handles to pre- 
vent hand fatigue; the sharp knives that 
stay keen even after years of service; the 
fitted hinge that keeps jaws perfectly 
aligned, assuring a positive grip. 

Today the Klein line is in volume produc- 
tion. However, because current demand 
exceeds supply, there may be some delay 
before your order is filled. But keep Kleins 
on your want list—we will supply them as 
soon as possible. 


This handy Klein Pocket 
Tool Guide— which 
shows the Klein line and 
contains other useful tool 
information—will be sent 
to you without charge 
upon request. 
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| Patron Advances 
| Four Employees 


The Patron Transmission Co., New 
York, has advanced Victor J. Cangro, 
F. J. Hoff, A. M. Bernstein and S. Kan- 
ner. Mr. Cangro is now the supply 
firm’s sales manager, Mr. Hoff is per- 
sonnel manager, Mr. Bernstein manages 
the store and Mr. Kanner is manager of 
the jobber division. 


Wholesalers Schedule 
Convention In June 


The Plumbing and Heating Whole- 
salers of New England, Inc., will hold 
their 41st convention June 21 through 24 
at the Marshall House, York Harbor, 
Maine. Reservations for hotel rooms 
should be made through headquarters of 
the organization at 31 St. James Ave., 
Boston, Mass. 


National Supply Sells 
Diesel Rights To Sterling 


The National Supply Co., Pittsburgh, 
has sold the manufacturing and servicing 
rights of its high-speed diesel engines to 
the Sterling Engine Co., Buffalo. Pro- 
duction of the engines will be taken over 
by Sterling as soon as tools and inven- 
tory can be transferred to the Buffalo 
plant. National Supply will now direct 
the production of its Superior Engine di- 
vision, Springfield, O., to slow-speed, 
heavy-duty diesels suitable for the pe- 
troleum industry, larger marine-type in- 
stallations, and stationary power plants. 


William Rice Dies, 
Former Sargent Official 


William Acker Rice, a retired execu- 
tive of Sargent & Co., New Haven hard- 
ware manufacturers, died on Apr. 15 at 
the age of 83. 

Born in St. Paul, Minn., he attended 
schools in that city before going to Yale 
University, where he was graduated in 
1886. Before going to New Haven to 
work with Sargent and to reside in the 
community, Mr. Rice was in business in 
Tacoma, Wash. . 

His wife, the daughter of the late 
Joseph B. Sargent, one-time mayor of 
New Haven and founder of Sargent & 
Co., died ten years ago. Mr. Rice is sur- 
vived by three daughters, Mrs. C. Ken- 
neth Deming, Mrs. Alfred E. Pulford, 
and Miss Virginia Rice. 











i NEW! hich speep 
© PREeIsiog 


SKIL GRinneR 


e A lightweight, fast grinder accommodating wheels 
up to 21% inches in diameter. Adapted to many operations 
not covered formerly by grinders in the SKILTOOL Line. 
More information on both of these new SKILGRINDERS is 
included in the new catalog to be announced soon. 


SKILSAW, INC., 5033-43 Elston Ave., Chicago 30, Illinois 
Factory Branches in All Principal Cities 


- PORTABLE ELECTRIC 


ft 

J ; 
fs. 
f $ 


MADE BY SKILSAW, INC, /**UPRIS 


A 
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trigger-touch fire 





fighting line! 


\ 

e NEW, Randolph extinguisher . . . 
y now to. mobilize your customers’ 
#ense. Here's a complete line of 
ied fire-kil that combines su- 


sales beadership;" 












units; ideal 
and chemica 
installati 










captured the: praise of safety e 5 
and employees alike. * 














peer nr re eee ee + 
Please send me your FREE booklet ‘Aiming At H 
: Flames and Profits.” Also rush details cn new car- ; 
: bon dioxide fire extinguishers. ' 
| NAME } 
| COMPANY : 
| ADDRESS, ; 
L MJ 


MOOLPH LABORATORIS 


CHICAGO ! 
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Los Angeles Firm 
Changes Name 


The distributing company of Rude & 
Fuller Bearing Co., Los Angeles, has 
changed its name to the R. & F. Bearing 
Co. No change has been made in the 
personnel or methods of operation, how- 
ever, and C. M. Slocum remains as 
manager. 


Edwards And Behl 
Join Mau Sherwood 


Robert Edwards, recently discharged 
from the Navy after almost two years in 
service, and Robert Behl, a former em- 
ployee who saw service with the Army 
in the Pacific, have joined the sales force, 
Mau Sherwood Supply Co., Cleveland. 
Both men will represent the distributing 
firm in the Cleveland area. 


Collins Promoted 
By General Detroit 


The opening of a new Cleveland office 
of The General Detroit Corp. and The 
General Pacific Corp., manufacturers of 
fire extinguishers, motorized fire appara- 
tus, and allied equipment, was announced 
by E. A. Warren, vice president in charge 
of sales. The office, located at 912 Park 
Bldg., Cleveland, will be under the di- 
rection of Scott E. Collins, who was 
named zone sales manager recently. 

Mr. Collins has been with The General 
Detroit Corp. for four years. Previously, 
he was with the Fruehauf Trailer Co. The 
Cleveland branch supplements offices lo- 
cated in New York, Chicago, Dallas, Bos- 
ton, Philadelphia, Atlanta, Houston, 


Tulsa, St. Louis and Milwaukee. Branches 
in Los Angeles, San Francisco and Seat- 
tle serve the West Coast. 


SCOTT E. COLLINS 








TN 
STATE 


TAPS & DIES 





On Nearby Shelves of 
Industrial Supply Distributors 


BAY STATE TAP & DIE COMPANY - MANSFIELD, MASS. 
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ie engineering 
ment ...INSTANT Arc @ SkGrsteReo us PAT OFFIC 
Striking gag extra — A.C. ARC WELDERS 


qn Morquatte's nowy 


customers INSTANT 
hrc 





A complete line from a single 
source... easier to sell...greater 
dependability...enables you to 
give better and quicker service 
to your customer. Three reasons 
that add up to more profit for 
you. Medart’s outstanding ad- 
vertising campaign in leading 
trade journals means a greater 
1946 Medart market for you! 








amps. 

PLANT MAINTENANCE Railroads, Factories, Mines, Refineries, 
Paper Mills, Textile Mills, etc. . . . they are all prospects for 
Marquette Welding Equipment and Electrodes. Your customers 
will find Marquette Welders invaluable for making quick, depend- 
able repairs without dismantling . . . and for building sturdy, 
low cost trucks, racks, bins, guards, fixtuses, jigs, gauges and 
hundreds of other items. 

HIGH SPEED PRODUCTION Many factories are discovering 
the faster, lower cost production that modern welding makes 
possible. Welding eliminates unnecessary flanges, excess metal, 
drilling, tapping, riveting and provides a lighter, stronger finished 


uct. 
TOOL AND DIE DEPARTMENT Broken cutters, drills, punches, 
high-speed tools are easily and inexpensively repaired with 
Marquette Hardsurfacing Electrodes. New Tools and Dies are 
made from low carbon steel and the working edges are hard- 
surfaced. 


LOOK TO MARQUETTE FOR LEADERSHIP 


THRU THE WATION'S LEADING SISTRIBUTORS 3 Not just catalogs... but informa- 


tive, helpful power transmission 
w equipment guides. Minimize 
REGISTERED U.S PAT. OFFICE 













complicated engineering compu- 
tations... excellent for your refer- 
ence files. Write for yours today! 









EQUIPMENT 
A.C. ARC WELDERS - ELECTRODES 
SINTER CRSMOISN scrvvitwe ctncRavORs -AcctssOnies 








WR EDART 
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Smoother Surfaces Give Longer Life 
























































FINELY GROUND ONLY SURFACE 


fy.) All “Greenfield” Gages have finely ground and 
lapped surfaces. To the casual eye, such surfaces 
look no different than if ground only. But the graph produced by the seein nee veeEnete 
Surface Analyzing Machine illustrated above shows this difference 
clearly. To the gage user, this difference also becomes apparent — in 
terms of wear. A “Greenfield” Gage will give longer and more accu- FIELD SERVICE MEN 
rate service — and therefore better value — because of its finely ground 
and lapped surfaces. 
It’s “Greenfield’s” attention to such unseen quality factors on all 
their products that gives your customers more for their money 
when they use “Greenfield” Tools, And that builds business for 
you — whether on taps, dies or gages! 


GREENFIELD 


GREENFIELD TAP and DIE CORPORATION 
GREENFIELD, MASSACHUSETTS 
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MAINTENANCE 
TOOLS 


























SELL 


EASILY because they 


SAVE 


machine "down" time 
labor man-hours 
damage to parts 
mechanics’ energy 


it 3 


Greater ease, speed, safety and savings 

on many repair operations—such as re- 
moving and installing bearings, gears, 
sleeves, sheaves, wheels, hubs and other 
close-fitting parts— are made possible by 
the OTC PULLING SYSTEM. 

Extensive War Service has made OTC 
advantages more widely known than ever 
before. Continuous OTC national adver- 
tising is also increasing the wide-spread 
established demand for OTC TOOLS. 
All this spells PROFIT OPPORTUNITY 
for YOU. 

The complete cooperation offered 
to OTC Distributors is explained in 
booklet “OTC Merchandising 
Plan’. Write for a copy. 


OWATONNA TOOL CO. 


312 CEDAR ST., OWATONNA, MINN. 
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GEORGE J. DEJURE 


DeJure Joins Father 
in Parker Sales 


George J. DeJure, son of Joseph 
DeJure, The Charles Parker Co. repre- 
sentative in Philadelphia, has joined his 
father in covering southern New Jersey, 
Pennsylvania, Maryland, Delaware and 
Washington, D. C., for Parker Vises. 

Young Mr. DeJure left Penn State 
University in 1940 to enlist as a private 
in the field artillery and for the first 
three years he was an instructor. He 
then joined Gen. Patch’s 7th Army, see- 
ing considerable action in Germany and 
France. He received the bronze star 
for meritorious service while in action 
and, at the time of his discharge, held 
the rank of major. 


Charles Heale Heads 
Hardware Age 


Charles J. Heale has been appointed 
president and general manager of Hard- 
ware Age, succeeding the late George H. 
Griffiths with whom he had been associ- 
ated for almost 30 years. 

Mr. Heale started with the publica- 
tion in 1916 and was successively asso- 
ciate editor, Cleveland editor, managing 
editor, and for more than 12 years vice- 
president and editor. 


Glidden Is Partner 
In Gas Mask Purchase 


A partnership headed by G. M. Glid- 
den, formerly district manager of the 
E. D. Bullard Co., has purchased the 
Acme Protection Equipment Co.’s inter- 
ests in the Acme Gas Mask. Mr. Glid- 
den will supervise production and sales 
as general manager and will transfer 
headquarters from Pittsburgh to 3035 W. 
Lake St., Chicago, Il. 











Precisionbilt, like a diamond cutting machine, J&L 
Permaset Pre-formed Wire Rope will give you increased 
rope life. Just as diamond cutting is done by highly 
skilled men of long experience, J&L Wire Rope is 
made by men who have for years produced the best 
in wire rope. 

The long service of J&L Wire Rope on any job 
reflects the quality of the steel from which it is made— 


J&L Controlled Quality Steel. 


JONES & LAUGHLIN STEEL CORPORATION 
GILMORE WIRE ROPE DIVISION 


PITTSBURGH 30, PENNSYLVANIA 


Sal CKecivionbcée- PERMASET PRE-FORMED WIRE ROPE 
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-- for sound 
sustained 
business:- 


The season is always timely for 
selling BLUE DEVIL Socket 
Screws. Newer and greater mar- 
kets are opening up constantly— 


° needed—new selling methods are 

TOOL Post SCREWS necessary and the distributor 
=; should be ready to cash in on 

these industrial trends. We give you products of high quality— 
cold-formed from steel and prop- 

erly heat treated to the exact degree of toughness in our modern 
furnaces ... every uniform ... 


4445 i. KNOX AYE. 
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W. A. Haseltine, president, J. E. 
Haseltine & Co., Portland dis- 
tributing firm, is shown with Fred 
Schell, Pacific Coast representa- 
tive, Parker-Kalon Corp., New 
York. The pair were walking on 
Fisherman’s Wharf, San Francisco. 








SAFETY SOCKET SCREW CO. 


CHICAGO 30, ILL. 


B. P. Spann Returns 
To Gardner-Denver Co. 


B. P. Spann has completed 38 months 
service in the Navy and has returned 
to his post as advertising manager of 
the Gardner-Denver Co., Quincy, II. 
Mr. Spann, who has been with Gardner- 
Denver since 1934, was granted a leave 
of absence in November, 1942, to enter 
the Navy. Stationed at the Aviation 
Supply Office in Philadelphia, Mr. Spann 
was officer in charge of Maintenance and 
Overhaul Spare Parts for all Navy trans- 
port aircraft. His duties took him into 
nearly all the principal cities of the 
United States and Canada and a portion 
of Alaska. When he was discharged, 
Mr. Spann had the rank of lieutenant 
commander, having risen from the rank 
of lieutenant (j.g.). 








David Jenks, W. E. Fields, Homer 
Waller, James Schrader and C. L. 
Carr make up the shipping room 
staff for the Tennessee Mill & 





Mine Supply Co., Knoxville. 








LEARNING PRACTICAL SKILLS 


jobs in industry. The lathes we 
run ‘round the cl during the war. 














You can look to the schools with machine tool shops for substantial 
profitable sales in the next few months and years. All over the nation school 
executives are keenly aware of the demand for more and better vocational 
education. You can quickly show them how Atlas tools fit their needs. 
The compact Atlas design enables them to use every square foot of floor space 
in their crowded shops. And economical Atlas prices make it possible for 
them to bring their equipment facilities up to high standards despite low 
budgets. Send for latest catalogs and prices. ATLAS PRESS CO., 610 N. 
Pitcher St., Kalamazoo, 13D, Mich. 





e a THOR'ITJTED 
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CHAIN 


for every need! 





International makes chain for every need: industrial, 
marine, farm, automotive. What's more, our manufacturing 
and service facilities are complete in every detail, and our 


engineers are ready to help solve any unusual chain problem. 


INTERNATIONAL CHAIN & MFG. CO. 
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Veterans With 
Jones Hardware 


Jack R. Jones, J. B. Pennell and 
Charles P. London have returned to civil- 
ian life and to the industrial supplies 
department of the Jones Hardware Co., 
Long Beach, Calif. Mr. Jones, son of 
L. R. Jones, president, is studying to 
eventually take over all the buying in the 
industrial supply field. He recently com- 
pleted three and a half years in the Navy. 
Mr. Pennell, son-in-law of the elder Mr. 
Jones, who has been with the 8th Air 
Force, is now a specialty salesman on 
industrial and electric tools. Mr. London, 
also with the 8th Air Force, and who was 
the first American Ace in the European 
theater (six German planes), has been 
put in the field to specialize in tools. 


U. S. Rubber 
Appoints Manager 


Walter C. Burns of San Francisco has 
been appointed district sales manager 
of the mechanical goods division of 
United States Rubber Co. in San Fran- 
cisco. A native of Alaska and graduate 
of the University of California, Mr. 


‘Burns returned recently after four years 


in the armed forces, and he will super- 
vise mechanical goods sales in northern 
California and most of Nevada. 


Calgon Appoints 
Latshaw As Agent 


Golden Latshaw of Cleveland, was ap- 
pointed first sales representative for the 
Calgon, Inc., new Banox rustproofing 
treatment of steel and galvanized steel. 
Mr. Latshaw formerly lived in Pitts- 
burgh, but has resided in Cleveland for 
the last five years. He will make his 
headquarters in Pittsburgh. 





GOLDEN LATSHAW 





. Oo: oS =e 

















NEWS 


That will bring you more money 


The TL. FLEXARD 
spam 


N ew UNBREAKABLE 


HACK SAWS 
They are reduced in price, improved in quality 


Here is an UNBREAKABLE BLADE 
your customers will buy again 


Our Engineers with special Spar- 
tanized Treatment have designed 
and produced our new type 


FLEXARD HAND BLADE. 


With improved manufacturing 
methods this blade offered at our 
new lower list price which enables 





you to give your trade a better 
Sell Your Trade safety and service hand blade with 
These a lower price to your customer plus 
more profits to you with repeat 
SAFETY Blades orders. 
“Spartans Cut Cutting Costs” 


SPARTAN SAW WORKS, Inc. Springfield 7, Mass. 


tan, . 


METAL CUTTING SAWS 
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Positive control at every key stage of 
manufacture plus exacting inspection 
explain the uniform and dependable 
quality so characteristic of “K” pre- 
cision-cast fittings. 


That is why “K”" fittings make a good 
line for mill supply houses to handle. 


STANDARD AND EXTRA 
HEAVY CAST IRON SCREW- 
ED FITTINGS. 


, STANDARD FLANGED CAST 
FITTINGS. 


HEAVY COMPANION 
“FLANGES. 


DRAINAGE FITTINGS. 


Consider stocking ‘'K"’ fit- 
tings. They'll prove highly 
satisfactory and profitable. 


& 
* 
mp ammere ane exe 
* 


UHNS BROS. CO. 


DAYTON 1, OHIO 








“K" fittings carried in stock at Malleable iron fittings Co., Branford, Conn., 
for convenience of Eastern buyers. M.1.F. malieables carried at Kuhns’ for 
convenience of Midwestern and Western buyers. 
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Carmitcheal Now Official 
Of Lincoln Engineering 


Jack L. Carmitcheal, formerly general 
sales manager, has been elected vice- 
president in charge of sales, Lincoln 
Engineering Co., St. Louis. The con- 
cern manufacturers lubrication equip- 
ment for industrial applications, and 
automotive and agricultural implements. 


Universal Valve 
Promotes Two in Sales 


A. Bundy Jones will represent the Uni- 
versal Valve & Fittings Co., Cleveland, in 
the territory east of that city. Mr. Jones 
recently resigned as assistant purchasing 
agent of the Pfaudler Co., Elyria, and he 
replaces Ernest B. Saghy, who has been 
transferred to serve the downtown metro- 
politan and westside Cleveland area. 

Arthur J. Drescher, in charge of the 
company’s contract order department for 
the past six years, has been made head of 
sales to contractors. Prior to his asso- 
ciation with Universal, Mr. Drescher was 
in the plumbing and heating business. 


Dayton Rubber Honors 
Veterans, 10 Year Members 


During a recent Welcome Home ban- 
quet, A. L. Freedlander, president and 
general manager, the Dayton Rubber 
Mfg. Co., Dayton, welcomed more than 
175 veterans of the recent war. He stated 
that the return of the men to their jobs 
was a significant occasion in the 41-year 
history of Dayton Rubber. 

Spotlighted in the center of the Van 
Cleve Hotel ballroom was a large replica 
of the honorable discharge button, and 
facing it was the Dayton service flag 
showing 517 in the armed forces, 17 of 
whom made the supreme sacrifice. 

More than 420 members of the Day- 
ton Rubber Ten-Year Club were honored 
at the first post war banquet held re- 
cently. Organized March 12, 1937 with a 
membership of 147, the club this year 
initiated 54 new members. Fifteen mem- 
bers advanced from the 10 to 15 year 
group while 20 were inducted into the 
20-year division. 

Recognized for their more than a 
quarter of a century of service with Day- 
ton Rubber were 19 employees who 
joined the 25-year group. A. L. Freed- 
lander, president and general manager, 
marking his quarter century of service, 
was welcomed into this senior group by 
Harry S. Mooradian, vice president in 
charge of production. 





UPSON-WALTON 
6x16 FILLER WIRE CABLE 


R drag cables on back- 

fillers and dragline ex- 

cavators ... for cargo falls 

..- for drag cables on drag 

Scrapers ... inclined shaft 

hoists ... car and slope haul- 

ages ... carry-all scrapers— 

wherever you need BOTH wear resistance and flexi- 
bility to a marked degree, Upson-Walton 6 x 16 
Filler Wire Perfection Layrite is the ideal rope for 


your purpose. 
This sturdy cable has greater abrasion resistance than 


6 x 19 Filler Wire Rope, greater flexibility than 6 x 19 
Seale. It is more flexible because there are a greater 
number of wires (21) used in its construction. It is 
better able to resist abrasion because the outer wires 
are larger in diameter. 

Hemp center or, where operating conditions are 
very severe, IWRC (independent wire rope center). 

Perfection grade—because this finest of all improved 
plow steels is the strongest, toughest and most resistant 
to wear of all the grades of wire used to make rope. 

Layrite— because this fine preformed wire rope re- 
sults in longer life, greater safety and greater economy. 


Specify Upson-Walton 6 x 16 Filler Wire Perfection Layrite wher- 
ever you need greater flexibility combined with longer wear! 


Established 1871 


Copyright 1946—The Upson- Walton Company 


THE UPSON ‘WALTON COMPANY 


WManugactar TET AK 


MAIN OFFICES 


Wer Rake 7 ~OL¢ 


AND FACTORY CLEVE 


37 W an 


AND 13 


ile Black 


OHIO 
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Liquid extinguisher, 1 


and 1% qt. pump 


type, non 


non-damaging ad 
in 


PYRENE Water-Type 
— contains plain wa- 
ter, discharged by 
pressure from gas 
cartridge. No chemi- 
cals; no annual re- 
charging. Approved 
for fires in wood, 
popers, textiles, etc. 
in stores, offices, fac- 
tories and schools. 
Also soda-acid type. 


PYRENE Vaporizing 





PYRENE Veseitene 
Liquid extinguisher, 

qt. and 1 gal. stored 
pressure type —re- 
quires no pumping 
... for protection of 


trucks, diesel and elec- 


tric equipment and 
fla v 





PYRENE Foam ex- 
tinguisher — makes 
about 22 gallons of 
foam for smothering 
fires in papers, 
wood, etc. and in 
gasoline, oils, lac- 
qvers and other 
flammable liquid 
hazards. Equipped 
with special wall- 
protection bracket. 














Standardize on pyrene 


. +. @ type for every hazard — 


Fire equipment sales have incréased rapidly for two 
reasons: First, dependable equipment is again available 
for general distribution. Second, shortages of materials, 
supplies and equipment have made people conscious 
of the need for adequate fire protection. Your customers 
realize that to be burned ovt now means tragedy. 
They cannot replace plants or equipment at this time. 


Pyrene helps you sell the complete line of various types 
and sizes by telling industry in national magazines, 
industrial and technical publications the peril of fire 
and the difficulty of property replacement. 


Nyrene Hlanufacturing Compan! 
NEWARK 8 NEW JERSEY 


vas 8 
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F. J. VORLANDER 


Champion Lamp Works 
Names Vorlander 


Fred J. Vorlander, active in the light- 
ing industry since 1929, was named to 
head the Champion Lamp Works, Lynn, 
Mass., lamp and lighting application 
activities. Working with field repre- 
sentatives, he will make available to 
users the latest engineering information 
on the selection and use of incandescent, 
fluorescent, germicidal and _ infra-red 
lamps. 

Mr. Vorlander served as lighting serv- 
ice engineer from 1929 to 1942 and then 
as application and sales promotion engi- 
neer with the Philadelphia Electric Co. 
In 1941 he was co-winner of the Curtis 
Award. Since 1942 he has been with the 
Bureau of Ships, Navy Department, 
Washington, D. C., as civilian electrical 
engineer and head of aircraft carrier 
lighting and power application engi- 
neers. He contributed to the development 
of lighting equipment and installations 
to facilitate the operation of aircraft 
to and from aircraft carriers at night. 





"Nose" 
For Gears 


(Continued from page 107) 





up, five already have been changed over 
to the modern drive and the remaining 
four scheduled for an early date. A 
tenth mixer, very much larger—3000 gal- : 
lons—now under construction, will have 
a similar drive. 

Mr. Crawford frankly admits that the 
old differential gear makeshifts, all fac- 
tors considered, actually cost more to 











FREE FACTS 


Now is the time to pick up modern high- 
production equipment at low cost. Avail- 
able now, for early delivery are quantities 
of surplus spot, seam and butt flash weld- 
ing machines—many unused or used for 
only short periods. True, much of the 
equipment was designed for special appli- 
cations—but nearly all of it is readily 
adaptable to peacetime product needs— 
and such needs are being considered in 
pricing. Chances are that you can find 
just the equipment you need to modernize 
your operations or complete your new 
production plans. So contact your nearest 
War Assets Administration Regional 
Office today —write, wire or phone, or use 
the coupon below. 


ALL ITEMS ARE SUBJECT TO PRIOR SALE! 


TO WAR ASSETS ADMINISTRATION 


Please send me information on the availability, location 
and condition of the following types of equipment: 












AND FLASH WELDERS 
Located in Philadelphia, Detroit, 
Chicago, Los Angeles, Cleveland, 
Kansas City, Birmingham, and 
Boston for quick sale. 









LINCOLN, HOBART, AND WESTINGHOUSE ARC WELDERS 


DC and AC Types; 300 tc 400 amperes 
DC available in large quantities. 





WELD POSITIONERS 


Many sizes and capaci- 
ties including head and 





FLAME CUTTERS 


Both portable and sta- 
tionary, single and muilti- 
ple torch types. 


VETERANS OF WORLD WAR II: To help you in purchasing surplus 
property, veterans’ units have been established in each War Assets 


Administration Regional Office. 


——e Ee a ew ow ow ow Tao eo ee ee oa a ee ee eee eee ae ee oe 


| 
! 
| [7] SPOT WELDERS (7 SEAM WELDERS | RASH weLDens 
| i | ee | = 
i [--] HOBART ARC [-] WESTINGHOUSE i ] WELD POSITIONERS 
; |_| WELDERS Lj ARC WELDERS | 
LINCOLN ARC ea eeeeeees ) WELDING ROD OR 
| WELDERS ARC WELDERS ELECTRODES 





WAR ASSETS ADMINISTRATION 


OFFICES LISTED BELOW ARE TEMPORARILY IN 
RECONSTRUCTION FINANCE CORPORATION AGENCIES 


Offices located at: Atlanta - Birmingham ~- Boston ~- Charlotte - Chicago - Cleveland - Dallas - 
Kansas City, Mo. - 


Detroit - Helena - Houston - Jacksonville - 
Minneapolis - Nashville - New Orleans - New York 
Portland, Ore. - Richmond - St. Lovis - 


Salt Lake City - San Antonio - 


Denver 

Little Rock - Los Angeles - Louisville 
Oklahoma City Omaha Philadelphia 
San Francisco - Seattle - Spokane 


Cincinnati - Fort Worth (Telephone 3-5381) 
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THE BRIDGEPORT SAFETY EMERY WHEEL CO., INC., Bridgeport, Conn., U.S.A. 








Bridgeport 
For those Difficult Grinding Jobs 


STANDARDIZE ON THE FULL LINE 


“Bridgeport” ALUMINA Wheels—Aluminous oxide abrasive—hard, 
tough, sharp—for grinding materials of high tensile strength. Cool, 
free cutting. 


“Bridgeport” LC ALUMINA Wheels—Refined aluminous oxide, for 


certain types of surface grinding. 


“Bridgeport” SILEXON Wheels—Carbide of silicon, an artificial abrasive 
harder than any mineral except the diamond and very brittle. Makes 
a wheel that is unsurpassed for grinding metals of low tensile strength, 
clay products, etc. 


“Bridgeport” VITRIFIED Bond—Abrasive is fused in ceramic clay. A 


wheel of great strength, made in grades for most grinding jobs. 


“Bridgeport” SILICATE Bond—Abrasive is bonded in silicate of soda. 
Very free cutting. Excellent wheel for knife and shear blade grinding 
a gnene face and surface grinding—also for use in large wet tool 
grinders. 


“Bridgeport” RESINOID Bond—Abrasive is bonded in a synthetic resin, 
producing a wheel of great strength. Good for speeds up to 9,500 SFM 
in foundry work, removing metal at a very rapid rate, and up to 16,000 
SFM in cut-off work. 


BuXite —- The New Abrasive 


A new “case hardening” process for all 
types of abrasive wheels. Grinds car- 
bide and cast alloy cutting tools at 
substantially lower cost. Less heat, 
finer finish, no “loading.” If you grind 
superhard tools and materials, ask for 
the interesting story of “BuXite." 
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install than the modern reductors, and 
the maintenance on the latter is prac- 
tically nil. 

The point I am attempting to make in 
describing these installations is that in 
selling gears you are constantly selling a 
service—a gear combination that will fit 
the application exactly and be satisfac- 
tory from the standpoint of economy and 
reliability of operation. Applications 
differ and all problems cannot be solved 
by the products and combinations I have 
to offer. In such cases, 1 recommend 
the type of drive that will apply in the 
case, even if it leads the buyer to the 
door of a competitor. I believe that 
helping the customer is the chief end to 
which a salesman should work. 


Get Into the Plant 


In the case of individual plant appli- 
cations, I try to work first through the 
plant superintendent, master mechanic 
or whoever is responsible for the plant 
operation and maintenance. In doing so, 
I may diverge somewhat from the pro- 
cedure advised by a great many sales- 
men, which is to start with the purchas- 
ing department as a matter of policy and 
from there, be sent to the operating de- 
partment. Of course, it is not possible 
in all cases to go direct to the plant, 
and the approach must be made through 
the front office. But in the smaller 
plants usually there is no difficulty. How- 
ever once having made contact with the 
plant men, I make the fact known to 
the purchasing agent at the earliest op- 
portunity and explain what we have in 
mind. 

The main reason for this plan of get- 
ting at once to the heart of things, the 
plant itself, is that in selling gears, no 
amount of merely asking if there are 
some gear applications that they have 
overlooked, will get anywhere. In the 
majority of cases buyers don’t realize 
they have overlooked any applications. 
It’s a kind of gossipy and nosey business, 
to be frank. Just as in the cases just 
mentioned, it is necessary to talk, look 
around and suggest. The operating staff, 
not being as gear minded as the sales- 
man, passes up possibilities for improved 
operation day after day. Therefore, the 
staff is not on the neck of the purchas- 
ing agent to get gears for some par- 
ticular purpose. The purchasing agent, 
naturally, says everything is all right and 
he doesn’t need any gears. 

There are three types of calls to be 
considered. There are telephone in- 
quiries that come in to the office for gear 








PRACTICAL TOOLS OF 
CONTROLLED QUALITY 


For Production or Maintenance 


















































UNITED STATES 
ELECTRICAL TOOLS 


are no drawing board dreams or 
laboratory brain storms ... . 
They're practical tools, precision 
designed and engineered . . 
Built by capable men trained to 
uphold the US tradition which has 
pioneered and improved steadily 
since 1897 . . . Used wherever 
good mechanics choose quality 
: tools to make work and products 
better. 


TOOL POST GRINDERS 


Designed for use on lathes with 
compound rest. Compact, dust- 
proof, built for continuous service 
and operation. 


For grinding centers, reamers, dies 
and rolls. On shapers and planers 
for surface grinding. 


Motor 40°; removable shank; 
switch on motor body; split taper 
bronze bearings ADJUSTABLE 
TO WEAR; dust-proof collars; 
index for cutter grinding; internal 
grinding attachment; internal and 











The United States 6-Point Distribu- 
tors Plan is for Your Added Service 


oe. 2. wa Waa yw »F 


= - & 


You save time and money, you get the advan- 
tage of his in-stock items, you profit by his 








. : t heels; attachment pl 
Frees od opens" arwihon ahd cable. Wheal guard and ba 

3- obligation. earings available. 

: Write today for details and deliveries 

d Sec 

. 7he UNITED STATES ELECTRICAL TOOL G 
. CINCINNATI, OHIO 
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The distributor who handles the Jackson Line has the advantage 
not only of being in position to meet all customer demands but 
also the acceptance of the Jackson name as an additional sales 
advantage ... a name with seventy years of service to industry 
behind it. 


Acceptance has been won on the sheer merit of the products 
themselves in terms of long service and utmost dependability. 
Then, too, Jackson has met distributors’ requirements for prompt- 
ness in supplying their needs. From every standpoint, the 
Jackson Line has proved a profitable one for distributors. 
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information requiring the attention of the: 


specialist. These come first and are all 
followed up and taken care of in order. 
Then come regular customer calls, where 
I have sold installations. These are 
made on no regular schedule, as the 
general supply salesman would make 
calls, but are made when in the neigh- 
borhood of the plant, to keep up the 
acquaintanceship and keep abreast of 
any new developments. Otherwise, I do 
not bother them and they will ordinarily 
call me up in case of emergency, if I 
did a good job in the first place. Finally 
come the cold turkey calls, where I go to 
a strange plant and look around for the 
first time. I make such calls at every 
opportunity and they, probably, are the 
most interesting. 

Generally speaking, the gear salesman 
who operates as a specialist is more or 
less of a free agent and conducts his work 
accordingly. Mostly, he is a salesman 
without an itinerary. 

Through it all, I try never to forget 
that service—the willingness to oblige 
and help—is the reason for my existence 
as a salesman. I try to gear myself so 
as to give the same attention, and even 
put in the same amount of time and 
effort in helping a man who needs a 
$4 gear as I would in the case of one 
who needs a $400 installation. 





Keeping Up 
With Business 


(Continued from page 116) 





were permitted resellers on bolts, nuts, 
screws and rivets; new vises and parts; 
hand cutting tools; mechanics’ hand 
tools; metal cutting tools, power trans- 
mission equipment; shovels, spades and 
scoops; abrasive products; electric mo- 
tors; compressors. 

Details of price increases: 

BOLTS, NUTS, SCREWS AND RIV- 
ETS—Resellers permitted to pass on 
increases in manufacturers’ prices effec- 
tive May 6. Resellers using list and dis- 
count basis may increase prices by 7 
percent, others by dollars and cents. 

VISES (Except machine attachments 
and pipe vises, hinge or chain) —Resellers 
permitted to advance previous prices by 
8 percent. 

HAND CUTTING TOOLS—Resellers 
may increase own selling price by dollars 
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4. A Quality Product Developed 
to Do a Better Job 


This 3-Fold Service is built 
around a fourth—the Product. 


Winter Taps make for new 
threading accuracy, easier cut- 
ting, higher cutting speeds and 
longer tap life, the result of 45 
years of tap making experience 
and research. 


You get more production at 
lower cost from Winter Taps. 
Specify them — always! 


3. An Experienced 


to Cope ¥ it 
No sales organization | 
| effective without an 


i . f with 


with new Pro 
_ particular! 


problems: 
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A Complete Line in all Sizes, Shapes and Cuts 


CARSON NEWTON COMPLETENESS, combined with its uniformity 
and high quality assures you satisfied customers and repeat busiress 





SWISS PATTERN 
ALLIGATOR 
Cuts Nos. 00, 0, 1, 2, 3, 4 and 6. 
Swiss Pattern Files, Rifflers and 
Needle Files are used for real 

precision filing. 

AMERICAN PATTERNS 

CARSON 

This is our Top Grade Commer- 

cial American Pattern File. For 

fine American Pattern Filing Jobs. 
NEWTON 

For so-called general or regular 

Commercial Filing Jobs. 
ROTARY FILES 

ALLIGATOR 

HAND CUT AND GROUND CUT 

Made from High Speed Steel in 

three cuts Coarse, Medium. Fine. 

Made with “4” shank and can be 

used in any flexible shaft machine 

or electric power tool. 

You can't buy or sell a BETTER FILE 


= MARK 


CARSON NEWTON CO. Belleville, W. J. 
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and cents. Manufacturers’ increase is 
17.3 percent. 

MECHANICS’ HAND TOOLS—Re- 
sellers may increase own selling price by 
dollars and cents. Manufacturers’ in- 
crease is 5 percent. 

METAL CUTTING TOOLS— (Includ- 
ing attachments and accessories for ma- 
chinery and machine tools)—Resellers 
may increase previous selling price by 
17.3 percent. 

POWER TRANSMISSION EQUIP- 
MENT—The 7.8 percent increase granted 
to manufacturers may be passed on by 
resellers. 

SHOVELS, SPADES AND SCOOPS 
—Resellers may pass on dollars and cents 
increase of 9 percent rise permitted manu- 
facturers. 

STEEL (Hot, cold rolled sheets and 
strip products)—Warehouse _ resellers 
may now include in their maximum prices 
appropriate extras. Resellers making de- 
liveries from their warehouses by truck 
may include in maximum delivered 
prices the amount by which truck deliv- 
ery costs exceed freight costs. If truck 
costs are lower prices must be reduced 
correspondingly. Wartime provisions. 
permitting addition to Pacific coast re- 
sellers maximum prices of the additional 
cost of overland rail transportation above: 
that of water shipment were eliminated. 
Resellers of tin plate cannot include in 
maximum prices amount of an increase 
granted at the mill level on March 1 as 
OPA had been advised that producers 
have not and do not intend to raise their 
ceilings on tin plate. 

ABRASIVE PRODUCTS—Manufactur- 
ers’ prices on abrasive products increased 
24.2 percent, on artificial abrasive grain 
22.3 percent. Maximum prices of re- 
sellers “shall be the maximum prices in 
effect just prior to issuance of order in- 
creased by the same percentage by which 
their net invoice cost has been increased.” 

ELECTRIC MOTORS—Integral horse- 
power motors and generators of 1 horse- 
power, 1700-1750 rpm, or larger, manu- 
facturers’ prices increased 16.5 percent; 
fracitonal horsepower motors built in 
frames smaller than 1 horsepower, 1700- 
1750 rpm—manufacturers’ prices in- 
creased 27 percent. Resellers may in- 
crease prices percentagewise. 

COMPRESSORS—Prices of compres- 
sors and condensing units with capacity 
of 5 hp. or less, and repair and service 
parts may be increased by 17 percent by 
manufacturers. Resellers permitted dol- 
lars and cents increase. 

Suspended from price control are non- 
ferrous nails, tacks, escutcheon pins and 
staples covered by the GMP Reg. before: 























ALL STEEL 
" PEERLESS HOISTS 


in 
ase 
as. 





ers The finest in three quarters of a century—a “natural” 
- for distributors—hook type 1/4 ton to 80 tons capacity 
bur: —trolley hoists for close head room applications— 
sed 


plain or geared—trolleys for full range of capacities. ... 


‘ain: 











sin Customer problems solved from wealth of factory 

‘ch experience..... generous advertising assistance ..... 

od.” 

na There are several territories open—inquire about 

xen sales franchise. 

ent; ‘ 

00. 

: THE HARRINGTON COMPANY 
rs PHILADELPHIA 30, PENNA. 

a 3 

| ee) aE 
per . 


fore: 
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VICTOR BELTING moves pretzels by the mile 


-- « lines up customers for you 


@ 1341 





Pretze PLANTS prove that VICTOR belting has won 
almost industry-wide acceptance—prove that prac- 
tically endless customers await your call. Sell the 
VICTOR line and substantial belting buyers are every- 
where . . . because there’s-a type of belting in the 
VICTOR line that’s outstandingly popular wherever 
efficient and economical conveying, elevating, or 
power transmission is demanded. 


And the more calls you can make the more sales 
you'll make — that’s proverbial. It’s also proverbial 
among belting buyers that the VICTOR line is “the 
most complete line of textile belting in America’. Be- 
cause it helps you serve more customers, it pays to 
push the line that’s most complete. And because 
VICTOR satisfies more customers, more REPEAT and 
replacement business is in. store for you. Write for 
details on the VICTOR belting line today. 


THESE INDUSTRIES USE BELTING . . . SELL THEM VICTOR 


Brick and Clay * Bottling * Flour Mills * Steel Mills * Canning 
Confectionery * Paper Mills * Packaging * Tobacco 








Victor Batata a Textile Betting C ° 


53 Park Place, New York 7 ¢ 345 W. Hubbard Street, Chieage 10 


Factory: Easton, Pa. 
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this suspension. Also cut nails, cut 
spikes, cut tacks and lead head nails and 
other nails or staples made of two or 
more materials. Suspension does not in- 
clude nails covered by Revised Price 
Schedule No. 6 or by any nails or tacks 
covered by Max. Price Reg. 188. 

Suspended from price control are belt 
dressings; fire extinguishing compounds 
(dry chemical) ; boiler compounds (mix- 
tures of alkalies); grinding compounds 
containing less than 50 percent of pe- 
troleum fraction; rust removers contain- 
ing less than 50 percent petroleum or 
petroleum fractions. 


Contract Settlement 
Job Almost Completed 


The principal tasks of the Office of 
Contract Settlement will be completed by 
June 30 and the agency has recommended 
its own abolition in a quarterly report for 
the period ending March 31. Provision 
was made for remaining functions to be 
transferred to the Office of War Mobiliza- 
tion and Reconversion. 

Of 312,000 prime contracts terminated 
altogether, only 23,900 remained to be 
settled on March 31. Of the total of 
64.4 billion of commitments cancelled. 
$24.3 billion remained unsettled on 
March 31. The outstanding characteris- 
tic of the remaining pending settlement 
load, both in fixed-price and cost-plus-a- 


| fixed-fee contracts, is the concentration in 
; the hands of a few major contractors of 





a large percentage of the value of the 
commitments cancelled. Total value of 
all munitions contracts, $251 billion; 
value of goods and services cancelled, 
$64.4 billion; total cost of all cancella- 
tions (actual cost to date plus estimated 
future costs) $6.8 billion. 





Know 
The Answers 


to quiz on page 105 





ANSWERS: 


1. Fourteen (14), eighteen (18), twenty- 
four (24), and thirty-two (32) teeth per 
inch. 

2. 14 teeth per in.—for soft solid steel. 
iron, brass, bronze, aluminum, copper. 18 
teeth per in.—for tool steel, iron pipe. 
hard metals, light angle iron. (General 
shop use) 24 teeth per in.—for drill rod. 








of 
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IMPROVEMENTS 


on STRONG 
70 SERIES TRAPS 


Look at these new features: 


1. Renewabl 
: rvowaey le seat replacing pressed-in 
Anum-Meti* valve and 
scientifically Paves vl-cep' t ee 
,—o >> greater capacity; ay" 
ersize inlet and outlet 
: tow ot ports—increased 
. Relocated inlet and outlet 
5 — backflow on light er 
le in connection added—av 
Pe ae inlet; — 
One 
; — > aes stainless bucket 
. eee nara Asriggyeron positive seal; 
a » _ , stainless, high-ratio 
PLUS . . . Adaptability 
e to older 
with change-over assembly \aclodios 
ee orifice. 7 
ong discount schedules recogni 
the function of both stocking aa fom 
—— jobbers. Take advantage of 
. ~ one Strong line of steam traps 
- ers, pressure regulating valves, 
—, etc. If interested* in more 
ro ney in your territory, write 
STRONG, CARLISLE & HAMMOND 
COMPANY 
CLEVELAND 13, OHIO 
*T. M, 
M, Reg., patented TT. M. Reg., patent pending 


STRONG 


STEAM SPECIALTIES 








All Of One Quality 
Me Finert! 


ew Products are manuiac- 


Chicago Standard Scr 
and are unsurpassed 


tured from finer materials 
for their increase 
and perfect uniformity. 


Chicago “SAFETY PLUS” Line includes: 
Socket Head Cap Screws ° Socket Set 
Screws ° Stripper Bolts * Square Head 
Dog Point Set Screws ° Socket Pipe 
Plugs * Keys for Socket Screw Products. 


Complete Line includes : 


Hexagon Head Cap Screws ¢ Square 
Screws ° Head- 


Head Cup Point Set 
7illister Head 


less Set Screws 
Cap Screws ° Fiat Head Cap 


Screws ° Taper Pins ° Milled Steel 
Studs ° Semi-Finished Hexagon Nuts. 


In your present plans for increased production 


—try “Chicago Screw’—manuiacturers of pre- 
dard Screw Products. 


d strength, greater accuracy 


cision-made Stan 
These Fine Products are sold only thr 
Authoriged Distributors 











































THE CHICAGO SCREW Co. 


Oe Bee Eek 2 ea ee ee 


10 
26 SO. HOMAN AVENUE CHICAGO 24, ILL. 
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DO 


wit 


BRUNNER Refrigeration Condensors 


IT BETTER WITH BRUNNER 





h 


@ In the plant of a large producer of die castings and 
manufacturer of air grinders, quenching oil enters this 
cooling system at 132 degrees and comes out at 80 de- 
grees. With a tank holding 2000 gallons of oil, 1000 
gallons are cooled per minute with the aid of a Brunner 
Model W-25000 Condensing Unit. 


This is only one of the hundreds of applications of re- 
frigeration in modern industrial plants that are enabling 
manufacturers to produce superior products quickly and 
economically. If you have a production problem that can 
be solved by refrigeration, why not consult the Brunner 
organization? More than 40 years specialized experience 
in the design and manufacture of compressors qualifies 
its engineers to give you expert advice on any refriger- 
ating or pneumatic operation. Write to: 


BRUNNER 


Fer over 40 years the Symbol of Quality 





UTICA 1, NEW YORK, U. S. A. 
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medium sheet metal, tubing. 32 teeth 
per in.—for thin sheet metal, thin-walled 
tubing. 

3. Tool steel, high-speed steel, molyb- 
denum steel, tungsten-alloy steel. 


4. Flexible back blades have a soft back 
and hardened teeth; all hard blades are 
hardened throughout. 


5. (c)—the way the teeth are bent out 
of line with the blade flat. 


6. (a)—35-50. 


7. (b)—with the teeth pointing so that 
the cutting will be done on the forward 
stroke only. 


8. Use an all hard blade on brass, tool 
steel, cast iron, rails. Use a flexible blade 
on channel iron, tubing, tin, copper, alu- 
minum, babbitt. 


9. The work should be firmly clamped 
in a sturdy vise and so positioned that the 
maximum number of saw teeth is in con- 
tact with the work surface. 


10. (c)—gang milling. 


11. Between centers of the holes at the 
blade ends. 


12. The narrow cut made by the old worn 
blade does not provide sufficient clearance 
for the teeth of the new blade. Conse- 
quently, the extra clearance of the new 
blade will immediately rub off. 


13. (c)—a new cut should be started. 


14. It should be supported between two 
pieces of wood or soft metal, and all three 
layers sawed together. 


15. a. Using a coarse blade on thin work. 
b. Drawing blade too tightly and then 
tilting it while cutting. 

c. Using too much pressure. 

d. Worn tension pins which reduce area 
of contact between pin and blade hole. 


16. (d)—the blade is probably worn 
more on one side than on the other. 


17. No. Some power hack saw machines 
cut on the push stroke, and some cut on 
the draw stroke. The rake of the teeth 
should be directed accordingly. 


18. 4 teeth per in.—for cutting large 
solids of soft material. 6 teeth per in.— 
for cutting medium and large solids of 
soft material. 10 teeth per in—for cut- 
ting solids of very hard stock, or where 
two or more teeth must be in the cut of a 
narrow cross-section of work. 14 teeth per 
in.—for cutting thin-walled sections such 
as tubing, angle iron and small bar stock. 


19. Unless a coolant is used, the heat pro- 
(Continued on page 238) 











OF THE PRODUCTION LINE 


HE largest users of Standard Red Shield 
Drills are the mass production industries: 


Automotive, Aviation, Electrical, Farm 
Implement, Home Appliance, Railways 


In a competitive age, low cost production 
provides the only reason why these indus- 
tries select, specify and use Standard Red 
Shield Drills. 


If you are concerned with production 
costs, why not talk with the Standard Man. 
Whether factory or mill supply distributor 
representative, he knows his business. He 
can give you also the benefits of our 65 
years’ experience in solving tough drilling, 
tapping, reaming and milling cutter prob- 
lems. His services and suggestions are yours 
without cost or obligation. For prompt 
attention, call your Mill Supply Distributor 
or write 





THE STANDARD TOOL (60. 


CLEVELAND 


CHICAGO STORE 


52 W WASHINGTON BLVD 


NEW YORK STORE DETROIT STORE 


94 READE STREET 2457 WOOQOWARD AVE 





. STANDARD [OOL (10. 


CLEVELAND 


TR 








OR some time we have suggested that manufacturers 
might save by Standardizing on Shield Brand Drills, 


Reamers, Taps, Dies, Milling Cutters and special tools. 


We make these tools in one plant, under one management, 
with the same laboratory control of materials, the same 
skilled supervision, the same rigid standards of craftsman- 


ship, test, and inspection. 


Result, all are uniform in economical performance, all 


carry our Shield Brand as an assurance of merit. 


Today, production costs are being studied as never before 
—for good reasons. Our suggestion to Standardize on metal 
cutting tools may have greater than ordinary profit possi- 


bilities for you, .now. 


Our representatives, and those of our Mill Supply Dis- 
tributors from coast to coast are available to make sugges- 





tions if you desire. Call your Mill Supply Distributor, or write 
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MAKE BIGGER SALES 


of machinery and equipment 
with this 


TIME PAYMENT PLAN 


HERES WHAT YOUR 

CUSTOMERS PAY 

PER *1,000 
OF 


FINANCING 









Here IS A PLAN that enables you to step 






up sales of heavy machinery and equipment. . . to 




















customers and prospects who prefer to spread payment 
] | over a period of time. 
ers | | ie aa Our Heavy Machinery and Equipment Financing Plan 
lis, i $32 50 pays you your full selling price in cash, and it doesn’t: 
v . 
gs cost you a penny to use it. We purchase the financing 
at, paper from you without recourse; you assume no credit 
me 24-Month Terms 
P risk or contingent liability. 
n- 
: 67.90 
A booklet which you can use in offering this plan is 
all yours for the asking. Let us send you a copy... with 
36-Month Terms more information about how this plan will work for 
a $ 107. 50 you. Write to the nearest Commercial Credit office 
sp listed below for Booklet No. HI-1. 











yssi- 


Dis- ' a 
ges COMMERCIAL FINANCING DIVISIONS: OMMERCIAL CREDIT 


BALTIMORE, NEW YORK, CHICAGO, LOS ANGELES ‘Ce NPANY N00 
mn $ TAT OL ULEALL 





more Ut 


SAN FRANCISCO, PORTLAND, ORE. Capital ane Surplus 
y MD. 


BALTIMORE 


» OPERATING OFFICES IN ALL PRINCIPAL CITIES OF UNITED STATES AND CANADA 
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KEEPS BOLTED ASSEMBLIES 
permanently TIGHT 


BEALL helical SPRING WASHERS hove “live action” and con- 
stantly exert tightening pressure over a long range. They 
compensate for ALL causes of looseness including vibration, 
bolt stretch, wear and break-down of finish under the nut and 
bolt head. 

IN STOCK in all Standard Sizes; made of Carbon Steel, 
Stainless Steel, Everdur and Duronze. 


SOLD THRU MILL SUPPLY JOBBERS 


BEALL TOOL DIVISION (Hubbard & Co.) 


130 Shemreck St., EAST ALTON, ILL. 





BEALL 


SPRING WASHERS 








SPECIFY pplacths 


APPEARANCE 
ECONOMY 


Mac-its off 





ONG. CARLISLE & HAMMOND COMPANY 


MAC-IT PARTS COMPANY 





MILL SUPPLIES © JUNE, 1946 


er @ complet 
cated Plete 








duced by high speed cutting will draw 
the temper of the blade. 


20. A new blade stretches slightly due 
to cutting heat. 

21. (a) 100-150 strokes per minute. 
22. (c) 20-30. 


23. A new blade should be started with 
light feed to protect the sharp cutting 
points. After a few cuts, the feed pres- 
sure may be increased. 


24. (b)—cast iron. 


25. (a)—be lifted off the surface being 
cut. 





New 
Products 
(Continued from page 109) 





are available: No. 1 is used on wheels 
up to 12-in. in diameter and 2-in. face; 
No. 2 dresses wheels up ‘to 60-80 grit and 
of diameters down to 3-in.—G. J. Wallen 
Mfg. Co., San Francisco 7.—Miut Sup- 
PLIES, June 1946. 


Fly Cutters 


Extra Heavy 





Two NEW EXTRA HEAVY fly cutters, de- 
signed especially for application on shell 
and mill arbors, are now being marketed. 
They are 13¢-in. thick, 6 and 8-in. in 
diameter, allowing ample strength for 
machining driving slots and counterbores. 
Like other models, they use four re- 
movable high-speed or carbide bits, The 
manufacturer says they provide stock 
milling cutters with a wide variety of 














we SUPERIOR 


SPUR-GEARED CHAIN HOIST 


ROU 
Steel- 
Ball-Be¢ 
TROLL 


Flexibility and general 
Superior Hoist is greatly 
installation of this | bea 
ROUND Self-Aligning Troll 
for use on either straight or cu 
Precision bearing equipped, 
Zerk pressure lubrication, it tr 
and smoothly—gives years of 


Step into almost any shop + 

for The Superior Chain Hoist. E 

install equipment to save time a 

work. For the past four years the hig 
Chain Hoist has been serving in v 
globe. Now it is back—available to 
able delivery.. Your market for the Sup 
and waiting. It is an unprecedented oppé 





major item in the mill supply line. 


Shop men everywh 

the simple standa 
Superior Spur-Geare 
bearing equipped an 
parts are of steel from 
The Superior combines $ 
operation with rugged d 


DAVID 


ROUND 


& SON ¢ CLEVELAND 5, OHIO 


ASSOCIATES DAVID ROUND & SON, CLEVELAND 5, OHIO 
THE BRIDGEPORT CHAIN & MFG CO., BRIDGEPORT |, CONN 
SEATTLE CHAIN & MFG. CO., SEATTLE 8, WASH 
ROUND CALIFORNIA CHAIN CORP LTD, SO SAN FRANCISCO & LOS ANGELES 54, © 
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In pumps, valves, traps, meters, burners, 
cookers, lubricators, etc.—a little foreign 
matter can cause serious damage. It is wise 
economy and sound practice to install strain- 
ers ahead of them to protect the equipment, 
to save maintenance costs, to eliminate shut- 
downs. Kieley & Muéller makes all types and 
all sizes of strainers for you to sell for every 
Steam, gas, water, oil or chemical applica- 


tion. They are correctly engineered to assure © 


maximum flow with minimum pressure drop, 
and are designed for easier cleaning. And 
they are correctly priced to give you a worth- 
while margin. ‘ 


Type 330, at top, is made in 1/)" to 18” sizes, 
with strainers of bronze, monel metal or 
18-8 stainless steel. Below are Y” strainers, 
type 340, available in 1/," to 6” sizes. 


We can fulfill your strainer requirements 
with immediate shipments from stock. Write 


for catalog 66-C which covers “Y,” basket, 


“ straight flow, and offset strainers. 


HIELEY & MUELLER, inc. 


MANUFACTURERS OF PRESSURE AND LEVEL CONTROLS SINCE 1879 
2003 - 43rd STREET © NORTH BERGEN, WN. J. 





66 YEARS OF CONTROL PROGRESS 
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applications without the necessity of 
having many special cutters on hand.— 
New-Field Machined Parts, Co. Los 
Angeles.—MILt Su PPLIES, June 19%6. 


Lubricated Brush 
Automatic 





A DEVICE KNOWN as the Lubrobrush is 


' 


now available to distributors. The unit, 


“fully automatic, will lubricate and brush 


tools in operation. The manufacturer 
says it is inexpensive, can be installed 
within a few minutes, and is designed to 


.fit any standard drill press, while readily 


adaptable to punch presses, small lathes, 
hand ‘millers, and other machines. The 
brush operates on a simple cam action 
which transmits a short lift stroke into a 
sweeping action of the brush.—Chas. L. 
Jarvis Co.,; Middletown, Conn.—Mii 
Suppties, June 1946, 


Pulsation Dampner 
Powdered Metal 





A NEW TyPE of pulsation dampner, or 
snubber, has been developed. The small 
device takes advantage of the use of 
powdered metal through which the pres- 
sure medium must pass. The compressed 
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.. Century Explosion 
Proof motor drives a 
pumpin atmosphere 
charged with ex- 
plosive paint thin- 

ner vapors. 













with CENTURY 


here atmospheres are charged with 

such explosive mixtures as alcohols, 
acetone, solvent vapors, natural gas, gaso- 
line, naphtha, grain dusts, etc., Century Ex- 
plosion Proof motors will give you maximum 
protection against explosions and fire. 





Century Explosion Proof motors are built 
to meet all standard operating character- 
istics — high torque, low torque, normal 
torque, multispeed. The inner frame of 
these motors is enclosed so that mechanical 
operating parts and electrical connections 
are completely sealed from the outside 
atmosphere. 


inner and outer frames. This keeps the ope- 
rating temperature down and blows dust and 
dirt out. 


Engineered to the functional characteris- 
tics of the machines they drive to assure top 
performance — Century motors are a vital 
factor in building a better product at a lower 
cost. Specify Century motors on all your elec- 





A blast of cooling air is forced by 
large ventilating fan between the 














\ 
} 


trically powered equipment. Built in 
sizes from 1/20 to 600 horsepower. 








CENTURY ELECTRIC COMPANY 1806 Pine Street, St. Louis 3, Missouri 


Offices and Stock Points in Principal Cities 
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powdered metal is in the form of a cart- 
ridge which can be inserted directly into 
the gage socket, or in a small separate 
connecting piece attached to it. The 
cartridge is made in various porosities 
for air or gas, for*water or steam, or for 
oil. The manufacturers report that the 
snubber is very effective for reducing or 
eliminating violent pressure pulsations.— 
Helicoid Gage division, American Chain 
& Cable Co., Bridgeport 2—Mmu Svp- 
PLIES, June 1946. 


Hole-Cutting Tool 
Adjustable 





PRODUCES 


... cutters that can be depended 
upon even under the toughest dress- 
ing operation conditions. Because 


Vincent cutters are made of a special A NEW ALL-PURPOSE adjustable hole-cut- 


analysis steel, and because they are 
heat treated by the exclusive Vin- 
cent Process in our own plant— 
one of the country’s largest and 
most complete heat treating shops— 
they always have the exact degree 


ting tool has been developed. The tool, 
say the manufacturers, quickly cuts 
smooth large-size holes in wood, steel, 
brass, hard rubber, aluminum, fiber, plas- 
tics and problem materials which might 


of hardness required for this type of tool. 


Regularity in dressing and trueing grinding 
wheels saves not only the wheels but produc- 
tion time as well. When you sell Vincent- 
Huntington Dressers and Cutters to your 
customers, you provide them with the tools 
which do maintain maximum grinding wheel, 
efficiency. information on the complete line 
is yours for the asking. 


necessitate the use of torches or other ex- 
pensive equipment. It cuts holes to any 
diameter from 1%-in. to 8-in. through 
14-in. thickness in stee] or other tough 
materials and any thickness up to 114-in. 
in plastics, fiber or wood. The cutter is 
designed to operate in any standard drill 
press, wood working machine, or suitably 
mounted spindle machine.—Bruno Tools, 
Beverly Hills, Calif—Mu. Supp ies, 
June 1946. 


Self-Tapping Screw 
For Thin Plastics 


DESIGNED ESPECIALLY for making fasten- 
ings to comparatively thin sections and 
bosses in friable and brittle plastics, a 
new self-tapping screw combines thread- 
cutting characteristics with coarse pitch 
thread advantages, say the manufacturers. 
Five cutting flutes distribute cutting pres- 
sure evenly—prevent localized pressure 
and cracking—especially in plastics, by 
permitting chips to drop to the bottom of 
the hole. The coarse threads eliminate 
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it’s NOT ONLY Wiehe CUTTING MATERIAL 


BUT HOW YOU USE IT THAT COUNTS 
EEE ee 


Send. for 


THIS LATEST 
HANDBOOK ON 


A-L TOOL 
STEELS 


Complete shop data on the prop- 
erties, uses, forms, sizes and 
methods of handling every mem- 
ber of the extensive Allegheny 
Ludlum family of Tool Steels— 
170 pages, handily pocket-sized 
and indexed for easy reference. 
Write for it today—on your com- 
pany letterhead, please. 


ADDRESS DEPT... .MS-42 


WaD 371 


6 amin hardly a single cutting 
operation that can’t, in some 
way, be improved. Our record files 
contain hundreds of instances. Re- 
design of the tool itself often works 
wonders. In other cases, a switch of 
cutting materials shows a marked 
increase in production, or in pieces 
between grinds. 

That's the job of our Mill Service 
organization—to work with you for 
improvement—and the Allegheny 
Ludlum line now offers you abso- 
lutely complete selection. The range 
extends from Carmet carbide metal 
blanks and tipped tools—through 
ALX cast alloy-metal ground bits— 
to DBL and Super DBL low-tungsten 
high speed steels, as well as the 
various high-tungsten and “moly” 
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types of high speed steels. Call us 
in, any time, anywhere, 


ALLEGHENY 
LUDLUM 


STEEL CORPORATION 


General Offices 
Pittsburgh 22, Penna. 
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The Demand is for 


DART 





IT HAS TWO 
BRONZE SEATS 
GROUND TO A 
TRUE BALL JOINT 


BECAUSE 


More and more users are learn- 
ing the economy of buying the union that never gives 
up. Because of its two bronze seats, which are ground 
to a true ball joint, a Dart Union closes and opens as 
readily on its second, third or fourth job as it does on 
its first.. Body and nut are of high-test air-refined mal- 
leable iron — practically in- ; 
destructible. 

Sell the union that gives last- 
ing satisfaction —sell Darts. 


E. M. DART MANUFACTURING CO. 
PROVIDENCE, RHODE ISLAND 
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binding by acting as additional reservoirs 
for the displaced material, and also offer- 
ing greater resistance to stripping of the 
material. The self-tapping screw, the 
makers report, eliminates the necessity 
for inserts in plastic assemblies, with no 
sacrifice of strength.—Parker-Kalon Co., 
New York 14.—Mut Suppttrs, June 
1946. ; 


Insert Removing Tool 


For Plastics 


A FASTER, more powerful insert-removing 
tool for the plastics industry has been 
developed. Offering advanced adapta- 
bility in addition to its highly increased 


| rotary power, the new lightweight pneu- 


matic tool has been found to reduce in- 
sert-removal time and operator fatigue, 


| according to the manufacturer. Origi- 


nally designed to speed certain molding 
operations in the manufacture of tele- 
phone instruments, this model, which was 
developed by engineers, delivers four 
times more stall torque than models pre- 
viously used. With a torque of 8 ft.-lb. and 


_ socket speed of 300 r.p.m., the unit is said 


to answer a definite problem in produc- 


| tion molding.—Keller Tool Co., Grand 
| Haven, Mich.—Mitt Suppwies, June 


1946. 


Tap Guide 
Low Cost 


SAID BY ITS MANUFACTURER to practically 


eliminate breakage, a new tap guide cuts 
hand tapping time more than 50 percent, 
and turns out jobs that are straight and 
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a — with the Red Elastic Collar that 
ed M 
“4 protects permanently against Thread Damage 
Again, in the huge Lockheed Constellation, ESNA Elastic Stop Nuts are self-locking, The RED ELASTIC COLLAR 
’ a 
gi- ESNA Elastic Stop Nuts have provided easily removable, and reusable over and 
~ ti NA t 
ng the protection that has made them symbols over. They protect permanently against denoting an ES prodve 
le- ..« is threadless and permanently 
of security to all aviation engineers. Every Vibration, Corrosion, Thread Damage, elastic. Every bolt — regardless of 
as : be 
or bolted connection on the tricycle landing Liquid Seepage and Costly Maintenance. renee pies 
e- gear, which must make smooth contact If fastening problems slow up your pro- in the Red Elastic Collar to fully 
grip the bolt threads. In addition, 
nd with the ground at 80 mph, has been made duction or increase your maintenance costs, this threading action properly seats 
id : ; : the metal threads — and eliminates 
¥ safe with ESNA Elastic Stop Nuts to help let us place the results of our experience and all axial play between bolt and nut 
Fi) bring the giant ship in for a “feather light” research at your disposal. Address: Elastic pan «nq the Red Elastic Collar 
ne landing. The full thread contact Stop Nut Corporation of America, acts as a shock absorber. It damp- 
ens impact stresses—and materially 
they provide absorbs the shock Union, N. J. Representatives and reduces the shock against the metal 
2 ey” we threads that causes thread failure 
and prevents metal fatigue. Agents in many principal cities. Sn esnvnationsk Gitenins. 
TRADe MARK 
‘ ELASTIC STOP NUTS 
its 
it, INTERNAL ANCHOR INSTRUMENT SPLINE CLINCH rarer GANG CAP, 
d WRENCHING MOUNTING CHANNEL 
1 


PRODUCTS @F: ELASTIC STOP NUT CORPORATION OF AMERICA 
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—For Progress 


in Industty 


ot 

1932 .Austin-Western Motor 
Grader. The first Austin-Western 
Grader, equipped with Thermoid 
Hydraulic Hose, represented a 
distinct advance in road-build- 
ing machinery. 


Today’s Austin- 
Western Motor 
Grader. -Like 
every model 
in the past 14 
years, the 1946 
Austin-Western 


Motor Grader is 
equipped with 
Thermoid Hy- 
draulic Hose. 


Thermoid Powerflex Hydraulic Control Hose used on modern, heavier, more power- 
ful Austin-Western Motor Graders is burst-tested to more than three times the 
pressure required fourteen years ago. And modern synthetics have solved the 
old bugbear, deterioration. . ‘ 


In factories, mills and quarries—Thermoid has contributed to industrial progress by 
manufacturing rubber products that can always be relied upon to do the job for 
which they were made—plus some more for safety. As engineers and designers 
evolve machinery fo achieve bigger jobs, foster — they will continue to find Thermoid 
products ready for the new assignments. 


Consultation with your Thermoid representative may develop ways to help you 
improve your customers’ processes and reduce their costs. Distributors everywhere 
are finding that when it comes to problems involving hose, belting or friction 
materials—it's good business to do business with *Thermoid. 


THE THERMOID LINE INCLUDES: Transmission Belting +» V-Belts and 
Drives + Conveyor Belting + Elevator Belting « Wrapped and Molded 
Hose « Sheet Packings + Industrial Brake Linings and Friction Products 
« Molded Hard Rubber Products. - 


hermoi 


Rubber 





Combributor to Industrial Aduancement Since 1850 
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true. It fastens to a post or bench, and 
can be operated by inexperienced oper- 
ators. The unit comes equipped with 
seven adapters, ranging in size from 8/32 
to %-in., thus taking care of the great 
majority of all tapping requirements. A 
tap rack built into the frame casting at 
the top of the machine makes taps readily 
accessible—Dahlstrom Mfg. Co., Minne- 
apolis 15.—Mi.u Suppuies, June 1946. 


Hand Knobs 
Three Types 





THREE NEW TYPES of hand knobs for ma- 
chines, fixtures, and other uses have been 
added to a Detroit manufacturer’s line of 
accessories. The knobs are cast iron and 
are supplied either machined or un- 
machined. The four-star, or four knob, 
design is available in six sizes, the five- 
star in two sizes, and the “T” handle de- 
sign in two sizes. Hand wheels are now 
available in rough castings or machines, 
with or without polished steel handles.— 
Machine Products Corp., Detroit—Mt. 
Supp.ies, June 1946. 


Stub Drills 
Sturdy 


A NEW PRODUCT, stub screw machine 
drills, is being introduced to the trade 
by Chicago-Latrobe. As the manufac- 
turer points out, it has been general 











_UMI | 


a Galauced © 
ROPE. 


MUST HAVE 
ALL FIVE... 


alance is the first essential in good rope. COLUMBIAN makes its rope 

with perfect balance. Equal emphasis is put on all five features. A 
slicker, whiter appearance, for example, would be attained at the sacrifice 
of adequate waterproofing. This sacrifice is never made at COLUMBIAN. 
WATERPROOFING. Every fibre is individually waterproofed and lubricated! 
Each fibre is thus sealed against decay, and the resulting rope is more flexible 
... easier to handle even when wet! COLUMBIAN waterproofing adds to the 
non-kinking properties of the rope, and extends its life and service. Adequate 
waterproofing is vital to the production of Balanced COLUMBIAN Tape- 
Marked Pure MANILA ROPE. 


COLUMBIAN ROPE COMPANY 
320-50 Genesee St., Auburn “The Cordage City,” N. Y. 
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tice, where screw machine operating 
nditions ‘need short, sturdy drills, to. 
cfit d regular drills. This method is 
not only costly and time-consuming, but 
frequently shortens the life of the ‘drills 
ough lowering the temper. The new 
= drills are specifically designed for 
serew imachine operations, having short 
flutes and the proper heat treatment to 
ure’ maximum life between grinds, ac- 
cheding to the maker. They are available 
its full range of wire gage from Ne. | to 
60, letter sizes*A to Z, and fractional 
sizes tfrom Ye-in. to 2-in.—Chicago- 
Latroke Twist Drill W orks, Chicago:10.— 
Mit PUPPLIES, June 1946. 
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Pump Booster 
| No Moving Parts 
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A NEW PUMP BOOSTER has been developed 
which, it is said, makes available hereto- 
fore inaccessible water supplies for fire 
fighting and permits water drainage from 
pits or cellars beyond reach of standard 
pumping equipment. Using ‘standard 
pumping equipment, the booster will lift 
water vertically 100-ft. or more, and will 
draft water for distances of 200 to 300-ft. 
The manufacturer claims that the unit 
will not clog, weighs but 18-lbs., and has 
no moving parts.—Derbyshire Machine & 
Tool Co., Philadelphia 44—Mitt Sup- 
PLiEs, June 1946. 


Floor Machine 
Drum-Type 


A VERSATILE drum-type floor machine that 
accommodates both 8-in. and 16-in. acces- 
sories has been put on the market. De- 
signed for use in factories, offices, schools. 
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(ADVERTISEMENT ) 





LUBRIPLATE 


These originally identical shackle pins 
from a ten ton truck were used in a com- 
porative lubrication test for a period of 
one year. A well known conventional 
lubricant was used on the upper pin. 
Note the pitting from corrosion,-alse the 
excessive weor. LUBRIPLATE was: used on 
the lower pin. Its surface remained bright 
and true as when the test began, proof 
that LUBRIPLATE is different . . . better. 





LUBRIPLATE 

definitely reduce sr 
d weer toa ™ jinim 

tor teas power costs and pro- 

long the life of patency - 

infini reater degre: 

an etek progressive wear. 


LUBRIPLATE 

machine ports 
uctive action of 
on. This feature 
PLATE for out in 
1 lubricants. 


Lubricants 


Lubricants protect 
against the destruc 
rust and corrosi 
alone puts LUBRI 
front of conventiona 


LUBRIPLATE 
Lubricants ore extremely = 
nomical for reason that y 

ssess very long life and “ 4 
ates properties. A little LUB 
PLATE goes a long woy- 


Op PEALERs From coast TO const 0 
‘ On» CLASSIFIED TELE 
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YOU CAN PREVENT 
RUST AND 
CORROSION 


There is no need to dwell upon 
the ravages of rust and corrosion | 
nor upon the tremendous tolls it | 
takes every year from industry. We | 
know it. The important thing is | 
how to prevent it. 

We also know that an uinpro- | 
tected ferrous metal surface if ex- 
posed to moisture will ftust and | 
that many non-ferrous metals will | 
corrode in the presence of-certain 
acids. The whole trick in-prevent- 
ing rust and corrosion is to keep | 
the elements that cause rust and | 
corrosion away from the metals. } 

In machinery it is often impos- ' 
sible or difficult to paint or en- | 
amel all metal parts. that.are sub- 
ject to this form of damage, This 
is evident in the casé of bearing 
surfaces and adjacent surfaces that 
are coated with oil or grease. Yet 
ordinary oils and greases do not 
offer-complete protection against 
rust and corrosion. 

It becomes obvious that when 
frust-or corrosion regularly occurs, 
to prevent it a lubricant must be 


‘used that resists the conditions that 


cause it. That is-one of the big 
reasons why LUBRIPLATE Lubri- 
cants ate so widely used in all 
kinds of industries. 
LUBRIPLATE is a tried and 
tested anti-rust and acid-resisting 
lubricant that can protect against 
the formation of rust and the de- 
structive action of corrosion on 
bearings, gears, cams and other 
metal surfaces, And LUBRIPLATE 
lubricants provide superior lubri- 
cation as well. Possessing extra 
film strength, LUBRIPLATE lu- 
bricants keep metal surfaces apart, 
reduce heat and friction to a mini- 
mum, and arrest progressive wear. 
A copy of “THE LUBRIPLATE 
SERVICE HANDBOOK” con- 
taining valuable -information on 
the subject of lubrication will be 
furnished without charge by writ- 
ing Fiske Brothers Refining Com- 
pany, Newark 5, N. J. Adv. 
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Instant acceptance of recognized renowned quality identified by 
the Simonds Abrasive blotter on each wheel .. . nation-wide 
advertising that stresses the availability of that quality through 
superior d service ... control in manufacture that leaves 

pesrwan, Nes to = is these are some of the winning factors that 
su solidly in favor of quick sales; good profits for 
di ge yee Abrasive Grinding Wheels. 


The Simonds Abrasive complete line of Borolon* (aluminum oxide) 
and Electrolon* (silicon carbide) products meet the major require- 
ments of all industry. Through top results in roughing, cutting, 
snagging or finishing, through effective long lasting performance 
on every grinding operation, Simonds Abrasive wheels are your 
best bet for customer satisfaction and repeat sales. Segments, 
Mounted Wheels and Points, Grains, Bricks and Sticks round out 
a line of fast moving Simonds “aces” to give you a quick, sure 


profit making deal. 


Di ‘ , The illustration in this advertisement will be used with special copy 
ist ribu lors ¢ addressed to your customers as a part of the Simonds Abrasive cam- 
paign in leading metal working and industrial publications having a combined circulation of 
about a half million. If you are not now a Simonds Abrasive Distributor, you are invited fo 
send for details of our Selective Distribution Plan. py 


Ran a ee on SIMONDS 
io ' ‘ | ABRASIVE CO.| 


o Seep sisee 


SIMONDS ABRASIVE COMPANY, TACONY AND F WEY STREETS, PHILADELPHIA 37, PA. 
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HEIN-WERNER 
HYDRAULIC JACKS 


are factory-tested 
at 1% times 
their rated capacity 





3 bakeries, hospitals, etc., the machine is 
Complete line includes models of 3, available with accessories for dry clean- 








5 8 12, 20, 30 and 50 tons capacity. ing, waxing, polishing, scrubbing, sand- 
shee : ing and sweeping. The manufacturer de- 
Write us for details. clares the machine to work equally well 

on wood, asphalt, cork, linoleum and 

HEIN-WERNER MOTOR PARTS CORP. concrete, and one feature permits clean- 
WAUKESHA, WISCONSIN ing, waxing and polishing in one oper- 


ation. It is activated by a one h.p. motor 
with reversing lever, and a two-step pul- 
ley which provides drum speed of 1,400 
r.p.m. for sanding and 800 r.p.m. for 
other operations.—G. H. Tennant Co., 
Minneapolis 11.—Mitt Svuppuies, June 
1946. 


Stamping Machine 
For Name-Plates, Parts 





Utmost EFFICIENCY of operation is 
claimed to have been engineered in an 
improved machine for stamping name- 
plates and parts. By designing an im- 
proved thread in the heavy pressure-ap- 
plying screw, it is claimed that sufficient 
power is obtained to stamp letters, fig- 
ures and other characters into stainless 
steel to required depth in sizes from %s-in. 
to vs-in. The increased depth of stamp- 
ing allows for the filling of the im- 
pressed characters with enamel of other 
filling for maximum. legibility. A natural, 




















GREATER STRENGTH 

























In this great Set, powerful, slim-handled 
Wrenches and rugged, thin-wall Sockets 
combine to come thru in the toughest 
spots on “naintenance and repair jobs .. . 
ingenious, special Tools and versatile 
attachments are right at hand to turn hard 
jobs easy! 

There’s ample reason for the wealth of knuckle and job insurance 
in a Set of New Britain Hand Tools: Careful Engineering insures 
its famous versatility; Precise Manufacture guarantees rigid quality 
control; Accurate Heat Treating of the finest, selected alloy steels 
provides extra active strength when and where it’s needed. 


There’s no doubt about it... A New Britain Set just naturally 
holds the RIGHT Tools for your mechanic customers! RIGHT 
for quick sales ... RIGHT for profits . .. RIGHT for customer 
satisfaction. Ask to see the Line. The New Britain Machine Co., 
New Britain, Conn. 
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DARNELL 


Casters E- Wheels 


Durable, precision- built 
Darnell Casters.and Wheels 
assure the easy handling of 
heavy loads — savings in 
floor and equipment wear 
soon pay for their cost. 





DARNELL CORP. LTD. 
LONG BEACH 4, CALIFORNIA 


m = 60 WALKER ST., NEW YORK 13, N.Y. 
36..N. CLINTON; CHICAGO 6, ILL. 
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untiring swing of the left arm, moving 
the operating lever from left to right, ap- 
plies pressure estimated at five tons.— 
Acromark Co., Elizabeth, N. J.—Mtmt 
Suppuies, June 1946. 


Transmission 
For Flat Plate, Platform 





A NEW DESIGN of transmission, especially 


* designed for flat plate or platform mount- 


ing has been put on the market. The case 
is provided with four bosses, drilled and 
tapped, so that the transmission can be 
‘secured to the machine on which it is 
mounted. The unit has 5 h.p. capacity 
with input speed of 900 r.p.m., and four 
gear changes are available through one 
shift lever. All gears and shafts are of 
alloy steel, heat treated, and the gears are 
lapped. All revolving shafts are mounted 
on anti-friction bearings and the cage is 
oil sealed —Western Mfg. Co., Detroit.— 
Mitt Supp.ies, June 1946. 


Grinding Fixture 


Precision Tool 


A TOOL GRINDING FIXTURE for the pre- 
cision grinding of lathe tools, screw ma- 
chine form tools, shaper, planer, milling 
machine and angle cutting tools has been 











Wiese 


widelalelelacipacmeli 


Wiregrip for extr 


TEELGRIP 


Flexible Belt Lacing 


FLEXGRI 


ound Belt Couplings 


2 types for round +t 
FLEXGRIP Round Belt 
Couplings ord SUREGRIP 
Round Pet Hooks 

Pe 4 ters, La rs, Lac 
‘ao Machine and STEEL 


~RIP and CHAINGRIP 


ARMSTRONG-BRAY&CO. 


; The Belt Lacing People’ 
CHICAGO 30 U.S.A. 
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put on the market. The manufacturer 
. claims it to make the grinding of all 
yy bi e manner of tools a simple procedure, so 
7 a k e i t Ps | W a y W j t h that even inexperienced help can readily 
operate it. The unit works on a new 
patented principle involving the use of 
‘sm \ } eon x me | | \ compound angles. Used with the magnetic 
| | rl r T { = it () chuck of a surface grinder, angles both 
' 4 4 32 SJ A ed od left and right may be easily obtained. 
In addition, the rake angle may be 
fey L| Ni G C hj A ; N ground at the same time through the use 
of a tipping block, which allows for 3, 5, 
7 and 10-deg. clearances.—George 
Scherr Co., Inc., New York 12.—Mti 

Suppuies, June 1946. 


Rivet Plugs 
Caps Cherry Rivets 


THE MANUFACTURERS of hollow type 
rivets have introduced the umbrella plug, 
which fits into the center of the rivet and 
furnishes an attractive, smooth cap com- 
pletely covering the head of the rivet. 
The plugs, available in aluminum, cop- 
per or plastic, can be colored to match 
or harmonize with the surrounding sur- 
face. The shanks are knurled arid tapered 
to fit tightly into the hollow centers, and 
are installed simply by inserting the 
shanks into the already-installed rivet, 
and pushing in by hand.—Cherry Rivet 
Co., Los Angeles 13.—Mitt Supp ies, 
June 1946. 


Center Drill 
Shockless 


RELTOOL ” 
SHOCKLESS 


TRACE mank 


A COMBINATION CENTER DRILL of new de- 
sign promises longer life and less break- 
age, according to the manufacturer. 


Based on a careful study of center-drill 

COLU MBUSEIMcKINNON breakage, the new design includes a fillet 
at the point where the 60-deg. counter- 

CHAIN CORPORATION sink angle meets the tip, and is said to 

(Affiliated with Chisholm-Moore Heist Corporation) eliminate the chief cause of shock and 

GENERAL OFFICES AND FACTORIES: 120 Fremont Ave., TONAWANDA, N.Y. | fatigue. The shock of suddenly chang- 
SALES OFFICES: New York, Chicago and Cleveland ing the cutting eagle wniind - inal 
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MANUFACTURING 
Recessed and Slotted 
Wood Screws Sheet Metal Screws 





... but ONE! 


Moss styles of recessed head screws require as many as 4 
different drivers for the entire size range of heads. 
Reed & Prince Recessed Head screws require only ONE 
- Reed & Prince driver to fit any style or the ENTIRE SIZE RANGE 
of heads! 


This means — no fumbling or false starts to find the right 
tool — less loss of time—less labor lag —— faster production! 
Increased assembly speed is made possible by the Reed & Prince 
precision engineered recess — the driver or bit EXACTLY matches 
the recess — always drives with accuracy at full power! For your 
convenience Reed & Prince drivers are available in popular sizes — 
bits for all makes of hand or power drivers. Demand Reed & Prince 
recess—— your guarantee of CONTROLLED manufacture. 


REED & PRINCE MFG.CO. 


WORCESTER, MASS. CHICAGO, ILL. 


“A HEAD of the times!” Any Reed & Prince 
Screw Driver or Bit fits any size or style of 
Reed & Prince recessed head screw or bolt. 
MILL SUPPLIES © JUNE, 1946 





Machine Screws Stove Bolts 
Also 
Cap Screws Set Screws 
Machine Screw Nuts Wing Nuts 
Rivets and Burrs Rods 
Screw Drivers and Bits 
Specialties 







































OF THIS | 


NEW GUIDE TO 


moO 
COMPRESSED AIR POWER 





OUR customers who use or plan to use compressed 

air will want to know factual answers to these ques- 
tions about this efficient industrial air system. (1) What 
is Kellogg-American “On-the-Spot” Air? (2) How does 
every department get adequate air volume at the right 
pressure whether one department, two, or the whole 
plant is operating? (3) How are pipeline air losses 
eliminated? (4) How are plant shutdowns due to air 
compressor failure prevented? Be prepared to sell with 
facts about these and many other problems of efficient, 
economical utilization of compressed air power. Write 
for your copy of this new, helpful folder today. American 
Brake Shoe Company, Kellogg Division, Department MS-1, 
Rochester 9, N. Y. 





KELLOGG DIVISION 
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RE EFFICIENT, COST-SAVING 











smoothed out by the curve of the fillet. 
Another advantage claimed for the fillet 
design is that it results in more thorough 
lubrication of the cutting edgés.—Reliool 


‘Corp., Milwaukee—Mut Supp.ies, June 


1946. 


Threading Tools 
Carbide Tipped 


A NEW LINE of standard carbide tipped 
threading tools has been added to the 
standard line of Carboloy. The tools are 
of 60 deg. V-nose type. Shank sizes in- 
clude 34, 14, 52, and 34-in. square styles. 
Shank lengths run from 2% to 4%%-in. 
Primary clearance at the nose of the tool 
is 3-deg., with a secondary clearance of 
6-deg. The design is said to provide free 
cutting while insuring ample support for 
the nose of the tool tip. The two smaller 
sizes are packaged in lots of 12, while 
the larger sizes come in packages of six 
tools each.—Carboloy Co., Inc., De- 
troit 26.—Mit. Suppuies, June 1946. 


Shaft Coupling 

Aligning 
Now AVAILABLE in six sizes, the manu- 
facturer terms his aligning shaft coupling 
the most advanced development of the 


gear coupling. It comprises a cylindrical 
housing shell cut with internal gears 





(Continued on page 260) 





















It holds STOCKS 
at the profit level... 















to safeguard wholesalers from 
lost sales and improve 
customer service! 


An. extraordinary new development in should be reduced . . . these vital facts are SEND TODAY 

' ‘ : : ‘ . : aD . for Management 

record control efficiency is now avail- unmistakably signalled. There is no pos- Controller #708 

able to mill-supply houses seeking to __ sibility of failure to recognize them instantly with full details of 

hold their stock at profitable levels. because the action points for all items this PY apcrok 
. . @ e ° . . *¢ ment. $s an 

_ This revolutionary device ...The are in uniform alignment on the visible Reuueh ide. ee 


Kardex “Graph-A-Matic Computing margins of the records. @ copy, or writeus. 
Chart... puts an end to the risk of 

error and the need of laborious com- 

putations in stock control systems, and SYSTEMS DIVISION 
is actually saving as high as 50% in 
record-keeping costs! 

By automatically converting stock 
balance into weeks’ supply, the record 
itself instigates required action at the 
proper time. When to reorder each item, 


when to expedite or follow up, what stocks . 315 Fourth Avenue, New York 10, N. Y. 
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END MILL 






_ STARTS 
WITH 






MATERIAL 


EEnp MILLS used today must measure up to the 
highest quality to meet present-day requirements 
for fast cutting speeds and heavy feeds. 


Putnam End Mills cut faster and last longer 
because they are manufactured of carefully selected 
high speed tool steels processed to rigid Putnam 
analysis specifications, expertly heat treated, and 
accurately machined to sound tool design. 


Because of their 





finer cutting performance, 
Putnam End Mills are 
preferred by machine 
operators and top plant 
executives alike. They are 
preferred, too, by dis- 


THIS NEW 92-PAGE 
tributors who appreciate PUTNAM CATALOG 


the ever-increasing vol- ..-illustrates and describes over 

800 types and sizes of standard | 
ume of sales and profits Putaeon Und Mllli:ahe county's 
afforded by the fast- largest and most complete’ 


; ” line. Write for your copy today. 
selling Putnam line. 





CTOs eu TN {VJ TOOL COMPANY 


2ZO81 Charlevoix’ Ave : Detroit 7. Michigan 
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THE <a 


QUALITY 


SIGN 
FOR 


COLLET EQUIPMENT 


@ drill socket and sleeves 
@ lathe center 

@ chuck arbors 

@ drill drifts 


COLLIS Collet Tools fill all drilling. 
reaming, and tapping needs—they are 
made by men skilled in making this 
type of equipment. They will help 
your customers to make savings in both 
time and equipment. You can supply 
the proper unit from this very complete 
COLLIS line. Great quantities of 
COLLIS equipment are being used to- 
day and will continue to be needed 
— get this business — supply COLLIS 
Collet Equipment. 





THE COLLIS COMPANY 


CLINTON, IOWA 




















You get repeat orders once 
your customers try Rubyfluid 
flux in either paste or liquid 
form. 

Rubyfluid is the perfect 
answer to any kind of solder- 
ing job—whether on a fast 
moving production line or the 
piece at a time job. 

For stainless steel—your 
customers will appreciate the 
job done by Ruby's Stainless 
Steel special flux. Get them 
started and they will come 
back for more. 


Ruby Chemical Co. 


76 S. McDowell St., 
Columbus 8, Ohio 





@ 6 




















STANLEY 


} 
——" — 
MCMC SE er. AIMED TO SELL 
AND SATISFY 


Anvil Tools 
Awls — 

Bit Braces 
Breast Drills 
Chisels, Cold 
Chisels, Wood 
Hammers 
Hand Drills 
Levels 
Marking Gauges 
Mitre Boxes 
Nail Sets 
Planes 
Punches 
Rules 

Saw Sets 
Scrapers 
Screw Drivers 


Sled ges 
STANLEY TOOLS Soldering Irons (Electric) 
New Britain, Connecticut Spoke Shaves 


Squares 
‘The Tool Box of the World” Vises 
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MANY TYPES OF PROTECTIVE GLOVES 


OUR LINE 





STEELGRIP 
SP emer 


FINGER GUARDS 


GET QUICK ATTENTION 
AND SALES ACTION... 


%* Letus give you the complete FINGER 
GUARD story—then see the profit 
possibilities for yourself. The bulletin | 
featured is but one of numerous bul- 
letins we have of our complete line. 
Included is a 20-page catalog. You’ll 
want them all. 

FINGER GUARDS give protec- 
tion to fingers and thumbs in burring, 
grinding, buffing, sanding, assembly, 
machine, punch press, and many other 
factory operations. That means you 
have an item that gets you in and 
gets you sales in one factory after the 
other—and you make quantity sales 
as yoti go. 

FINGER GUARDS open doors 
wide for the sale of OLD HICKORY 
STEEL-GRIP Safety Clothing that 
you wilk read all about in our catalog. 
STEEL-GRIP Safety Clothing is well 
designed, comfortable, and durable. 
Every need is amply provided for 
due to our Jong experience in the field. 











There oe more than 4300 items in 
our line of STEEL-GRIP Protective Work 
Handlers and Safeguards. 











602 Garfield Bivd. 
Danville, lil. 
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having stub teeth with 20 deg. pressure 
angle. The driving and driven shafts are 
respectively connected to hubs of gener- 
ated gears each cut on a true central 
segment of a sphere. The teeth of each 
spherical gear meshing in the stub teeth 
of the housing produce a smooth ball 
action contributing to the reduction of 
friction and pressure on shaft bearings, 
if the shafts are out of-alignment. The 
nature of the spherical gear permits mis- 
alignment up to 2-deg. on either shaft, or 
a total of 4-deg.—Barcus Engineering 


*Co., Inc., Baltimore 11.—Mu. Supputes, 


June 1946. 


Linoleum Finish 
Extends Life 


DESIGNED FOR USE in public buildings 
where floor traffic wears down costly 
linoleum, a new coating finish is now 
being marketed. Quickly and easily ap- 
plied and ready to walk on in 40 min- 
utes, the clear ,high-gloss coating gives 
rebirth to colors and seals pores to shut 
out dirt. It helps protect property owners 
against slipping and skidding accidents, 
and may be dusted or damp-mopped, ac- 
cording to the manufacturers.—Lastikpli 
Laboratories, Chicago 1.—Mu1. Supp irs, 
June 1946. 


Lamp Holder 


Fluorescent 


FEATURING A NEW contact design that pro- 
vides perfect, positive contact even under 
conditions of severe shock, a fluorescent 
lamp holder now on the market is said to 
require minimum time for installation, 
and to permit easy wiring into fixtures. 
The body is of durable plastic, and metal 
inserts precision stamped for uniformity. 
Built for long service, the lamp holder 
carries the seal of approval of Under- 
writers’ Laboratories.—Mastercraft Elec- 
tric Co., Newark 5.—Mu.t Suppuies, June 
1946. 























Extra Copper Plus Molybdenum Makes Toncan Iron 





Each year, several billion dollars worth of iron 
and steel products are destroyed by rust. Your 
contribution to this staggering sum can be re- 
duced by making sheet metal parts from Toncan 
Iron—the material that is rust-resistant through- 
out its entire cross-section. 


Toncan Iron is made from highly refined open- 
hearth iron. With this is alloyed twice as much 
copper as found in copper-bearing steel. Molyb- 
denum is added to force the copper to produce 
its maximum protection against rust. That’s why 
Toncan Iron has the highest rust-resistance of 
any ferrous material-in its price class. 


To help you spread the sales- 
building tidings about Toncan 
fron, this advertisement appears 
in the following publications: 
AMERICAN ARTISAN, ARCHI- 
TECTURAL RECORD, ENGINEER- 
ING NEWS-RECORD, IRON AGE, 
SHEET METAL WORKER, STEEL. 





TONCAN 
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Another valuable quality of Toncan Iron is its 
high ductility. Because it’s made from commerci- 
ally pure iron and specially processed for work- 
ing qualities, it is easy to fabricate by any method. 


To give sheet metal products low cost rust- 
resistance, make them from Toncan Iron. To 
secure maximum production, profits and per- 
formance, make sheet metal products from 
Toncan Iron. 


REPUBLIC STEEL CORPORATION 


GENERAL OFFICES © CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, New York 








IRON 














CESSAR 
yp UNNE 
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Send coupon below for free 
copies of valuable book and chart 


Mill Supply Houses are now aware that 
the acute shortage of natural rope fibers 
means that there will be little improve- 
ment in rope supplies for months to 
come. Not all your customers realize it, 
however. Someone has to give them the 
facts. 


Plymouth is taking every possible step to 
make the situation clear to your custom- 
ers. We want them to understand why it 
is impossible under present conditions for 
you to supply them with all the ropes they 
need, and how you can help them in this 
emergency. 


Make full use of these Plymouth customer 


PLYMOUTH 


CORDAGE PRODUCTS 


ROPE « TYING TWINE 
HARVEST TWINF 





LYMOUTH HELPS 


TO TIDE YOUR CUSTOMERS 
THROUGH THE ROPE SHORTAGE 


| 
| 
I 
7 My Jobber’s Name. ...........ccccceeeeees 
l 
[ 
l 
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helps. They will save your time in ex- 
plaining the reasons for the rope short- 
age. They will enable rope users to make 
their present rope last longer. 


Your customers will appreciate this type 
of service. It will help them to meet the 
hardships which the acute rope shortage 
will continue to cause for months to come. 


Clip, sign and mail us today the handy 
coupon below. It will bring you promptly 
a free copy of Plymouth’s useful new book 
“The Rope Shortage and How to Meet 
It”. Likewise, a free copy of Plymouth’s 
wall chart on how to make rope last longer 
will be sent you. 


Plymouth Cordage Co. 
North Plymouth, Mass. 


Kindly mail me your new, free book on the rope 
shortage, and your wall chart on making rope 
last longer. 


Name 
EE Sn bo ts endinn a ees aan kare 


ee ee ee ee ee ee | 


Customers to MODERNIZE NOW 


Recognized as STANDARD EQUIPMENT 
in Up-to-dete Plants from Coast to Coast 





Heavy Duty, Self-Indexing 


BED TURRETS 


Replacement or Conversion units for the 
following makes of Lathes 


DE iva ndsowise Crafteman ........ 
DMRS owvcccecsccse Power Craft ...... 
South Bend ....... Cipuding: ......0-5 
NEW REDUCED PRICE....... $275.00 


Model BT-3 For Most Makes of Large Turret and Engine Lathes 
Heavy Duty, Self-indexing, Hexagon Turret and Pilot Wheel 
Standard Mounting. 


T Bolt or Bolt 
Cirete Mounting 


NEW REDUCED PRICE $650.00 
Double Locking TOOL POST TURRETS 









lates 


Cross Slides, Splash Pans with moter mounting a 
e. 


and other equipment for every make and size of 


Easy Sales on Time Payments 


The greater efficiency of LYNN Equipment means it 
pays for itself and leaves an additional profit. 


Prompt Deliveries—Wire or Write or Phone For Details 
NEW YORK 6 Murray St. | CHICAGO 185 N. Wabash 
Cortiandt 7-6164 Room 


1111, Dearbern 2581 
DETROIT Box 463 N. W. MILWAUKEE 1225 W. Clyboura, 
Station Tyler 5-5413 Broadway 3439 


LYNN MEG. CO. - 222Elroy St., Minneapolis 8 , Minn. 


TB-1 
(5%") 


















With MAGNOLIA-DEFENDER-PYRAMID ..:;:::; 


You Rid Your Customers of Tin Shortage Worries 


hw of this 
metals developed by 
Their performance in the field has proved their ability to rid your customers 

the worry over the shortage of tin-base metals. With this efficient pair, plus 
Magnolia Anti-Friction Metal, you will be equipped to satisfy most every 
bearing-metal need of your customers. 


trio—Defender and Pyramid—are lead-base bearing 
ia metallurgists to “stand-in” for tiri-base Babbitts, 


t 
Here's how: When a bearing metal is needed for 
steady high speeds and uniform loads, recom- 
mend Magnolia Anti-Friction Metal. It boasts the 
lowest coefficient of friction of any known bear- 
ing metal! = : 


For a bearing metal to withstand extremely heavy 
sustained pressure, say “Pyramid Bearing Metal." 
It is extra-hardened and combines strength and 
hardness, high. melting and softening points. 


For a bearing metal which will stand up under 
shock loads without chipping or cracking, you 
can point to Defender Bearing Metal, a new 
malleable iead-base alloy. 


* 





For complete details write for bulletin today. 


MAGNOLIA METAL CO. + 18 W. Jersey St. - ELIZABETH 4, N. J. 


“took For the Wi Flower Brand” 


MM-104 


MAGNOLIA BEARING METALS 
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SALES HELPS 


PIPE THREADS—An eight-page booklet 
containing information on the recently 
set standards for the improvement of pipe 
threads is now available. The new 
threads, known as Dryseal, are described 
and illustrated. The manufacturer states 
that most of his products will use the 
pressure-tight joints from now on, inas- 
much as the automotive industry has 
adopted them as standard. No pipe sealer 
compound is necessary when Dryseal 
threads are used.—Weatherhead Co., 
Cleveland 8. 


GRINDER—A new circular has been 
issued on the Leigh flexible shaft grinder. 
The literature gives details on the speci- 
fications of the machine, and shows where 
it can be used to the greatest advantage. 
Accessories suchas “mounted points, 
spring tension hangers; polishing chucks, 
and other attachments are illustrated and 
described. An insert lists prices for the 
grinder and all accessories—Spring 
Specialty Co., Maywood, Ill. 


WORM HOBS—Upwards of 700 different 
hobs with information on all the neces- 
sary dimensions are described in a new 
12-page catalog recently issued. The 
manufacturer advises that the tools are 
carried in stock. The literature shows 
hobs of single, double, quadruple and 
higher threads, hobs that will usually 
meet any ordinary requirement.—Brad 
Foote Gear Works, Cicero 50. 


CARBIDE TOOLS—A _ six-page catalog 
presenting complete descriptions of Metro 
standard carbide tools and masonry drills 
has been issued. Charts show shank di- 
mensions, tip sizes and order numbers for 
‘both right and left hand tools in six dif- 
ferent styles, together with prices. Tools 

















EVERY MONTH DURING (946 | 


—— 














Hard Hitting 
Sales Messages 
like these. . 


.. Selling DAYTON Y-Belts 


Dayton V-Belt advertising is on the job con- 
tinuously, day after day, helping Dayton V-Belt 
Distributors sell more Dayton V-Belts. During 
1946 over 150 pages of advertising in leading 
industrial publications, reaching into every 
industrial market, will tell plant executives 
and maintenance men why Dayton V-Belts can 
help to increase the efficiencies, reduce the 
costs of their power transmission drives. 
Because such vigorous advertising and sales 


THE WORLD'S LARGEST 





THE MARK OF TECHNICAL EXCELLENCE IN NATURAL AND SYNTHETIC RUBBER 


MANUFACTURER OF 
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for you! 






promotion support is specifically planned to 
direct industrial V-Belt buyers to your place 
of business, it will pay you to learn ALL the 
details of the Dayton advertising-sales pro- 
motion program. Write today to find out how 
you, too, can increase your power transmission 
equipment sales by becoming a Dayton 
Distributor. 


THE DAYTON RUBBER MANUFACTURING COMPANY 
DAYTON 1, OHIO 





V-BELTS 











Oo “Sa 
o™, Se Speed. ooein Operation 
SZ, Speed... in Sales 


with GLOBE ENDLESS WOVEN BELTS 






These no-lap, no-joint Globe Endless Belts are made 
"specially for high speed tools such as grinders, drill 
presses and wood-working machines. Because of the 
endless woven construction, there is no vibration. And 
Globe’s special treatment does away with slippage, too. 


That means speed in sales, for users want Globe Endless 
Belts . . . and they know how efficient and satisfactory 


they are! 


But don’t forget the rest of the quality Globe Line of 
Woven Belting and Webbing for almost every need in 
industry. Write right now for full details. 


GLOBE WOVEN BELTING CO. 


1400 CLINTON STREET 
BUFFALO 6, N. Y. 























“DIE-LESS” 
DUPLICATING 


is a widely used modern industrial production tech- 
nique of great versatility. It was made possible by 
the adaptability and ease of operation of DI-ACRO 
Shears, Brakes, Benders,—precision machines which 
make parts just as accurately as dies to a tolerance 
of .001” in all duplicated work. 


The merit of the DI-ACRO System of METAL 
DUPLICATING WITHOUT DIES plus our 
consistent advertising to industrial plants has created 
a constantly broadening market 
and a remarkable interest in “DIE- 
LESS DUPLICATING”. Send 


for catalog and complete dealer 


312 EIGHTH AVE. $0. - MINNEAPOLIS 15, MINE. 

















2 























Write fer Catalog 


Prorounced 
**DIE-ACK-RO"* 
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for three common types of turret lathes, 
commonly called box tools, are listed, as 
are masonry drills.—Metro Tool & Gage 
Co., Chicago 30. 


INDUSTRIAL CLOTHING—A new ten- 
page catalog section on a complete line 
of industrial protective clothing is now 
available upon request. In the line are 
heavy duty models for firemen, policemen, 
and workers in the construction, agricul- 
tuff], transportation and chemical fields. 
New additions to the line include a vinyl- 
resin industrial coat that cannot be 
stained by oil and grease, and an apron 
coated with Ameripol which is proof 
against practically every acid and solvent 
used commercially.—B. F. Goodrich Co., 
Akron. 


MILLING MACHINE—A four-page bro- 
chure has been devoted to a description 
of the new Armor Mill, a bench model 
milling machine. The literature tells 
how a new principle was adopted in the 
machine’s construction, resulting in a 
reduced size bench type with feature 
found previously only in large millers. 
The machine uses a 4% h.p. to 1 hp. 
motor.—Aircraft Machinery Corp., Bur- 
bank, Calif. 


TOOLS—Tools described by the manufac- 
turer as being those most interesting to 
distributor salesmen are illustrated and 
listed in a new 20-page catalog issued by 
Bonney Forge. Slotted and perforated 
for enclosure in a master catalog, the 
book lists many tools used in automotive, 
aircraft, industrial and farm equipment 
maintenance.—Bonney Forge & Tool 
W orks, Allentown, Pa. 


CHUCKS—A bulletin describing a new 
line of light duty threaded chucks has 
been published by the manufacturer. The 
literature lists the selling points at- 
tributed to the unit, one made to screw 
directly on to the spindle of any of sev- 
eral popular lathes. Two styles are pic- 
tured and described, and a chart shows 
specifications and _prices.—Westcott 


Chuck Co., Oneida, N. Y. 


GAGES —A new 16-page catalog just re- 
leased by Helicoid is said to be the first 
complete technical catalog ever written 
on pressure gages. Cutaway photographs 
and line drawings show the complete line, 
how they work, what goes into them, how 


(Continued on page 270) 








Note the natural troughing of this 
coal conveyor belt fastened with 
Flexco HD Fasteners. These fasteners 
stand up under the heaviest service 
conditions. 


Tue war years showed in a very striking way how important 
the Industrial Distributor is to American Industry. There were 
innumerable instances where Supply Houses came to the rescue 
to keep important production machines operating. 


The Flexible Steel Lacing Co. has always believed in, and sup- its ciastid tee ik eatin we tetas bake 


ported, Supply House Distribution and because of this long and with Alligator Stee! Belt Lacing. Just use a ham- 
friendly association, the service rendered to Industry on belt mer and 


ave the belt back in service in a jiffy. 
: Made in 12 sizes in steel, Monel, and Everdur 
fasteners has gone a long way toward helping to keep the wheels and in continuous lengths up to 120”. 


turning. 
Here are the fasteners your Supply House can furnish for 
conveyor belts, flat transmission belts and V-belts— 


@ Fiexco HD Belt Fasteners for making “water-tight” butt joints in con- 

veyor belts from 4%” to 114” thick and of any width. These fasteners 
together with Flexco HD Rip Plates are also used to repair rips and to 
put in patches. Complete details in Bulletin F-100. 


@ Alligator Stee! Belt Lacing has for more than 30 years been the most 
universally used steel belt lacing in the world. Makes smooth, flexible 
joints in leather, rubber, balata, stitched canvas or solid woven belts up 
to 4%” thick and as wide as they come. Ask for Bulletin A-60. 


@ Alligator V-Belt Fasteners are used to fasten B, C, and D open-end 
V-belting of cross-woven fabric-core construction now being made by 
most belting manufacturers. Details in Bulletin V-205. 


@ Flex V Fasteners are also available for light duty A and B V-belt drives 
as described in Bulletin V-14, Here is a typical application of Alligator V-belt 


Handled by Supply Houses Everywhere Fasteners where the use of endless V-belts would 


requite dismantling the machinery to put the 
FLEXIBLE STEEL LACING CO., 4633 Lexington St., Chicago 44 belts on the sheaves. 


ALLIGATOR, /FLEXCO) HD 
STEEL BELT LACING 


—— ——— 
BELT FASTENERS 
AND V-BELT FASTENERS FOR CONVEYOR BELTS 
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DIETZ 
INTERNS: 


Now Under Way 










Please accept our gratitude for 
your patient cooperation during 
the days of war needs and con- 
sumer scarcity. We are getting 
under way for normal production. 





Now Terne Finished in 
Coated Steel DIETZ ) Gray Enamel 








- ‘R.E. DIETZ COMPANY 
Lama NEW YORK 6 


OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY 














Buy Willey’s a Tools by 
the bx from Mill Supply 
Houses. 


WILLEY’S CARBIDE TOOL 
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GENERAL PURPOSE 


, 
\LLEY © TUNGSTEN CARBIDE TOOLS 





WILLEY’S MASONRY DRILLS 


Needed | every maintenance man, Drill concrete, brick, slate, 
. asphalt, carbon, asbestos, plaster, wall board 
twice as fast. Quiet, efficient, y~ sharp 
with an 
YES tem 3/00" te 3" Gameters. Ger 
@ set from your supply house today. 


MILL SUPPLY HOUSES 


Sume territories still open for Willeys standard and special cuttin 
tols drills, reamers, grinders, and diamond tools. Write for ful 
information and new Catalog.No, 28, and special circular covering 
tools by the package. 


/ 


CoO. 


A« 4 
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We are talking about your customers. They 
are "loaded" with sales possibilities! Thous- 
ands of plants throughout the country use 
American Long-Lyfe Nozzles for all types of 
air-blasting and cleaning jobs. Here is a 
steady, profitable market for the salesmen who 
handle the American Line of Nozzles! 


MAKE your customers aware of the ad- 
vantages of American Long-Lyfe Nozzles . . 
TALK about their dependabie service and 
slow-wearing qualities . .. TELL how they save 
valuaule time and money . .. SHOW how the 
American Nozzles are designed to do a thor- 
ough cleaning job... CONVINCE them, and 
then TAKE their orders. 


Once you've pulled the trigger on that sales 
gun the rest is easy! You'll keep your order 
pad busy writing up new business and taking 
care of your steady, satisfied users of Ameri- 
can Nozzles. 


AMERICAN-NORBIDE 


The ines nozzie of he 


Rinoria can Line. Guaranteed 


AMERICAN V-METAL 


For 25¢ here is 
ill serve long and 


a norre 


] It is made of hea 
tted abrasion-resisting 


alloy steel 





FOUNDRY EQUIPMENT CO. 
700 S. BYRKIT ST. MISHAWAKA, IND. 


NOZZLES 









































imple enough with a 
WILLIAMS "SUPERRENCH’”’ 


Those difficult and exacting jobs, impossible with ordinary 
wrenches, usually are simple enough with “Superrenches”. Williams 
“Superrenches” have a ferret-like ability to slip into nooks and 
crannies and swing buried nuts or make delicate adjustments. 
Their positive, slip-proof grip reduces hazards to workman and 
fine equipment alike. Available in a wide range of sizes and 
patterns ... sold by leading Industrial Distributors everywhere. 


J. H. WILLIAMS & CO., BUFFALO 7, NEW YORK 
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DASCO Tools are made of the finest steel obtainable. 
Electrically tempered — and Diamond Point Tested 
for hardness. DASCO Tools are beautifully fn- 


DAMASCUS STEEL PRODUCTS CORP. 
: ROCKFORD, ILLINOIS 


Lr 
TESTED 











4 


Fast Accurate Measurements 


with the NEW 
* 


AMIC 





QUICK ACTION 
VERNIER 
CALIPER 


THE PERFECT TOOL for machine shop, garage, 
repair shop, aircraft-maintenance, etc. 


toolsteel; packed in a sturdy leather case 
takingly 
is a quality tool without a rival. 
Graduations 
ing on Vernier 1/128" or 1/1000" and 1/10 mm. 
Also, AMIC Precision Vernier Cali . Height Gages, Depth 
Pocket Calipers, Comparators, 
Write for FREE Booklet F and price list or telephone 


PEansylvania 6-0687 
* Registered Trade Mark 





Hosibecestecnsbecnetenveleneeleceeteveetessatorsetonsbeceeteceedeoceteccelessetecsstecstecsteens 
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A flick of the thumb and you've got your external and internal dimen- 
sions. Knife-edged jaws provide exact thread measurements. A depth 
speedy depth measurements. Made of stainless steel or 

. Scientifically engineered. pains- 
machined and American made, the AMIC Quick Action Caliper 


in English—1/32" or 1/40"; in Metric—tfull mm. Read- 


Gages, 
ision Graduated Metal Scales. 


= 





"bin Sho Ce is A cAI GRO a ce a het ned alco’ kl et Medi 








they are put together and the reason why 
they are so accurate. The literature de- 
scribes the new adjusting mechanism 
which makes possible the recalibration 
of the gage.—Helicoid Gage division, 
American Chain & Cable Co., Inc., 
Bridgeport 2. 


BELTINGS—A new catalog on textile . 
beltings, webbings and industrial rub- 
ber preducts has been released. The 
literature discusses the value of the 
products, illustrates the various stages of 
their manufacture, and then goes into 
detail on their types and the performance 
to be expected of them. Prices and lists 
of dimensions are shown.—Buffalo Weav- 
ing & Belting Co., Buffalo 7. 


ABRASIVES—A new catalog has been 
issued covering the finishing of metal, 
plastics, wood and other materials. It 
demonstrates in text and by illustrations, 
a wide variety of industrial applications 
of rubber cushioned abrasives. Data listed 
includes techniques, abrasive textures, 
machine speeds, and _ specifications.— 


| Brightboy Industrial division, Weldon 


Roberts Rubber Co., Newark 7. 


BENCHES AND HORSES—A new bulletin 
has been issued on welding and work 
benches and welding and work horses. 
The benches, described as heavy duty all 
steel, are manufactured in several lengths. 
The horses, also of steel, come in four 
styles. The manufacturer asserts that his 
products are especially designed for use 
in welding operations.—Massey Machine 
Co., Watertown, N. Y. 


SWITCHES—The manufacturer has _ is- 
sued two booklets on manually, or foot 
operated switches and master switches. 
The first describes and illustrates five 
types of foot switches, gives their elec- 
trical ratings and details their perform- 
ances. The second describes a variety of 
lever, push button and rotary switches. 
Ordering instructions and prices are 
listed.—General Control Co., Boston 34. 


END MILLS—A detailed and profusely 
illustrated folder on standard carbide 
tipped solid end mills has been pub- 
lished by Super Tool. The contents of 
the folder are so set up that those inex- 
perienced in the selection of the correct 
carbide tipped end mill may easily iden- 
tify the proper tool. Included is a chart 











THREADWELL MAKES IT EASIER TO GET YOUR CUSTOMERS TO 





Here's Why Threadwell COLD-TEMPER ° 
Taps are easier to sell 


® “j-dot-ification”—a color doi on the shank (red dot 
for hi ipn speed cut thread white for commercial 
ground, blue for precision ground). 


@ the “tap-capsule”—each ground thread a in its 
individual transparent plastic tube for easy handling 
and quick selection without unwrapping. 


° — rust-proofing — never messy or sticky to 
andle. 





THREADWELL KEYWAY CUTTERS 


ete the, fastest, simplest method of cutting 
eyways to standard width and any desired 
depth in gears, cutters, pulley hubs, couplings, 
etc. 


Page sets are prov- 
g tremendously popu- 
ro Every weed needs 
one or more. Here's a 
grand opportunity for 
new volume and profit. 
Write for descriptive 
Bulletin. 


° 

















THREAD WELL TAP AND DIE COMPANY - 


CALIFORNIA OFFICE, THREADWELL TAP & DIE CO. OF CALIF., 1322 SANTA FE AVE. LOS ANGELES 21 


Sigu ou the vottED Line 


superior performance—cold-tempering at 120° below 
zero makes them stronger yet less brittle, assures 
better threads and more of dom per tap, on plastics 
and abrasive materials as well as on steels, cast iron 
and alloys. 


The Threadwell policy of personal attention to your 
orders at the factory means better service to your 
customers. Threadwell advertising directs tap users 
to the Threadwell distributor, is on the job every 
month of the year, building profitable orders for you. 


Treadwell 


TAPS, Too DT STING TION” 





GREENFIELD, MASSACHUSETTS, U.S. A. 
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Theres 2 pump 
worth waiting for 


Wy 


VIKING ROTARY PUMPS 


“I know I will have to wait to get my Viking 
Rotary Pump, but I've used Vikings for many 
years and I know they really deliver the goods.” 


To the man who has been waiting for a Viking 
we say: They are coming faster and faster. 
Work on the tremendous backlog of orders is 
going on, day and night. The situation is improv- 
ing. And please remember, everything is being 
done to deliver your pumps just as fast as 
possible. 

In the meantime, ask for free bulletin 46-SMM. 
It gives you the latest information on Viking 
Rotary Pumps. 








COMPANY 


CEDAR FALLS IOWA 





Speediwnt Way te 
LOCATE >, ae 


MASTER OPTICAL 
CENTER@LOCATOR ~ 


Your customers will be asking about the 
new Center-Locator that saves time and 
makes a drill press do the work of a jig 
boring machine. Holes are drilled and oe mere Economically 
spaced to within .001" . . . round holes Safely 
drilled in the material . . . holes counter 
bored with an ordinary drill . . . no drill nith st Alek Oe Shin Odealiontn 40 
run-outs. Enthusiastic machinists claim it sacl or unveel wire, cublle, or sepe 

is the simplest, speediest, most positive and does an easier, better job in 
and accurate method of locating centers every way. 

and drilling holes yet devised. HOW In two sizes... 2000 Ibs. capac- 
TO OPERATE: Simply lay out work with ee or pia 
height gauge, locate center through the Send fer ieuetee sanitibih 
powerful magnifier — then replace magni- y 
fier with any of the 16 drill bushings fur- TN, RR, 
nished. Ask for literature. 


Advertised in Leading Trade Journals 


MASTER SPECIALTY COMPANY 
3008 E. Lake St. © ensapels 6, ihe. | 


Saves time and money in the plant, 
warehouse or on the job. 
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that contains information to guide the 
user in selecting the tools and, in ad- 
dition, shows the proper speeds and feeds. 
—Super Tool Co.; Detroit. 


JACKS—Lever, screw and hydraulic 
jacks are treated in a new 64-page catalog 
just issued. Hundreds of jacks in con- 
ventional and special types, in sizes from 
3- to 100-ton capacity, are pictured and 
described in the pocket-size book, with 
specifications, dimensions, weights, 
capacities, etc. Included are a number of 
items that were not produced during the 
war.—-Templeton, Kenly & Co., Chi- 
cago 44, 


AIR FOAM—A booklet describing the 
newer mechanical or air foam for fire 
fighting has been released. The foam, un- 
like that used for years, is formed with- 
out chemical reaction. The literature tells 
how air foam is produced either by 
portable playpipes or stationary foam 
makers. The advantages of the new sys- 
tem are outlined.—Pyrene Mig. Co., 
Newark 8. 


TAP EXTRACTORS-A new descriptive 
folder covering its complete line of tap 
extractors has been issued by Walton. 
Among the tools listed are ten new ex- 
tractors designed especially for the easy 
removal of broken pipe-treading taps. 
Also listed are the production sets pack- 
aged in metal boxes and containing six 
assortments of tap extractors.—Walton 


Co., Hartford 3. 


TOOL STEELS—An eight-page on cast- 
to-shape tool steels, water hardened and 
stainless steels is now available. It de- 
scribes the applications and patterns, the 
types of steel used in various forms, and 
the annealing, hardening and tempering 
given the steels used. Charts list Rockwell 
and Brinell hardnesses, and temperature 
conversion figures.—Jessop Steel Co., 
Washington, Pa. 


LOCK WASHERS-—Spring lock washers, 
snap rings, cold drawn steels of the Re- 
liance division, and many other products 
of Eaton are listed in e 20-page pocket 
booklet issued recently. The literature 
illustrates and describes products the 
manufacturer is now making, and those 
planned for the future—Eaton Mfg. Co., 
Cleveland 10. 
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Hobs are used for cutting various types of gears, such as 
spur, spiral, worm, and involute gears, and spline shafts, 
and for a number of similar applications, where large 
quantities are to be produced. Single type Gear Cutters are 


used for small quantity short run jobs where the expense 
of hobs are not warranted. 


NATIONAL makes a complete line of gear cutters and hobs, 
for every application. All are of the same high standard 
that has made NATIONAL tools the National choice. 


i ~] 
EVIUOENG 


TIWIST DRILL AND TOOL COMPANY 


ROCHESTER, MICH., U.S.A 
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ALWAYS 
A DEMAND FOR 


Sie fii 
CAPITA L | QUREwII 


INDUSTRIAL PRODUCTION BOOSTERS 
BRUSHES and BROOMS KEYLESS DRILL CHUCKS 








for , Elimination of key speeds 
© facteries Always Wanted - up drilling, cinta Pesce 
. wenthonees @ The list shown represents countless selling oppor- makes chucks —_ for 
: tunities for CAPITAL Industrial Brushes and Brooms. eves epearens, SS eee 
© vefrects We offer a line complete in all respects so that your 8 en ‘ality prea rs 
° a, customers can get just the right brush or broom for a aaites Bb long, 
© pecking houses given job. They outlive and outperform and need hard service. 5 sizes for No. 
© fisheries fewer replacements than most maintenance equipment. 0 to ¥%" drills. Also avail- 
© dairies CAPITAL Maintenance Equipment has been paying ablé for portable drills. 

< fhenice! plests Distributors well for many years—join this satisfied For full details 

© merine use group—get all particulars today. ask for BULLETIN No. 6 








TAP CHUCKS 


Grip is visible, assuring 
proper insertion of taps 
every time, 5 sizes, for No. 
0 to |" taps. ¢ 

For full details 
ask for BULLETIN No. 6 


INDIANAPOLIS 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. 





























TAPPING ATTACHMENTS 


Make a high-speed, sensi- 
tive tapper of any drill 
press. Quickly mounted 
wishout altering press. 7 
sizes for No. 0 to |" taps. 
QUILL CLAMPS available 
to assure absolute rigidity. 
For full details 
ask for BULLETIN No. 2 





FOOT-OPERATED 
TAPPING MACHINE 


Has hair-trigger sensi- 
tive central friction 
clutch, automatic re- 
verse and sensitively 
counterbalanced foot 
pedal. All the operator 
has to do is feed the 
work and step on the 
pedal. Unskilled opera- 
tors can maintain pro- 
duction rates up to 
12,000 holes per hour. 


For full details 
-ask for BULLETIN No. 4 


WRITE FOR BULLETINS AND 
2182 DETAILS OF DEALER SET-UP 


LAMINATED SHIM COMPAN ETTCO TOOL CO. 


. 600 Johnson Ave:, Brooklyn 6,N.Y 
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unse 
by 
Users 


catalog 


Such statements spell more sales for you—they are written by your 
customers. 


Users realize that the name “AMERICAN SWISS” stands for precision- 
made files, guaranteed to be accurate in size and cut, dnd uniform in 
hardness throughout. 


And—more than 3000 shapes, cuts and sizes of “AMERICAN SWISS” 
Swiss-Pattern Files assure your customers of the right file for any job. 
















Nationally advertised in the industrial magazines most read by Swiss- 
Pattern file users, “AMERICAN SWISS” Files are constantly kept “up 
front” to ease your selling job—to help you get more customers, repeat 
sales, increased profits. 


AMERICAN SWISS FILE AND TOOL COMPANY 
410-416 Trumbull Street Elizabeth 1, N. J. 


CmericanSiiss ws 


WISS PATTERN FILES. 
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Delegates Caught by 


huestion 


im pe 
Be J. C. Henrickson (International Chain & Mfg. Co.); 0. C. Cagle and Harry 
carried t is headif neg Vavhat is | J. Seaman (Bonney Forge & Tool Works, and Harry Appleton (Murta- 
1 MP2 WF Appleton & Co., Philadelphia). 


One ota : 4 recent { ments 


Lo man can a at Mr. and Mrs. D. W. 
\ : Huff (The Thomas 
d up Me tpns, and is 4 Laughlin Co.) and 


et 
>with any : — Bert McDonough 


' Thomas Laugh- 
Their new - oo vi . 


* 
design, Anti-frig ion bearings 
throughoy , and wl parts, includ- 





ing the 1 putomiific load brake 
operating i n grégse in a sealed 
housing, 'Wccou " for the easy 
lifting W 4 
y R. C. Barkley, Jr., 
y) ) (Cameron & Bark- 
Then, me ign can lift, carry, ley Co., Charies- 
ton); D. A. Ahi- 
strand (Graton & 
Their amaziay Bight weight comes | Knight Co.), and 
J. H. Bobbitt (The 
Textile Mill Supply 
new alloys. Co., Greenville, S. 
C.). 


and hang ye Athe largest size. 
from the use of stampings and 


Their light weight, easy opera- 
tion, and the mechanical superi- 
orities built into “Budgit’ Chain 
Blocks are outstanding selling 
points. You'll find more of them 
in Bulletin 367. 


If you need additional copies of 
Bulletin Ne. 367, write for them. 


‘BUDGIT™ 
Chain Blocks 


H. Campbell Stuckeman, George E, Rockwell, Robert P. Melius and J. W 
Tul (all of Delta Mfg. Co.), and Robert S. Mars (W. P. & R. S. Mars Co., 
Duluth). 
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the Camera 





OF EXTRA BUSINESS PRODUCED 
BY FLOOD OF INQUIRIES FOR 


RUST-OLEUM 


the Modern, Positive Rust Preventive 


A. D. Metzgar and C. A. Macan Requests for facts are pouring in—many 
(Bonney Forge & Tool Works). from your own territory. Industrial buyers are 
keenly alert to the greater need for rust pro- 
tection. Give your men this fast-selling item. “Fame diteetly Over rust. No 
Factories, contractors, public works and jsaulred «.. Just brush torent? 
utilities need it urgently. RUST-OLEUM offers © Penetrates ruses and dirt, 
a selective dealer policy. Discounts are attrac- pranecll@—spreads an unbroken 
tive—better than on the average industrial © Easy to Pen 7 surface. 
item. RUST-OLEUM is a real premium-profit colors Ime nga, fell een 
line. For faster turnover and bigger profits sell ® Covers up to tes. ‘the idea 


rd 
RUST-OLEUM. Write today for full details. oreinary paint. 











Poe eae 


Evanston, Illinois 


an eR A oe Sg 








A. R. Nicholas (Kester Machinery 
Co., Winston-Salem, N. C.) and 
Roy V. Burton (Browning Mfg. 
Co.). 


“PIONEER” 
STEEL SHAFT HANGERS 


MILLIONS SOLD 


4 the weight 
H. J. Ferguson and H. J. Fergu- Unbreakable 
ST Reduces millwrighting costs! 


Co.). 
“Pioneer” Steel Shaft Hangers built for superior 
strength, rigidity and wunbreakability, nevertheless 
weigh but one-third of the old-style cast iron hangers 
size for size. And because of this lightness in weight, 
expenses of handling, hauling and millwrighting are so 
oor reduced that the “Pioneer”, which costs no 
more than any other type hanger, is decidedly the least 
expensive f.0.b. ceiling. Write today for information 
on the money-saving possibilities of “Pioneer” Steel 
Shaft Hangers. 


“Unbrako" -and “Hallowell” products 
are sold entirely through distributors. 
er 43 Years in Business 


STANDARD PRESSED STEEL CO. 


JENKINTOWN, PA. BOX 519 
Jim Good, Charlies Murphy, Jack —BRANCHES — 
Perkins and Jack McCam ali of Boston - Chicago - Detroit - Indianapolis - San Francisco - $¢. Louis 


(J. H. Williams @ Co.). ——————_—_— anaes siteniiailit 
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With the Convention 


J. H. Hossfield (Du- 

commun Metals & 

. ss ' Supply Co., Los An- 

MACHINE SCREW ) . Ree goles); C. H. Pear- 


son (Yale & Towne 


201) a poe 


Gibb (Yale @ 


ANCHORS |} “Secko™ A 


Fred Pulver (Pul- 
ver Machinists Sup- 
ply Co., Chicago) ; 
H. P. Jenson (Cleve- 
land Twist Drill & 
Tool Co.); Harry 
Pulver and Joseph 
Berg (Pulver Ma- 
chinists Supply). 


W. L. Poynter, H. 
G. Smith, G. A. Un- 
derwood, Charles 
W. Naylor all of 
(Black @& Decker 
Mfg. Co.). 


| Although manufac- 
turers held most of 
the parties, Mau- 
Sherwood Supply 
Co., Cleveland 
turned the tables 
and became a host 
too. Here are: Wil- 
liam Purtell (Holo- 
Krome Screw 
Corp.); Howard 
Williams and Pot- 
ter Shaw (Mau- 
Sherwood). 
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Cameramen 


E. S. McGonegal (The McGonegal 
Mfg. Co.) and Joe Hazely (Jacobs 
Mfg. Co. 


Cliff Cecil (Joseph F. Gleason & 
Co., New York) and H. A. Yarnall 
(Gem Mfg. Co.). we we at 

Catalog 46 is the seventh consecutive Donnelley-compiled 
catalog issued by this well-known mid-western distributor. 


= 


MANY-SIDED SALES AID 


A Carefully Compiled 
New General Catalog Will-— 


Mr. and Mrs. Z. B. Hampton (Fair- 
mont Supply Co., Fairmont, W. 
Va.). Strengthen and reinforce your salesmen 


Display your present-day products effectively 


Train personnel, including returning Gis 
Help meet postwar competitive conditions 


% The Donnelley compiling service brings you the re- 
sults of forty years of specialized experience in building 
catalogs for many leading distributors from coast to 


coast. 


nove oicaon (w. 0. atten wt | R. R. Donnelley & Sons Company 


Co., Chicago) and J. E. Good (J. 
H. Williams Co.). 350 EAST TWENTY-SECOND STREET, CHICAGO 16 
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In Focus at Atlantic 


FOR MARKING 
we bags gellar ae Mr. and Mrs. Frank Campbell (Delta File Works), entertained at a party. 
Represented in this group are the wives and husbands of the Peden Iron 
& Steel Co., Houston; Harry J. Ferguson Co.; Keystone Lubricating Co., 
and Fayette R. Piumb Co. 


G. E. Willey (Wav- 
erly Petroleum 
Products Co.); 
Franklyn P. Clark 
(Upson - Walton 
Co.), and William 
Vv. Grier (Waverly 
Petroleum). 


For motals' up to 800°, Meta! 
Mark retains its mark clearly 
alter metal cools. Developed 
especially for foundries, mills 
and factories. 


AMERICAN MARKERS 


The product of 111 years of crayon 
manufacturing “know how”. 
Send for FREE Industrial Crayon 
Guide. showing our complete line 
of markers to serve every need of 

industry today. 

Dept. ML-10 
John Williams (Mau-Sherwood Supply Co., Cleveland); Chester F. Ford 
(The Congdon & Carpenter Co., Providence); George W. Marshall, Jr., 
and Jack E. Cole (Raybestos-Manhattan, Inc.). 
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~ ‘ 
Jack Shields (Standard Pressed | fl ¢ f 
Steel Co.) and J. A. Wertis, MILL ; 
= Strand Flexible Shaft Machines have answered the call for 
portable, rotary power with efficiently designed, solidly con- 
structed flexible shaft machines that insure constant speeds with 
dependability and greater operator convenience. 

If your job calls for grinding, polishing, buffing, sanding, drill- 
ing, reaming, screw-driving or nut-setting—especially in out-of- 
the-way places, a Strand machine will do it faster, better, and 
stand up to it longer. Hundreds of attachments can be easily 
interchanged. 125 types and sizes. Models include vertical and 
horizontal type machines from % to 3 H.P. Distributors in all 
principal cities. 


Send today for 112 page catalog showing complete line. Type MS 


Strand N. A. SoeaAN D g CQ. 


Sr aemuracureet tun) 2014 NO. WOLCOTT AVE. CHICAGO 40, ILI 


Mr. and Mrs. |. W. Lemaux, Jr., 
(Indianapolis Brush & Broom 
Mfg. Co.). 


H. Goldburg (Parker-Kalon Corp.) 
and Vance Boyd (Boyd Supply 
Co., Philadelphia). 


H. E. Rein (Casanave Supply Co., 
Philadelphia.) 
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“AIR KING”’ 


Quick-Actiag, Universal Type 


HOSE COUPLING 
With Auxiliary Locking 
Arrangement 


tftp 


Hose End Sizes: %”, 2”, 56”. 3%”, 1”. 
Recommended for its efficiency and 
safety for indoor and outdoor service. 
Malleable iron, cadmium plated, or 
brass. Locking heads all one size, re- 
gardless of hose or I.P. size, permitting 
coupling of any two s‘zes of hose, or 
hose to p'pe, w'thout adapters, bush- 


ings, etc. 



































wy k a 
io 
: = ¢; %”, 
¥, at a”, " 
PATENTED LOCKING ARRANGEMENT 
For services of a hazardous nature or 
those involving excessive vibration. 


Coupling quae eyed come apart un- 
til lly 


“DIX-LOCK” 


Quick-Acting 
AIR HOSE COUPLING 





WITH RENEWABLE SLEEVE AND SPRING 
Streamlined design—no projecting parts. 
Snap-lock action—quarter-turn against 
spring tension. Reverse quarter turn to 
unlock. Light weight, yet strong and 
durable. Hose ends; male and female 


LP.T. ends. Steel, cadmium. plated, or 
bronze. ; 


SOLD IN ACCORDANCE WITH OUR 
ESTABLISHED DISTRIBUTOR POLICY. 





FLUXES 


These Items SELL 


@aAl payee flux in 


soders all's metals but 

aluminum. . . 

quick bits and holas 
- non a 

packed in metal or 

glass container. 

——— Formula 

for all 





L a 
SODERING for Stainless Steel SODERING 
SALT and Aluminum.® LIQUID 














<@ Standard Formuta 
. « « fast worki 
corrosion free, 

form of flux ... ad- 
heres to surface whiie 


you or... . mm 
soder self fluxing. 
Underwriter Ap- 
Droved. 


Cleans and brightens 
sodering copper .. . 
outlives fibrous lumps 
does not crumble SOLID 
SODERING or corrode metal work SAL 
PASTE or tools on the job. AMMONIAC 
e Free Technical Service and Metal Charts 
which show melting point of all Soders. 
Send for complete information on the 
ALLEN line. 


LB. ALLEN CO. Inc. 


6731 BRYN. MAWR AYE. 
CHICAGO 31, ILL. 














All through the Night 


wherever they need Light! 


AIR PILOT 


LANTERN 


: RED 
On Coniiroltion Jobs GLOBE 


> Y 


EMBURY MFG. CO., WARSAW, N. ¥ 
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WELDS, 
BRAZES, 
SOLDERS 


A COMPLETE, practical port- 
able welder built into a 
strong, shock-proof carrying case, 
ready to carry right to the work— 
not the work to the welder! 


Plant maintenance men and me- 
chanics use it for both electric 
flame and metallic arc welding, 
light and heavy brazing and sol- 
dering—any metal—iron, steel, 
bronze, brass, aluminum, etc. 


Kit includes heavy-duty trans- 
former, dual-use eras hold- 
ers, polarized outlet plug, metal- 
lic rods and fluxes, welding hel- 
met, Instruction Manual. Plugs 
in on any standard 110-V., 60- 
cycle AC outlet, anywhere. "Uses 
very little current. Permits work- 
ing in close quarters. Saves time, 
money, inconvenience. 


Many Prospects in Your 
Territory 


The Magic Wand Welder is priced 
for quick sales and sells itself. Backed 
by unconditional factory guarantee, 
based on performance of thousands 
of units now in use. Sold through 
distributors. Write for full informa- 
tion, discounts, open territory, adver- 
tising aids, etc. Address inquiries to 


JOHN H. GRAHAM & CO., Inc. 







General Seles Agent 
Dept. L, 105 Duane St., 
New York 8, N. Y 


COMPLETE 


MADE BY PATENT SPECIALT 



































At the Convention 


Bey ee 
%R : + SeELRS 


F. J. Hill (Greene, Tweed & Co.) 
and Leonard Dietz (Wolf-Parker 
Co., Aurora, Ill.). 





C. G. Vanderwier (Lakeshore Ma- 
chinery & Supply Co., Muskegon) ; 
J. O. Glenn (Worthington Pump 
& Machinery Corp.), and A. G. 
Anderson (Lakeshore Machinery). 





V. A. Tozzi, A. F. Haberl, E. L. 
Niederioh (Gray Co., Inc.) and 
A. M. Morris, MILL SUPPLIES. 





R. H. Laird (Dayton Rubber Co.); 
J. Paul Hively (Lowry Electric 
Co., Williamsport, Pa.), and C. S&S. 
McElyea (William H. Taylor Co., 
Allentown, Pa.). 








| THE RIGHT TOOTH FOR 
THE JOB 


OHLEN-BISHOP Circular 
STYLE ''B'* COMBINATION Saws offer a complete selec- 
tion of tooth styles for every 
cutting operation. Three of 
the most popular are shown. 
Many others available in 
STYLE "C-6" RIP hollow ground and flat 
ground styles. 




















Be sure your stock is com- 
plete to meet every demand. 




















XY 





























ADD UP THE VALUES — 


SEE. WHT 


JUSTRITE 
LEADS 






Justrite Safety Gasoline Cans Are 
Best “Sellers” Because They're Best | 


Constantly mounting sales of Justrite Safety Gasoline 
Cans provide ample proof that they’re the completely 
satisfactory container for the handling and storing of 
flammable liquids. Justrite Safety Cans are sturdily 
made of heavily-coated 24-gauge steel, double seamed 
and soldered, with a baked-on, high-gloss red enamel 
finish. Non-spill pouring lip; spout cap controlled by a 
strong, non-rusting spring, closes automatically. 


Wide Range of Sizes 


Justrite Safety Gasoline Cans are available in 7 sizes 
from 1 pt. to 5 gal. Larger sizes have Justrite’s exclus- 
ive ‘‘swinging” handle. Smaller sizes have trigger 
handle. Add up all the Justrite values and add to your 
profits by stocking these fine Safety Cans! 





Write today for the name of your nearest Justrite '’ Distributor” 


JUSTRITE MANUFACTURING COMPANY 


2063 N. Southport Ave., Dept. A-1, Chicago 14, Ill 


¥ 
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All the best features of ony Belt Lacing 


In sales and performance feotures, Safety Belt 





Locing offers the most 





Only Safety Belt Hooks hove the patented binder 





bars that rigidly hold hook alignment and lap 
over belt ends to prevent fraying—is suitable for 


all types of belting 


Safety Belt Lacing can be applied with any stand 
ard focer, a lacing machine—and by using the 
inexpensive Safety Tu-Way Lacer, can also be 
opplied with a hammer-—is suitable for all belt 


lacing markets 


SAFETY BELT-LACER CO. — ta: the niversoi, oii-purpese, all 


market, superior belt laciag, recom 
mend Safety Belt Hooks for volume a 
sales and profit iy 


53 N.-MENARD AVE CHICAGO 30, U.S.A 




















Show Food Processors Amazing 
PlasT ex Belting and Increase Sales 


This new PlasTex long life belting is impervious to oils, greases, acids, 
akalis and moisture — and is easy to keep clean. 

Although introduced only a few months ago it is already in use in many 
of the country's leading food processing plants. Get your share of the 
profits by recommending PlasTex for all food conveying jobs. 


Write Dept. B for sample and 
Distributors’ Profit Story today! 


BUFFALO WEAVING & BELTING COMPANY 
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Veterans—at work! 


Yes, it’s a war picture! Tells a 
story that couldn’t be told a few 
months ago — how thousands 
upon thousands of ‘Budgit’ Elec- 
tric Hoists increased production 
in thousands of plants. where 
ships, subs, aircraft carriers, 
tanks, jeeps, airplanes, bombs, 
guns, and the many. articles 
needed for Victory were produced. 


Other photos are coming in — 
some from former war plants, 
others from plants reconverting 
or reconverted to peace-time pro- 
duction. But all of them tell the 
same story —‘Budgit’ Hoists tak- 
ing the strain and stress from 
lifting heavy parts, machines, and 
tools to safeguard the worker 
from rupture, to allow him to 
turn his energy into increased 
production. Management knows 
this means lower costs. 

Here are graphic talking 
points for you to help 
you in your selling — 
visual means of convert- 
ing possible customers 
into buyers. You'll find 
these photes in our new 
*Budgit® Hoist Balletin No. 


371. Let us send you a 
supply to help you in 


your selling. 


oists 


' MANNING,MAXWELL & MOORE, INC 


MUSKEGON, MICHIGAN 


Builders of 'Shaw-Box' Cranes, ‘Budgit’ and 
‘Load Lifter’ Hoists and other lifting specialties 
Makers of, Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 

















More Convention Shots 





Joseph J. Badalli (Standard 
Equipment & Supply Co., Ham- 
mond, Ind.); J. F. Bennett (Couch 
& Heyle, Inc., Peoria); Fred Pul- 
ver (Pulver Machinists Supply 
Co., Chicago), and A. A. Beaufils 
(H. Channon Co., Chicago). 





John L. Ketchum and Walter E. 
Currier (Chandler & Farquhar 
Co., Boston). 





As a member of the Membership 
Committee of the American Asso- 
ciation, G. C. Johnson (Quaker 
Rubber Corp.) kept his right arm 
outstretched to shake hands with 
both new comers and old timers. 








THE EDWIN H. FITLER CO. 


Manufacturers of Quality Rope Since 1804 
MAIN OFFICE, PHILADELPHIA 24, PA. 
New York a Chicago ® Los Angeles ° Portiand 
































“Retool with Relfool!” 


A Representative Line of 


FINE METAL CUTTING TOOLS 


The Reltool Line of metal cutting tools takes care of the volume re- 
quirements in the field of metal cutting tools; gives the industrial 
distributor continuous, profitable turnover on items for which there 
is constant demand. 


METAL @ METAL SLITTING SAWS 

The Reltool “Saw Line” includes: High Speed Hollow Ground Slit- 
ting Saws, Screw Slotting Saws, Metal Slitting Saws with Side Chip 
Clearance, Metal Slitting Saws with Staggered Teeth and Side Chip 
Clearance and Formed Tooth Copper Slitting Saws. 


@ COMBINATION CENTER DRILLS 
Reltool Combination Center Drills, both Regular and Bell Type, are 
made in both the Standard and the new SHOCKLESS Design, which 
reduces breakage to a minimum, Both types embody features which 
result in greater cutting efficiency and longer life. 
@ TOOL BITS 

ROTARY Reltool bits are made in three grades, UTILITY for general use, Pre- 
SHEAR-TYPE mium Cobalt #8 and Premium Cobalt #12, both ground on 4 sides, 
CUTTERS for heavy duty lathe and planer work on cast iron and alloy steels. 


@ SPECIAL CUTTERS 


Reltool Rotary or Slitting Shears and Discs and Circular Knives are 
made only on special order, to customer's specifications. 


DISTRIBUTORSHIPS AVAILABLE 


Qualified Industrial Distributors who can provide adequate 
sales representation are invited to consider the Reltool Fran- 
chise. A number of choice territories are still available. 





COMBINATION 
CENTER DRILLS 
STANDARD AND 

**SHOCKLESS"* 


CORPORATION 


RELIABLE METAL CUTTING TOOLS 


710 WEST MICHIGAN STREET e MILWAUKEE 3, WISCONSIN 
TET eNRIERRBIII 
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OR nearly two 
decades, ESICO 
has stood for superb 
quality and over-all 
economy in solder- 
por bs equi t. ps 


co 
your Sain ouliiaibies tools 
is definite assurance 
of long, uninter- 
rupted service. 
cify ESICO — the 
name that assures 
you of satisfaction. 
Write Today for 
Complete 
Information 
On the Esico Line 





















A real time-saver. 
Treadle-operated. Au- 
eer | advances 
iron and solder, 
leaves operator's 
hands free for work. 
ESICO 
SOLDERING IRON 
CONTROLS 


Positive TIP control ada ~ 
~heati 


practical method of con 
trolling heat in the tip—an 
exclusive ESICO feature! 
ESICO 
SOLDER POTS 





Rugged construction. 
Variety of sizes. Designed 
for continuous non-stop 
operation. Elements re- 
placed easily and 
quickly. 








ELECTRIC SOLDERING IRON CO. Inc. 
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SUPER 


UCTION ARC 


TRINDL PRODUCTS. LTD. 


yf the Hoot Deliveries / 
aie | 


INOUSTRI/AL 


ARC WELDER 


WELDING 












Yr 23rd 
FAST 23°¢ 


oe e-em e) 


STREET 
ize) 











BENCH 
PUNCH 


. Ye" hole 
through %°’ 
iron. %" hole 


iron. 
lbs. Depth of 
throat 


size of punches 
%" to 2”. 


" $ELL 


WHITNEY 
PUNCHES 


All wae Punches are bent for ye , 4 
rated capacities 


y types, eac 
of sizes and with individual WY 
istics at make them most adaptable for its 
special field. 


HAND PUNCH | 


. Ye" thru Ye” iron—punches and dies 


+ weight 7% tbe.— 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, Ill. 


No. 8B—cap 
1/1" . 7/16 by G4ths . 
length 18”. 
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“Easy Picking” 
FOR THE 


BUSY 
MECHANIC 







HUOT DRILL INDEX 


> Oot oft Gate on OD ee an or 
sorted 


easly end ae ee ee fa 
it—sales possibilities unlimited. 


No. 13 for drills 1/16 - 1/4 


io 60 

. te 60 also 12 taps 

No. 16-A for Morse Taper Drills 33/64 in. 
to 3/4” by 64ths 

No. 16-B for —_ Taper Drills 49/64 in. 
to 1 in. by 64 


HUOT MFG. CO. 


129 E. 10th St. St. Paul, (1) Minn. 




















In Off Moments R WHEN YOU THINK OF BETTER LATHES 
aaa Se yy 

















WHERE FIVE RUBBER 
CUSHIONS ASSURE 
SMOOTH OPERATION 
IN LOGAN LATHES 
TWO RUBBER CUSHIONED 
BEARINGS, one at each end of 
ra Ye two hinge points connect- 
ing the countershaft and head- 


stock, 
ONE RUBBER CUSHION be- 
tween motor mounting base 





John F. Muller (American Pulley 
Co.); F. W. Baldt (Shingle-Gibb 


ion the cone pulley guard, 





ond pedestal, 
Co., Philadelphia), and Norman RUBBER , r ci RUBBER BUTTONS cush- 
Good (Clipper Belt Lacer Co.). 


CUSHIONED te | 
ibibo §  ABSORBS VIBRATION, GIVES LOGAN 


LATHES MAXIMUM SMOOTHNESS 
AND ACCURACY IN OPERATION 


Quick 
any Rubber cushioning of the countershaft is one of 
Tura the unique design features which help make Logan 
Lothe 


Lathes outstanding in smooth, accurate operation. 





At no point on the Logan Lathe is there a direct 


SPECIFICATIONS COMMON TO ALL LOGAN metal-to-metal contact between countershaft and 





LATHES... swing over bed, 102”... headstock. At all three of the countershaft's main 
bed | th, 43Y,_”.. i f hole th h P ‘ 
siete aa rte eg shale eeaun iaaies support points, the pedestal rod and the two hinge 
ond threads per inch, 112”~8.. . 12 spin- ; i i : " 
Miles Stray (J. Russell & Co., din meets, einen. ee Abe rubber ouhiens soeiely absorb motor vibra 
Holyoke Mass.), and Walter F hp, 1750 rpm . . . ball bearing spindle tion. The result is a maximum of smoothness in 
’ bd ” mounting . . . drum type reversing motor tion thot i ss fi obs 
Crowder, MILL SUPPLIES. switch and cord . . . precision ground ways, Operation at is conducive to fine precision work 
2 V-ways and 2 flat ways. Write for the Logan Lathe catalog. K-3 


LOGAN ENGINEERING CO. cuicaco 30, ILLINOIS 


NEW AIR-SPEED SAW and FILE 
cuts TIME cuts COSTS cuts PERFECTLY 


LIGHT! COMPACT! POWERFUL! 


oI 


















Frank Shurts (American Swiss 
File & Tool Co.); Ralph Bingham 
(Bingham Tool & Supply Co., Cin- 
cinnati), and Barney Meade 
(American Swiss). 





Simplify difficult sawing or filing jobs with Air-Speed! 


Dependable pneumatic power saw and file—Fully portable—Perfectly balanced— 
Weight: 3!/2 pounds—Operating speed and cutting stroke easily adjustable— 
Nothing like it for key hole, dead-end and scroll cutting in iron, steel, aluminum, 
copper, plastics, brass, wood, hard fibre and other materials—Gun sight nose 
for precision work—File can ba inserted in chuck, instead of saw blade, for all 
filing operations—Only two moving parts guarantee long life—Fully warranted— 
Retails for $39.50—Immediate deliveries. 


Buy From Your Distributor 





Ira Long (Clipper Belt Lacer Co.); TOOL COMPANY + aps ol acre —— 
Ps & Gomes (Serther S Ele, 1028 W. Slauson Avenue discounts. Dept. MS-7 
Newark), and J. D. Mitchell rade Mork Los Angeles 44, California 








(Seither & Ellis). 
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INSIDE 
STORY 


of extra vise strength 


Extra strength where it’s 
needed most ... inside at the 
heart of the vise . .. comes 
from Parker’s oversize screw 
and nut. Screw is one-piece 
steel—nut made of highest 


grade malleable iron. Users 
know 5 other big advantages 
of Parker Vises. They're all 
selling points for you! The 
Charles Parker Company, 
Meriden, Connecticut. 





PARKER VISES () 


{yverica's First Vise Maker 








Suppose This Were True of 


Every Item in Your Stock? 







® Your 
above 





company’s 
the averg 

© It has an 
territory, 


Profit 
ge. On the item is 


established market jn you, 
r 


* Its Manufact, 


Urer. 
Customers. ° 


help you develop new 


Key Graphite Paste for 
oil, gasoline, acids, and 
high pressure steam. 





You'll get the right 
answer on all four of 
those points if you stock Key Company's Pipe Joint 
Compounds, Key Graphite Paste and Key-Tite — and 
perhaps that explains why many industrial supply houses § 
have been stocking them for the past 15 to 25 years. & 


For definite proof of this claim, just write 


_ 


P.O. Box 494, East St. Louis, Illinois 


Key-Tite—for water, gas, 
and low pressure steam. 
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by aria | the complete 
CLOVER LINE 


9° Sala 


a * : ” - os 3 i. 3 
CLOVER COATED ABRASIVES ,—in all grains, 


grades, backings, coatings, sizes and shapes. 


CLOVER LAPPING AND GRINDING 
COMPOUNDS, —Famous since 1903. 


Sane epee 


mS es 











CLOVER GRINDING WHEELS, —technical, 


general purpose and hardware. 


When you concentrate on the com- 
plete CLOVER Abrasives Line in a 
territory that is a// yours, you buy at 
lowest prices and sell at maximum 
profit. 

Abrasives’ selling is stable business. 
Sales are obtainable throughout in- 
dustry. Repeat business is enormous. 
Write for full information. 


CLOVER MFG. CO., Norwalk, Conn. 


CLOVER 


Vb itiitee 

















Candid Convention Shots 





Burt Hotvedt (Blackhawk Mfg. 
Co.); George Flora (Arro Expan- 
sion Bolt Co.), and John Williams 
(Mau-Sherwood Supply Co., Cleve- 
land). 





Jack Cole (Raybestos-Manhattan, 
Inc.); Irving T. Atwater (Nott At- 
water Co., Spokane), and George 
W. Marshall, Jr., (Raybestos-Man- 
hattan). 





J. H. Flora (Hagerty Brothers, 
Peoria); J. E. Haseltine (J. E. 
Haseltine Co., Portland); L. R. 
Lister (R. C. Duncan Co., Minnea- 
polis); M. C: Meyer (Republic 
Rubber), and Herman Schultz 
(Republic Rubber). 





S. C. Herbine (Willson Products 
Co.) and W. H. Allen, Jr., (J. E. 
Dilworth, Memphis). 








BEARING 





BALL 








VALLEY 








BENCH 
TYPE 








HEAVY-DUTY 


GRINDERS 


Accuracy and Performance 
Records already established 


In the 27 years that Valley Grinders have been used by 
many of the country’s largest industrials, they have estab- 
lished fine records where accuracy and performance 
count. These grinders are all powered by Valley Motors 
and every unit is built to a single high standard of qual- 


ity. This means complete satisfaction in service which 
builds a profitable market for these efficient, low-cost tools. 





Valley Electric Corp. 


4221 FOREST PARK BLVD. ¢ ST. LOUIS 8, MO. 








BOLT CUTTERS 
WIRE CUTTERS 











Keener, Tougher Cutting Edge—Tougher tool steel in jaws 


* reduces wear. 


and handle connecting pin replace locked bolts, requiring 


2 More Cutting Power with Less Effort—New fulcrum pins 


less effort to overcome internal resistance. 


Streamlined—Elimination of protruding bolts helps prevent 
skinned knuckles and torn clothes, permits work in tight 


” 
corners. 


4 Maintained Tension —Eccentric-head countersunk strap 
- bolts maintain factory-set tension on the head assembly. 


ONLY THE IMPROVED CAROLUS TYPE CUTTER has two-way cut- 


ting jaws. Available in side and end 


cut combined and in side and end 


cut combined with nut splitter. 24” and 30” cutters have drop forged 


handles. Write for details. 








BRADLEY, 
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MANCO MFG. CO. 








CABLE CUTTERS 
NUT SPLITTERS 








PLLINOTS 

















2e9 


Here's an Item in Stainless 
a Class by Itself Steel 


wis. 


SCREWS 
NUTS 
WASHERS 


LUI ag 


PULECCC CPL LA 
WU as 


Distributors selling 

“BELT-SAVER” Pul- 

leys know by act- Stainless Steel 

ual experience that 

they are rendering 

: an outstqnding ser- 

vice to their customers. By replacing ordinary pulleys with 
“BELT-SAVER” on conveyors and bucket elevators carrying oy 
hard or abrasive materials, conveyor belt life has been AO) ks 
tremendously increased. Case after case is on record and as 
open ic complete, careful investigation showing actual, 
proved belt life increases of from 25 to 40%. Continued 
repeat orders from distributors proves that “BELT-SAVER” 
is in a class by itself. Full details on request. 


SPROUT WALDRON & CO.) emi Stainless 


” SCREW & BOL RP. 
MUNCY, PA. dineasisiliies / T CO 


a 


Zt Church St 
Manufacturing Engineers Since 1866 New York 7, \N. Y 





PULLEYS BOLTS SCREWS NUTS 


WASHERS RIVETS FITTINGS 


BEARINGS 


TAKE A LOOK AT THE 


“TWO-WAY RED END” 
FOLDING WOOD 
RULE 


HARRIS 


Stainless Steel 


FLOATS 


and other products 


HARRIS Products have been a favorite 
with American Industry for more than 60 
rs. You can supply FLOATS in Stain- 
Steel , Aluminum, Menel, 


xi 
Rule always lies flat on engineers are at your 
work and hes inside markings on je ye Re 


fi both sides. Include Lufkin 966 “Red End” ; 
UWFHIN Folding Wood Rules on your next order. Write for catalog. ARTHUR HARRIS COMPANY 

210-218 N. Aberdeen St. Chicago 7, Ill. 
THE LUFKIN RULE CO., SAGINAW, MICHIGAN, New York City 
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With the Cameraman 
























H. A. Bokram (B-H Tool & Sup- 
ply Co., Detroit); W. E. Caldwell 
(Cleveland Twist Drill & Tool 
Co.), and Mason Britton (Cutting 
Tool Institute). 





Only 
Through 
ae - Distributors 








George Winship (Fulton Supply Ps hl 

Co., Atlanta); G. H. Boucher 

(Pyrene Mfg. Co.), and Robert A. The COLUMBIAN G ‘ a 
Mills (H. W. Mills & Co., Passaic, ‘ 
N. J.) 9025 BESSEMER AVE. e CLEVELAND 4, OHIO 








ae a 10} 
‘ie Memo v0 
te ae MR. DISTRIBUTOR 


COLLETS AND FEED FINGERS FOR | ‘oie 


BROWN & SHARPE MACHINES 
George A. Davis (American Saw fs 4 te : WA MED! TE LIVERY FROM ‘ : 


TODAY 
& Mfg. Co.) and Paul Hartshorne aa ~Gs are genie pps Prachi Bi for discounts 
, Cc ai eed tT r ia 
ea Production Administra- Be: ain tren & Sharpe cchines gives and complete 
tion). 5G dependable source for dys . p 
Very «. And.os olways, the Preai| | information 
isin name On these new collets and 








Remember, 
the fast mov- 
ing nation- 
ally adver- 
tised line of 
PRECISION 
collets and 
lathe attach- 
ments is sold 
only through 
the industrial 














} distributor. 
a a Ober (Oberj GENERAL DIE AND STA It spells 
° er uerge er. uerge PRE SION OLLET DIV 268 Mott Street, New York 12 
Rubber Distributing Co., St. PROFITS 
Louis) and W. W. Kemphert eye 08 SP eciTy;: p j 1 
(Worthington Pump & Machinery © Helis: ready to: ¥ 14 “¢ ted ee for you! 
Corp.). iI ase ee ts < yng es eit: a i TES 





MILL SUPPLIES © JUNE, 1946 291 








>>>> 


FLANGE 
JACKS offer 
ae ° 

Portunity for 
distrib nA Ors 
sales—because 
they are ex- 
clusive ... no 





...for safe, easy and fast 
gasket replacement! 
with a minimum of 


Operating 
effort —— vital in tight, cramped 
quarters —— FLANGE JACKS exert 













tremendous pressure smoothly and 
the fobs tk emer 
tied in pater alignment, on 
cannot be 
FLANGE "Gaus Mee aman 
JACKS ARE 
STANDARD 
EQUIPMENT 
wherever pipes 
are used 


leum, power TAKES A 
Plant, chemical FRACTION OF 


refrigeration THE USUAL TIME! 
railroad and aiittat, Select ton ie ond tool will be Y, 
general indus- sent promptly on request. Write Dept. P. or contact we @ 
trial instalig. °°" sistribvier. 


ws T, G, PERSSON COMPANY 


224 GLENWOOD AVE, BLOOMFIELD, NEW JERSEY 











MASTER COST-SAVING EQUIPMENT—rOR IMMEDIATE DELIVERY 





Genera! 
Purpose 
Floodlights 





rator Plants. 


Portable Gas-Electric ‘ : 
Sizes 500 to 17000 Watts So 
{ hag Member 594} Concrete Vibration 

(Catalog Number 687) 
“*Power-Blow"’ Electric S 
Hammer and Spode 
(Catalog Number 688) 


(Catalog Number 683) Hand Tools for use with 
Gas or Electric Grinding Machines and Power Tools BIG-3 and Grinding 
Machines (Cat. No. 687) 





@ 8 8 @ & CLP THIS ADVERTISEMENT—CHECK CATALOGS WANTED BS SS & 
SSB Bw G2NVM SOOIVIYD NO3HI—INIWISILUIAGY SIHL d11I2 SBE eS 


Send for illustrated catalog on any item to 


MASTER VIBRATOR COMPANY 


DAYTON. 1, OHIO 
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STOCK... 
yten-Seal 


HOSE CLAMPS 


FOR GREATER 
PROFITS... 


e EASY TO INSTALL 
@ UNIFORM PRESSURE 
e LONGER HOSE LIFE 
ey om 891 eh) ae Lae) 


© CAN BE RE-USED 
MANY TIMES 


lamps are ideal for 





AIRCRAFT STANDARD PARTS CO., INC. 
1777 WINETEENTH AVE, ROCKFORD, ILL. 














HELPED TOO/ 


PLATES 


layouts. 


sizes from 12"x18" to 54"x144". 


any desired size can be built up. 


permit quick leveling. 


out sealer. 
semi - steel, 


face. 


inch apart. 


Write today for 


Challenge . 





THE CHALLENGE MACHINERY CO. 


| 








"FLAT TOPS 





CHALLENGE 


LAYOUT SURFACE 


Proved their Quality in many war plants 
and even now we have a back-log of 
orders for these true, rigid surfaces for 
inspection and accurate assemblies and 


Standard plates are built 6" thick in 
By 
side grooving and keying large units of 


Surfaces are made of special analysis 
semi-steel with deep ribs to prevent 
yielding or sagging under load. Chal- 
lenge Layout Surface Plates are sold 
with or without the rugged arc-welded 
steel stand with lock-leveling screws to 





CHALLENGE LAPPING PLATES — for 
accurate lapping of oil-tight joints with- 
Made of special analysis 
heat-treated. Ribbed and 
stiffened to retain the accuracy of the 
precision ground or hand scraped sur- 
Surface grooved in two directions 
at 90 degress with \4e-inch grooves \4- 


sua 


LATEST CATALOG of 
Precision Equipment by 








Convention Sidelights 





A. J. Eichler (Walworth Co.) and 
W. S. Blun (Georgia Supply Co., 
Savannah), 





R. T. Dotterer (Equipment & 
Supply Co., Baltimore); E. F. 
Wood (L. H. Gilmer Co.), and 
E. C. Rickerds (Equipment & 
Supply). 


National Supply & Machinery 
Resolutions of the 
Distributors’ Association 





Read by F. Marsena Butts 


I. Recommend that an expression of sor- 
row be extended to friends and associates 
from the Association at the death of: 
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THAN 
RE prong sort 





Senonger 


THE WI 
\\esete- ee? 














































rise 





dt oe 
CLEVIS 
Tl) best gy es. 


EYE END 


miGie. - Lo 





STUD END 


rE 2 


COUPLING 





MANUFACTURED SOLELY BY 


4121 SOUTH LA SALLE STREET 
CHICAGO 9, ILLINOIS 



















Sell — 


p appliances 


For Every T-Slot Work Table 


Machine Shop men are forced to waste time on Machine Tool Set-ups. 
CAD Standardized Appliances will convert this non-productive time 
into productive labor. 


All sizes—to suit the little bench machine 
to the brute of a planer. 


Sold only through selected distributors. 


WRITE FOR CAD FOLDER A72 
AND DISTRIBUTORS’ PLAN 


STANDARD SHOP EQUIPMENT CO. 
8153 Tinicum Ave., Phila. 42, Pa. 




















for half a century — 


TORCH No. 32A 





BLOW TORCHES 


Tanks are drawn from finest quality heavy gauge cartridge 
brass. Cast bronze burners. The engineered precision and 
construction of C & L Blow Torches and Fire Pots assure 


top performance and long life. 
Distributed through all leading jobbers. 


LAMBERT MFG. CO. 
LOUISVILLE 10, KY. 


CLAYTON & 


1716 DIXIE HIGHWAY . 
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H/T Ivf 
YOU CANT 
UL Ae 





Soft Impact 
RAWHIDE TOOLS 


DANCO Hammers with impact 
faces of tough, resilient rawhide 
deliver maximum striking power 
with maximum protection to the 
surface. Cushion the shock . . Fire 
resistant ... Fibrous, will not chip .. 
Last longer. 


More DANCOS were used by 
the Army and Navy than any 
other make. 





DANIELSON MFG. CO. (7 


DANIELSON, CONN. 








“A GIANT IN 
YOUR HAND“ 


Seymour Smit» 


[Snapiock 


PLIER-WRENCH 


Serves As 

ae od OD 

A WRENCH 
A HAND VISE 
A CLAMP 





LIMITED DELIVERIES NOW 


FULL PRODUCTION SOON 


“FUTURE® ORDERS FILLED IN 
SEQUENCE 

















(1) Chester C. Butts 
Butts & Ordway, Cambridge, Mass. 
(2) Col. George H. Cherrington 
Standard-Machinist Supply 
Pittsburgh, Pa. 
(3) Charles J. Ambrogi 
Ford and Kendig Co., Philadelphia. 
(4) George V. Blades 
Camm-Blades Machinery Co., Mil- 
waukee, Wisc. 
(5) Clifford J. Liebel 
-The Liebel Supply Co., Lexington. 
(6) William J. Kuba 
The Hawley Hardware Co., Bridge- 
port, Conn. 
(7) Albert W. Claffey 
Indianapolis Belting and Supply Co., 
Indianapolis, Ind. 
(8) H. J. McJunkin 
The McJunkin Supply Co., Charles- 
ton, W. Va. 
II. Pointing out the role of the industrial 
distributor is servicing industry that will 
insure high employment and pointing out 
that the removal of price control from in- 
dustrial tools and equipment would not 
increase general living costs, urged mem- 
bers to protest to their Congressional rep- 
resentatives and top OPA officials the 
unfair and discriminatory nature of the 
OPA’s absorption policy. 
III. Expressed appreciation of the cor- 
dial and friendly relations between Na- 
tional Association and the members of 
the American Supply and Machinery 
Manufacturers’ Association and _ the 
Southern Supply and Machinery Dis- 
tributors’ Association. 
IV. Expressed to Chairman R. C. Neal 
and members of the Committee on Man- 
ufacturers’ Relations sincere thanks for 
the successful program of activities of 
that Committee. 
V. Expressed sincere thanks for the 
splendid work done by the New Activities 
Committee and pledge wholehearted sup- 
port to the continuing work of the Com- 
mittee. 
VI. Expressed deepest gratitude to all 
members of the War Service Committee 
who served the industry so well. 


Co., 





Distributors and manufacturers 
enjoy the hospitality offered in the 
Cleveland Twist Drill rooms. 











A Well Known and 
Widely Accepted Line 














— 


e Continuous Ad- 
vertising in Lead- 
ing Trade Journals. 
Sales Cooperation. 





LIGHTER - STRONGER - MORE ACCURATE 
TU-MI-CO TUBULAR construction of special 
homogeneous grain structure steel is 25 to 50% 
lighter than solid frame, yet highly shock re- 
sistant. Triple plated—copper, nickel 
and chrome. More sensitive feel, easier 
to use. Low thermal conductivity— 
combats “walk” in measurement. 
Tool steel spindle with threads 
ground for accuracy. Adjustment 
in bushing to maintain align- 

ment. Get TU-MI-CO preci- 
sion. Prompt delivery. 


TUBULAR 
SMOROMETER 60. 











Most Complete 
Line. Precision 
Quality at Fair 
Prices. A Real Op- 
portunity for Indus- 
trial Distributors. 


Write for Discounts 
and sales Helps 


TUBULAR 
MICROMETER CO. 
St. James, Minn., U.S.A. 
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E ach month, more SpeedWay Drills 
come off the production line; are be- 
ing shipped each day. But, frankly, 
though we are beginning to cut into 
our mountainous pile of back orders, 
there's a deal of waiting still for a lot 
of people who are ordering SpeedWay 
Tools today. However, because they 
are worth waiting for, we suggest that 
ou place your order now with your 
eal SpeedWay dealer for earliest pos- 
sible delivery, 


SPEEDWAY MFG. CO. 


1832 S. 52nd Ave., Chicago 50, Iil. 
No. 89 equipped with Snap-Release 
Chuck 
No. 89-J with Jacob chuck (as 
illustrated) $5.00 extra 



























in there 
pitching 


Marsh advertising, typified by the 
current advertising reproduced above, 
is right in there pitching for you in 
a long list of business publications 
which blanket your customers and 
prospects in every field where the 
Marsh type of equipment is used. 

When you sell Marsh Gauges, Dial 
Thermometers, Traps, Valves, and 
Venting devices, you sell equipment 
that has behind it more than 80 years 
of constant refinement — equipment 
that is recognized throughout indus- 
try for its uncompromising quality 
and outstanding value. 

Write for latest information and prices 


JAS. P. MARSH CORPORATION 
2079 SOUTHPORT AVE., CHICAGO 14, ILL. 
Export Dept.: 155 E. 44th St., New York 17 
















the gauge 
with the e 


« — quickest and 
“Recalibrator we en 
The yt correct @ gust that has _— 
best way to adjustment—the Goren 


ut of ‘ 
— * superlative gauge. 





GAUGES e 
DIAL THERMOMETERS 
HEATING SPECIALTIES 


VALVES © TRAPS 


A 
PROFIT 


PRODUCER 
That’s Easy to Sell 














Monarch 
one man 
Car Door 

opener 

Is a Fast Selling 

Profit Item 


HERE'S WHY 
© Every Box Car User 


a + 
* Reasonable Price 
* Saves Time—tLabor 
¢ Eliminates Accidents 
© Opportunity for 

{-] les 


ua 
© Money Guar- 
antee 


One man instead of a gare can open the most 
box cer door with a Monarch Cer Door 


mer. 
Write—Wire—Phone Today for details of attractive 
n 


MINING SAFETY DEVICE CO. 
EPT. MS-2 


DI BOWERSTON, OHIO 





| Gaduce COSTLY 
TAP. BREAKAGE 





© Square, straight tapping 
@ Does the job in half the time 
@ Anyone can operate it 


Die makers can be tied up for hours trying 
to dislodge brok taps d by hand 
tapping. Now the Dahistrom Tap Guide 
does the job in a fraction of the time with 
work always straight and true. Just fasten 
it to a post or bench, slip a Tap Adaptor 
into the spindle, and the most inexperi- 
enced operator can handle it. Equipped 
with 7 Adaptors, ranging from 8-32" to 12" 
(takes care of 95% of all tapping require- 





ments). Table size 6 x 104%", 7” opening. 
Taps not furnished. List $42.50 F.O.B. 
7 iterature on request 





Advertised in Leading Machine Shop Papers 
DAHLSTROM MANUFACTURING CO., 
424 South Sixth St. 


“7 ) (1 


L LO TAP GU] DE 
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| Sustained Capa- 





Minneapolis 15, Minn. 











GOOD FOR DISTRIBUTORS 
because of the wide industrial 
demand and the exclusive sell- 
ing features. 


GOOD FOR PUMP USERS 
because of the long sustained 
efficiency. Blackmer pumps are 
self-adjusting for wear. 


20 years of service 
is not unusual. 


YOU CAN TALK ABOUT 
THIS LINE OF PUMPS 
AND MAKE IT. STICK! 


These points make 
sense to pump users 


city: Curve “A’’ in- 
dicates the long 
period of original 
capacity of Black- 
mer pump. 

Curve “B’ shows 
the comparative 
performance of a 
conventional type 
rotary pump. 





Internal wear is 
confined to the tips 
of the “Buckets” 
(swinging vanes), 
which swing out 
farther as wear oc- 
curs. They are 
self-adjusting for 
wear. 





The original ca- . 
pacity of a Black- | 
mer pump is easily 

restored. When the 
buckets are com- 
pletely worn out, i, 
a 20-minute re- s i, 
placement job re- ; e 








stores the pump to : 9 
its original  effi- iri ——),__) 
ciency. . 





Get the Blackmer Story NOW! 
Bulletins FREE to distributors 


No. 307—Facts about Rotary Pumps 
No. 106—Complete Catalog 


Write BLACKMER PUMP CO. 


1810 Century Ave., Grand Rapids 9, Mich. 
POWER PUMPS to 750 GPM—500 psi. 


7B 4s 
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‘* 
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BLACKMER kcot"4 PUMPS 















































































































































HACK SAW BLADES 


Here's the original, time - tested 
HY-FLEX BLADE... . scientifically 
heat treated to add the toughness that 
gives these blades their outstandin 
performance. They are gauged an 
checked throughout every step of their 
manufacture and given a stiff bending 
pounds test before you get them for 
sale. HY-FLEX meets today's demand 
for a medium priced blade which is 
extremely flexible, yet has the ‘4 
ness that assures long service |i 





Here's a Whale of a blade of a spe- 
cial analysis molybdenum, high speed 
steel, that gives unusual cutting ser- 
—_ "Can be used at the same cutting 
eds as tungsten and deliver prac- 
cally equal performance. lf you 
a to promise cndent ee results 
on stubborn cutting jobs, offer 
WHALE BRAND HY-FLEX ond ‘MO-HY 
BLADES, and you'll deliver it. 
































INDEX TO ADVERTISERS 


This advertisers’ index is included as a con- 
venience and is in no way a part of the 
advertising contract. Although every care 
has been taken to index accurately, some er- 
rors may have occurred and no allowance 
will be made for them. 


Advance Car Mover Company............ 54 
Advance Glove Mfg. Co................. 194 
Air Express Division of Railway Express 
Pe ira554s Salads ceXs cai cavesaboaiied ii 174 
Air-Speed Tool Company.................- 287 
Aircraft Standard Parts Co................ 292 
Albertson & Company.................... 30 
Alemite Corporation Div. of Stewart- 17 
Allegheny Ludium Steel Corp............. 243 
PRO Gi PMs ee cdbdcecdeccaccccscce 282 
Allen Manufacturing Co. ................. 50 
Allis-Chalmers Manufacturing Co....1!, 17, 39 
Aluminum Industries, Inc.................. 169 


American - & Cable Co., 
188, 189, 190, “ne Back Cover 


American Guin Division of American 


Chain & Cable Co., Inc................ 189 
American Crayon Company, The.......... 280 
American Foundry Equipment Co......... 268 
American Hoist & Derrick Co............ 146 
American Manufacturing Co. ............ 300 
American Measuring Instrument Corp.... 270 
American Saw & Mfg. Company.......... 66 
American Screw Company ................ 72 
American Swiss File & Tool Co........... 275 
Ampco Twist Drill Co................00005 23 
Appleton-Atlas Car Mover Co............ 298 
ot Sandpaper Works Div. of Armour 

Me Saud tacuvatag tes Seka acCawekeideekan 
Armstrong-Blum Mfg. Co................. 76 
Be Le ere 253 
Armstrong Bros. Tool Co.................. 195 
Aro Equipment Corporation, The.......... 12 
Arro Expansion Bolt Company............. 278 
Atkins & Company, E. C.................. 44 
AMG Praed GOMOONP se csicccccccccccceves 219 
B. M. C, Manufacturing Corporation.... 53 
ee Se A ee ee eee 26 
Bassick Company, The..................... 124 
Bay State Abrasive Products Co........... 22 
Bay State Tap & Die Co.................. 213 
— Tool Company Div. of Hubbard & 
Beaver Pipe Tools.......... Inside Front Cover 
Belmont Packing & Rubber Co............ 186 
Black Manufacturing Co., The.......... 204-205 
Black & Decker Mfg. Co., The............ 51 
Blackhawk Manufacturing Co.............. 58 
EE EE a bcccesetscsccdvctzes 2% 
Boice-Crane Company ............0eeee0e 55 
Bonney Forge & Tool Works............ 192-193 
Boston Woven Hose & Rubber Co........ 18 
Bridgeport Safety Emery Wheel Co., Inc.. 226 
Brlotel COMPGRE, THO si ccc ccccccccccocceses 162 
Brown & Sharpe Manufacturing Co........ 42 
Brunner Manufacturing Company.......... 234 
GR CIE Fick dacbbccdedecedeicccecse 164 
Buffalo Bolt Company ............ceeeeees 28 
Buffalo Caster & Wheel Corp............. 302 
Buffalo Weaving & Belting Co............ 284 
Bunting Brass & Bronze Co., The.. ........ 147 
Canto! Wax Company............ccecceees 158 
Carboloy Company, Inc................... 16 
Carborundum Company, The............ 196-197 
Carson-Newton Company ................ 230 
Casein Company of America.............. 299 
Century Electric Company................ 241 


Chain Belt Company, Baldwin-Duckworth 
MI cabbaa diesen ccIedassedevcansdese 


Challenge Machinery Co., The............ 293 
Champion Lamp Works................... 31 
Chicago Rawhide Mfg. Co................ 67 
Ce BORE i oie aninea disc idcccccncs 233 
Chicago Tool & Engineering Co.......... 194 
Chicago Wheel & Mfg, Co............... 126 
Chast Ge, Rabesd Ho iecc se ccccscccsvcecss 143 
Clark Equipment Company ............... 150 
Clayton & Lambert Mfg. Co.............. 294 
ee SPLTETTLET ELLE Tere 200 


MILL SUPPLIES © JUNE, 1946 


























APRONS for all 
INDUSTRIAL USES 











Hodgman aprons are designed for 
specific uses and occupations to 
stand up under the most severe 
service conditions. All fabrics, 
coated in our own plant, meet 
the most rigid government specifi- 
cations. Hodgman aprons remain 
soft under extreme temperature 
changes; they don’t stick, crack, 
shrink or peel. Available in many 
styles and coatings depending on 
the service required. 





Send of Aprons & 
for new Industrial 
catalogue Clothing 


HODGMAN RUBBER CO. 
Cooke Street, Framingham, Mass. 


New York | Cajenge 2 San Francisco 5 
261 Fifth pA 173 W. Madison 121 Second St. 












the kind you know about 
— the name Porter on every 
handle and behind that name, 
nearly 70 years of reputation 
building service. 


."H. K. PORTER, INC., BOSTON 49, MASS. 



















FOR 
Oniginality 
Look To 


When you sell XCE- 
LITE tools, you sell 
known, proven, qual- 
ity: Sales of XCELITE 
nut drivers (left) 
and the other XCE- 
LITE tools have out- 
paced production... 
but will soon be back 
on your shelves in 
quantity... for 
quantity selling! 

PARK METALWARE CO., 

Inc. 
Dept. F, Orchard Park, N. Y. 


Quality hols 


PREFERRED BY EXPERTS 




















PREGISION 
BRAND 






FOR YOUR CONVENIENCE 
SAVES TIME * WASTE * AND BOTHER 


THICKNESS GAUGE STOCK 
Precision Brand quality. Tempered, 
polished, and edged with rounded 
ends. 12 inch lengths in individual 
envelopes. 12 to the box, 9 boxes, 
108 pieces to the carton. All popular 
thicknesses. Size etched on each piece. 





THICKNESS GAUGE STOCK 
Y% INCH WIDE 
Precision Brand thickness or feeler gouge stock is manu- 
fattured from finest quality hee ogg and polished spring 
steel, especially for this purpose. In dispensers and in 
10. 15, and 25 foot leneths. All popular thicknesses. 
Cellophane wrapped for protection. 









ORDER TODAY 


REC.U.S.PAT.OFF. 


PACKAGE GOODS DIVISION 
PRECISION STEEL WAREHOUSE 





INCORPORATED 


ILLINOIS 
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SELL THE 
RIGHT 
TYPE 
for the 
JOB eoe 








in the circle is 


fleverage’’ is 

jeveloped §=and 
which is re- 
sponsible for 
the 


power 
of the ATLAS 


@ Every model of the ATLAS Car Mover 
utmost in 


- the Regular 
No. X—the “New Stream- 
pg hat = ias No. &—the 
Atlas No. VIII . and this, plus the 
fact le = ‘sales plan dees full 
most important to you 

asa py OE 


A I LAS HE 
MOVER 

Appleton-Atlas Car Mover Corporation 

1533 No. 6th Street Milwaukee 12, Wis. 

















WALDEN 
WORCESTER 


MICROJUSTABLE 
WRENCH 


Designed and 
Engineered by 


STEVENS-WALDEN, inc. 


Drop Forged, Heat 
treated. STRONG 
WHERE STRENGTH 
iS NMEEGED....... 


Adjusts snugly to any size nut by 
quick acting thumb screw. Ma- 
chined with Micrometer precision, 
Bright plated and highly polished 
This wrench is a prime necessity in 
every machine shop and garage. 
Made in seven sizes from a vest 
pocket size of 4 inches in length 
to the 18 inch large size. 
DE 


= 





STEVENS WALDEN, INC. 
468 SHREWSBURY STREET 


WORCESTER MASSACHUSETTS 
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ANUFACTURED and sold by one 

company—backed by thoroughly 
trained technical men who are experi- 
enced in the field of industrial application 
—these are the glues your customers 
need, the modern glues of industry. 


Casco Flexible Cement 


The new, flexible, water-resistant, ready- 
for-use adhesive for bonding dissimilar 
materials — wood, canvas, leather, etc. to 
glass, metal, painted surfaces, etc.—on 
which conventional-type glues do not 
“take.” Sets up flexible—withstands jolts, 
shocks, and expansion. 

It’s ideal for: fabricating novelties and 
displays, sealing cartons, or for those 
“hard-to-glue” jobs where other ad- 
hesives won’t work. Available in 1, 5, 30, 
and 55-gallon drums. 


Cascamite Urea-Resin Glue 


Makes highly water-resistant joints for 
jobs to be exposed to excessive moisture 
or dampness. Easy to mix with cold water 
—ready to use immediately. Ideal for fine 
cabinet work or veneering. 

Suggest CASCAMITE for: furniture, 
laminated wood beams, arches, prefab- 
ricated houses, or wherever a highly 
water-resistant bond is required. Avail- 
able in 1, 5,25, 50, and 100-pound drums. 

For outdoor work recommend CAS- 
COPHEN, the new, completely durable, 
waterproof resorcinol-resin glue. 


A 


roe A 
“Wh Ve wot” 


CASCAMITE 
ot ART 


By the Makers of the Nationally 
Known CASCO Casein Glues 





YOU CAN START 
Wane Chew NOP 


WHEN YOU SELL 


MULCONROY 


HOSE SPECIALTIES 


Exclusive, special-purpose con- 
structions to supplement your 
present line of hose. 


FIND A JOB 


where the best of 


the usual flexible all-metal hose fails 
too soon because of temperature, pres- 
sure or wear, and you can sell a special 
all-metal 


MULCONROY flexible 
hose that will take 
everything many 
times longer! 





FIND 4 J ae the best of 


conventional rubber hose wears, 
cracks, bursts or burns out at too costly 
a rate and you can sell a special MUL- 
CONROY hose with rubber-and-duck 
carcass that, size-for-size, will go far 
beyond the 
limits of the 
ordinary con- 
structions. 





YOUR MARKET? .. where 


that the usual types of hose fail to 
meet conditions, or where there is 
opportunity to provide improved serv- 
ice, on steam, air, water, oil, hy- 
draulics, acids, chemicals, coolants, etc. 


YOUR BACKING? si in 


years of design and manufacturing 
experience confined solely to hose 
specialties . . . a company well-known 
to “old timers” in every industry ... a 
plant equipped to deliver the goods 
promptly and efficiently. 


Importent territories available. 
Write for information, including 
catalog, discount sheet and sug- 
gested resale prices. 


MULCONROY COMPANY 
5329 JEFFERSON ST., PHILA. 31, PA. 

















A sure source of satis- 
faction and PROFITS 


Completeness of line, together with 
high quality at the right price have 
enabled distributors to satisfy require- 
ments of their customers. The coopera- 
tive service rendered by Ottemiller to 
users of milled screw machine products 
through its recognized distributors has 
resulted in placing a higher value than 
ever before on Ottemiller as a source 
of supply. 


CAP SCREWS * SET SCREWS 

MILLED STUDS © COUPLING 

BOLTS * SCREW MACHINE 
PRODUCTS 


| 
WM. H. (Qfomivor co. 


YORK, PENNA. 




















AMERICAN 


BRAND CORDAGE 
A Complete Line 

ROPE © TWINE © OAKUM 
‘PACKING 





AMERICAN MANUFACTURING CO. 


BROOKLYN 22, N. Y. 


Branch Factories: 
ST. LOUIS CORDAGE MILLS, St. Lovis 4, Mo. 
DELAWARE RIVER JUTE MILLS, Phila. 48, Pa. 


Sales Offices: Baltimore * Boston * Chicago 
Houston * New Orleans °* Philadelphia 








MILL SUPPLIES © JUNE, 1946 





“YANKEE” 


VISE 


WITH SWIVEL BASE 
FOR BENCH AND MACHINE 


* 
Removed from its swivel 
base, a “Yankee” Vise can 
be used in practically any 
position. Suppose you have 
a job in the vise and you 
want to transfer that work 
to the drill press or milling 
machine. Simply detach the 
vise from its base, do the 
other operations, bring the 
vise back to the bench, put 
it back on its swivel. You 
have maintained correct 
alignment from start to fin- 
ish without disturbing the 
work. You have avoided 
time-consuming set-ups for 
each operation. 
“Yankee” Vises with swivel 
bases are made in four sizes, 
with a jaw opening from 
14” to 4”. Each comes 
equipped with a_ grooved 
V-block for holding round 
or irregular work. The time- 
and labor-saving feature of 
these vises is typical of all 
“Yankee” tools—screw driv- 
ers, braces, and drills. 
“YANKEE” fine Mechanics’ 
Tools are standard for quality 
with Industrial Supply Dis- 
tributors the country over. 


NORTH BROS. MFG. CO. 
Phila. 33, U. S. A. 
Established 1880 


Division of The Stanley Works 
Send for the ‘‘Yankee"’ Tool Book 


YANKEE" 


TOOLS 














336 Blackhawk Pork Ave. 





FOR HYDRAULIC POWER 


Motor driven unit for general use... 
transfer, pressure, lubrication, hy- 
draulic actuation, and various other 
applications. Sizes 34 to 300 g.p.m. 





USED BY OIL INDUSTRY 
For om gasoline and oils at 
refineries, bulk stations, tank ter- 
minals, and industrial plants. 





PORTABLE ENGINE PUMP 


For pumping gasoline, diesel fuel, 
kerosene, fuel oil, and other petro- 
leum products into drums, storage 
tanks and other containers. Power 
take-off also available. 


USED AS 
INTEGRAL 
PART 


Flange mount- 
: ingpumphead 
with mechanical seal. For installation 
as integral part of original equip- 
ment. 





FOR LUBRICATING 


Metal working 
machines and 
supplying cool- 
ant to the cut- 
ting edges. 





Send for Free Catalog 


Complete information on the 

entire line of Roper Rotary 

Pumps. 

Ask about Roper direct field 
23 assistance. 





GEO. D. ROPER CORP. 
ROCKFORD, ILL. 
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Tega 






R774 


WESTCQOTTS 





¢ 


Quality is as much a 
part of every Westcott 
as metal! This Combi- 
nation Chuck, for ex- 
antple, is made so accurate that 
it can be adjusted right down 
to absolute truth. With such 
quality to back you up, you 
can tell customers (as we do in 
every advertisement): 


TEST A WESTCOTT — against 
any chuck you are using. 


WESTCOTT CHUCK CO. 
613 E. Walnut St. + Oneida, N.Y. 


SINCE 1872 





Advertised in 
LEADING 
MAGAZINES 














’ 


“Pocket Library of Engineering Data” 





If you use screws, nuts, bolts, washers, 
rivets, let us send you FREE the new 
“Pocket Library of Engineering Data,” a 
fingertip reference to machine screw 


weights, decimal equivalents, machine 
screw thread dimensions, and decimal 
equivalents of twist drills. Also, you will 
be interested in receiving FREE a bagful 
of STRONGHOLD samples. This typical 
cross-section tells a better story than words. 
STRONGHOLD offers one dependable 
source of supply for every type of fastener, 
produced by fm equipment in our 
own factory. 


NET PRICE CATALOG 


An up-to-date fastener encyclopedia, refer- 
ence guide, specification chart, and NET 
price list of precision-made STRONGHOLD 
products. Every purchasing agent and every 
engineer who speci- 
fies fasteners should 
have a copy. Mail 
coupon now. 
MANUFACTURERS 
SCREW PRODUCTS 
232 W. Hubbard Street. 
Chicage 10, til. 

_ It’s Faster to Phone 
) WhHictehall 4680 







Standardize on 
; STRONGHOLD 
PASTE THIS COUPON ON YOUR LETTERHEAD AND MAIL! 


; MANUFACTURERS SCREW PRODUCTS 
: 232 W. Hubbard St., Chicago 10, Ill. 


i 
|] Please send me the items checked below. 
7 “Pocket Library of Engineering Data’’. | 
i C Bagful of STRONGHOLD screw products. J 
(J NET Price Catalog. i 
(C0 Prices on attached request. 


Name 














4 City, Zone, State. 














® Ball Bearing Swivel 
© Double Bail Race 
© Non Binding Type 


High pressure lubricating fittings in 
wheels and hangers. Grease retaining 
chambers. Large balls in upper, outer 
races take load as well as side thrust 
and both races are protected from 
dust and water by overlapping lips. 
This is one of several casters of im- 
proved design manufactured by Buffalo 
Caster. Write for catalog. 


Buffale Caster & Wheel Corp. 
182-6 Breckenridge St., Buffalo, N.Y. 

















LOAD BINDERS 








MIDGET 
(1 swivel) 34” chain 
DELTA 
(1 swivel) 34” chain 
DIXIE 
(2 swivels) 14” chain 


LONE STAR No. 1—14 Ib: 

(2 swivels )4” ond i” duis 
LONE STAR No. 2—16'41bs, 
(2 swivels) 44” and 5%” chain 


DROP FORGED 
LOAD BINDER 
Heat Treated 


No. 1 —10!bs. 
(2 aa, 34" and 34” chain 


io. 2—17 4 bos. 
(2 swivels) 44” and %” chain 





No. 3-—-3 Pulleys, plain bearings, %” rope 
No. 33—3 Pulleys, roller bearings, %" rope 
No. 4—4 Pulleys, plain bearings, %” rope 
No. 44—4 Pulleys, rofler bearings, %” rope 
No. 88—4 Pulleys, rolier bearings, 2” rope 


DURBIN-DURCO 


Manufacturers of Certified Specialties 


Drop Forged and Malleable iron 
6611. OLIVE ST. ROAD — ST. LOUIS 5, MO. 
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Both Call for 
SMOOTH-ON 


For the past fifty years engineers, ma- 
chinists, repair and maintenance men 
in mills, factories, foundries have used 
Smooth-On Iron Cements for sealing 
leaks and cracks, for tightening loose 
parts and for many kinds of repairs 
to machinery and apparatus. A god- 
send in emergencies —a standby for 
routine maintenance repairing of boil- 
ers, engines, pumps, tanks, piping cas- 
ings, shells and other plant equipment. 


Smooth-On comes in eleven different 
types. Your trade may not have need 
of all these types. Stock the ones they 
do use — but be sure you always carry 
Smooth-On No. |, "The Iron Repair 
Cement of 1000 Uses" and bring it to 
the attention of your customers. 


Keep a supply, too, of the popular 
FREE Smooth-On Repair Handbooks 
—40 pages of repair information. 
Smooth-On display material and other 
selling helps, yours for the asking. 
Write us. 


SMOOTH-ON MFG. CO., Dept. 25 


Jersey City 4, N. J. 


570 Communipew Ave. 
SAY TO YOUR CUSTOMERS: 


Do it with 


een 


of 1000 Uses 

















EASIER 
LIFTING 


SIMPLEX BALL-BEARING 
SCREW JACKS 


... reduce effort 88%. 
Self-leveling cap floats 9 
degrees on a single large 
chrome-moly steel ball 
.. - 88% less friction. No 
ring of small balls to flat- 
ten when load is not cen- 
tered. Operator output 
boosted. 88%, easier sell- 
ing! 

It pays for users to have 
plenty of Simplex Screw 
Jacks—moderate cost. 19 
sizes with 4-way head, 9 
sizes with ratchet head. 
5 to 24 tons capacity. 


TEMPLETON, KENLY & CO. 
Chicago 44, Ill. 
Better, Safer Jacks Since 1899 
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One way to sell! 


One of our distributor’s sales engi- 


neers is very successful in selling 
‘Load-Lifter’ Hoists. 


When asked how he did it, he 
grinned and said, “I pretend I’m 
Bill Cobb. He’s used a ‘Load 
Lifter’ for twenty years. He talks 
about the hoist the way he’d rave 
about his bird dog, his pet gun, 
or his oldest son. Sissy as it 
sounds, he almost loves the 
darned thing. To him, it’s a pal 
who never lets him down. He'll 
tell you how many years of ca- 
pacity production he got out of 
the hoist with not enough mainte- 
nance costs to put in your eye. 
He'll also tell you it’s as good as 
the day it was installed. So, when 
I sell a ‘Load Lifter,’ I talk to 
my prospect the way Bill talked 
to me.” 


Enthusiasm backed by a thor- 
ough knowledge of their perform- 
ance, construction, safety fea- 
tures, and the combinations avail- 
able is the best way to sell ‘Load 
Lifter’ Hoists. At least, we have 
one field engineer’s word for it. 


Send for more copies of Catalog 
Ne. 215 when you need them. 





imma LOAD LIFTER 
ifm L ue . 


MANNING, MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of 'Shaw-Box' Cranes, ‘Budgit’ and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 








303 


backfires 


The Manager's Page . . . where the views expressed are his own 


forces to make the Triple Mill Supply Convention of 
1946 the most constructive meeting ever held. 

There can be no doubt about the tremendous strides made 
in this industry during the past few years. Never before in 
the history of conventions has there been evident such a close 
bond of thinking on vital issues or such determination to re- 
solve differences of opinion into constructive action. Action 
that has as its major goal the servicing of industry through 
strong distributor organizations. 

The general theme of the Convention was “Better Selling.” 
For more than a year the distributors and their suppliers 
have realized that only through better selling can this industry 
hold the gains made during the war. Service was the keynote 
to progress during the war; service and real selling know-how 
holds the key to the distributors’ future in the complicated 
economy facing American business. 

Readers of Mitt Suppiies are aware of the hundteds of 
pages this magazine has devoted to the subject of selling know- 
how during the past two years. They will recall the feature 
presentation appearing in the September 1944 issue titled, 
“The Distributor’s Guide to Post War Markets.” This was 
our opening gun on the problems that would be faced after the 
war. In May 1945 we presented a study of an industrial 
area titled “Successful Post War Selling”. In this we gave 
our readers a picture of what their customers, expected of 
them as business reverted to peacetime economy. In Sep- 
tember 1945 our feature presentation was “Salesmanship in 
Tomorrow's Market.” And as the feature editorial presenta- 
tion for our May 1946 Convention Issue, “Accent On Selling”, 
we devoted the content to what turned out to be the Con- 
vention’s theme, namely, Better Selling. 

During this same period Mitt Suppiies has matched the 
editorial service to its readers with market and distribution 
data to assist the manufacturer supplier in meeting market- 
ing problems. The 130 page book “Industrial Distribution 
and Marketing” and wall map by the same name are the most 
recent services developed for this purpose. 

We modestly submit this record as an indication that our edi- 
torial as well as market and research programs have con- 
sistently led in the molding of thought and action in the 
industry we serve. 

It would be difficult to place your finger on any single 
speaker or subject that highlighted the Convention program. 
In its entirety, the program was outstanding both as to speak- 
ers and subjects discussed. You felt that a carefully worked 
out pattern was being followed to emphasize a definite goal 


M‘« THAN 1300 distributors and manufacturers joined 


towards which the industry was aiming. The very context 
of every speaker’s subject matter seemed to fall within that 
pattern. A pattern that had as its sole objective the clarifica- 
tion of the distributors’ and manufacturers’ part in better 
servicing industrial buyers through cooperative selling know- 
how. 

Personally, I would have liked a more comprehensive re- 
port, in the joint meeting, on the efforts of the New Activities 
Committee of the National Association. It is my feeling that 
the importance of the program that this Committee has set 
for itself and particularly the progress that it has already 
made was hidden under a basket of modesty at Convention 
time. Russ Duncan and his Committee have done an out- 
standing job and deserve a lot of credit for their untiring 
efforts. 

On the other hand, the accomplishments of the equally im- 
portant Marketing Methods Committee of the American As- 
sociation, headed by Jim Geddes, was remarkably well high- 
lighted by a number of speakers. It is my studied opinion 
that this Committee of the manufacturers has done more to 
clarify the importance of market studies, sales methods and 
sales promotion as an important tool in manufacturer-dis- 
tributor relationships than all of the combined efforts of 
committees during the past decade. 

Keep your eye on these important Committees. They are 
not only doing a much needed and important work for imme- 
diate improvement of distribution methods, but they have 
a long term program that will prove invaluable in meeting 
the many problems of the future. 

To Bob Black, Eugene McCarthy and Harry Leu who so 
ably led the three Associations during the past year a great 
big pat on the back. They have done a magnificent job. 
To the chairman and members of the various Committees 
this industry owes a lot. Their untiring efforts have advanced 
the cause of the industrial distributor tremendously. 

The incoming officers and committees of ihe three Associa- 
tions have a real job ahead of them. First, in keeping up 
the pace of progress set up by the preceding administration. 
Second, in meeting the challenges of ever changing situations 
in our industrial economy. 

They take over under tailor made circumstances because 
one thing is evident. This industry is united as never before 
for cooperative action in meeting their common problems. 
Having attained this accomplishment it is not going to be very 
difficult to button up any loose ends in distributor-manufac- 
turer relationships so that distributors the country over can 
give maximum service to their customers—the industrial user. 


A. M. MORRIS 
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HOW THE WORLD’S 


CHECK EVERY 
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To Insure Greater 
Uniformity and 
Superior Cutting 

Performance 


You do more than capitalize on 
a famous name when you stress 
“made by Starrett” in selling 
Starrett hacksaws and band saws. 
For every Starrett hacksaw and 
band saw must pass a dozen dif- 
ferent tests before it is rated 
worthy of the Starrett name and 
reputation. The precision gaging 
tests shown at the left (checking 
tooth set and spot testing for uni- 
form hardness) are only two of 
many between selection of the 
steel stock and final inspection 
before packaging in the familiar 
Starrett red boxes. That’s why 
you can promise uniform fast-cut- 
ting, long lasting performance 
when you sell Starrett blades or 
saws. 


With hacksaws and band saws 
—as with precision tools—it pays 
to sell Starrett. 


THE L. S. STARRETT CO. - ATHOL - MASSACHUSETTS - U.S. A. 
World’s Greatest Toolmakers 
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The PAGE formula for 
Production Welding Economy 


The high quality and uniformity of Page electrodes and rods 
are taken for granted by experienced welders. Production 





welding economy is a matter of (1) selection of the right - 
rod and (2) welding "know-how." Both are offered by PAGE, 
For electrodes or gas rods and for information about 

“» their most economical use, get in touch with PAGE. 
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' co Monessen, Pe., Atlante, Chicago, Detroit, Denver, Los Angeles, New York, Philadelphia, Pittsborgh, Portland, Son Francisca, Bidgoper, Coun, 
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- PAGE STEEL AND WIRE DIVISION 
AMERICAN CHAIN & CABLE 
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